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culation decreased $20 aAlion. 
Automotive Outrput—Estimated 
last week by Automotive News at 

137,914 units, compared with 137,- 

801 the previous week, an in- 
crease of 113 vehicles. 

Too. Orpers—Machine-tool orders 
in December totaled approximately 
$44 million, an increase of 1.5 per- 
cent from November, but still 35 

percent below December, 1952. 
= . * 


Down 
Business INnpEx—Physical volume 


| -of buisness in week ended Jan. 16 


-—_ 


declined to 103.5 from 104.1 the pre- 


_ ceding week, according to Barron’s. 
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Sreez OpsraTions—Steel industry 
operated last week at 73.8 percent 
of capacity, compared with 74.1 


percent the preceding week. 
RB Srore SaLtes—. 


RE Department store 
sales in week ended Jan. 16 ran 
8 percent below the like 1953 
week, according to Federal Re- 
serve Board. 

Crupe-On Stocks — Totaled 269,- 
576,000 barrels in week ended Jan. 


7 16, off 1,002,000 for the week, ac- 


_ cording to Bureau of Mines. Daily 
average production was 6,333,000 


' barrels, up 61,000. 
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_ of consumer goods and services de- 


Consumer Prices — Retail prices 


_ clined 0.1 percent between Novem- 
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ber and December, according to 
Bureau of Labor statistics. Sub- 
- stantial reduction in prices of some 
_ 1953-model cars just prior to the 

introduction of the new models and 
' a further decline in used-car prices, 

the bureau says, resulted in a 0.9 


_ percent price decrease in the auto- 


Jan. 16 totaled 


motive field. 
Freicnt Loapines—Totaled 619,- 
_ 871 cars in week ended Jan. 16, 
compared with 705,017 the previ- 
ous week, a decrease of 85,146 
cars. ~ 
Bumping Awarps — Heavy-con- 
struction awards in week ended 
$173.5 million, a 
drop of 11.4 percent from preced- 
ing week’s figure of $195.8 million. 
and municipal contracts 
. Eenned $32 million during the 
_ week. 
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Top Cars 


: New-car registrations for 11 
_ months of 1953, plus 26 states 
‘ December: 


Make 
Chev. 
Ford 
Plym, 
Buick 
Pont. 
Olds, 
Dodge 
Merc, 
Stude, 


1952 Pos. 
816,386— 1 
694,957— 2 
409,352— 3 
299,979— 4 
256,180— 5 
210,004— 7 
236,332— 6 
175,416— 8 
150,275— 9 
Chrys. 108,521—11 
Nash 136,738—10 
DeSoto 87,271—12 
Cad, 13 
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For further details, see page 
40, today’s issue. 
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For First Time 
In Car History 


Postwar V-8 Trend 
Leads to Milestone 
Late in °53 Sales 


§ pons auto industry has quietly 
passed a historic milestone. 

For the first time, eight-cylin- 

der cars have outsold six-cylinder 

models. 

Registration tabulations of last 
week showed that, in late 1953, 
eights finally overcame the tradi- 
tional margin held by sixes. The 
trend had been in that direction for 
some time, but the actual accom- 
plishment was not definitely estab- 
lished until last week because tabu- 


lations run about six weeks behind. 
a * * 


__ = figures showed 2,752,615 
eights sold at that point of 1953 
(approximately mid-December), 
compared with sales of 2,748,431 
sixes. In the same period of the 
year, a total of 13,099 four-cylinder 
cars was sold. 

The eights have been moving 
up steadily since the war. The 
last 16-cylinder behemoths were 
built before World War II and 


Lincoln dropped the V-12 with its | 


1948 model. 

In 1946, the first full postwar 
sales year, sixes outsold eights of 
all types by a margin of 88.4 per- 

(Continued on Page 43, Col. 3) 
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Fights Pass Sixes |Used-Car Pace Brisk... 


New-Car Sales Gain 


By Bob Lienert 
Staff Writer 
oa sharp improvement in 
the used-car market has ex- 
tended to new cars, too, reports 
last week indicated. 

After a slow start in the fore- 
part of last month, sales and in- 
terest definitely picked up, 
dealers said. The last week of 
January was decidedly brisk, 
some said, while others reported 
only modest gains — but gains, 
nevertheless, 

The used-car boom, lusty though 
| infant, continues to grow. The de- 
mand for used cars at the whole- 
| sale level, which has been evident 
for nearly a month, has firmed up 
prices considerably. Overall average 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


137914 157 991 i 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, page 43. 





Dealers Laud Merger 


Most Nash and Hudson Dealers Anticipate 
Gain in Strength, Prestige 


NATIONWIDE survey by 
Automotive News of Nash and 
Hudson dealers last week indicated 
that they, with a few exceptions, 
are extremely optimistic about the 
recent Nash-Hudson consolidation. 
This optimism was based mostly 
on these reasons: 

1. That the consolidation im- 
measurably strengthens both 
firms, giving hope to many that 
they will soon have their most 
serious need fulfilled — a low- 
priced car to compete with Chev- 
rolet, Ford and Plymouth. 

2. That the merger of the two 
firms has materially improved their 
position in the public eye. A feeling 
of greater prestige was reported 
from all sides. 

3. That economies now possible 
will result in improved engineer- 
ing, advertising, promotion, pur- 
chasing and styling. 

* * * 
ILE most dealers realized 
that little of consequence can 
be accomplished until after the 
stockholders approve the merger 
in March, there was considerable 
conjecture regarding possible or- 
ganizational changes. 

Most common was the hope that 
the two dealership setups would 
continue as is, with some suburban 
and small-town dealers permitted 
to operate dual dealerships. 

The survey showed a good deal 
of guesswork underway about 
the future expansion of the con- 
solidation, with possibly Packard, 
Studebaker and various suppliers 
joining the combination. 

West coast Hudson dealers were 
particularly cheered by the con- 
solidation. They are going on the 


' y | assumption that someday they will 


be able to get delivery from Nash’s 
plant in Southern California. 
” * = 


PROMINENT HUDSON mem- 

ber reported, “The Nash-Hud- 
son consolidation is the best solu- 
tion possible for Hudson dealers, 
providing Nash management takes 
over. 

“Hudson management and sales 
department are of no help to 
dealers, and their statements 
have proven too unreliable for 

(Continued on Page 8, Col. 1) 





Kaiser Slated for Mid-Month 


Kaiser's new line for 1954 consists of a four-door and two-door sedan in both the Manhattan and Special series. 


| prices last week were steadier than 
|they had been for some time. 
* * * 

At THE retail level, crisp used- 

car sales were reported. One 

new-car dealer said he had hired 
a fulltime field man just to buy 
used cars to put on his lot in an- 
swer to the sudden swelling in 
demand. 

Another new-car dealer, even 
though he has made a practice 
of retailing all his tradeins, has 
found demand exceeding his sup- 
ply. He said he intends to double 
his used-car stock. 

Dealers are generally agreed that 
improving used-car sales will help 
to boost the turnover of new cars. 

Some overallowing has become 
| #pparent in new-car sales, but it 
| is neither so prevalent nor so dras- 
tic as it had been in recent months. 

* oe * 

E dealer said discounting 
problems largely involve over- 
coming buyers’ notions that big 
price cuts are an established policy 
throughout the retail auto business. 

He said when his ’54 models 
first were put on sale, potential 
customers sought heavy discounts 
and refused to buy when he held 
the line on prices, Now they’re 
coming back and buying without 
talking “big discount,” he said. 

“Apparently,” he said, “they’ve 
shopped around and found nobody 
is giving away new cars. 

“Of course,” he said, “we’re 
whittling a little. The average is 
running about $75.” 

Other dealers’ reports say dis- 
counts vary from “nothing” to 
“about” $200. | 

x oa x 

E dealer said he had been 

overallowing considerably until 
about two weeks ago to help sales 
along in a slow period. With his 
new-car turnover picking up, he 
said, he has gradually shaved the 
discount. As the market grows 
stronger, he said, he hopes eventu- 
ally to get back to the full retail 
prices for his new cars. 

Present sales gains, he said, 
should continue, and he hopes 
that the traditional spring boom 
will arrive a little earlier than 
usual this year. 

A large midwestern dealer who 
also has noticed a recent improve- 





Debut— 


Manhattans have a supercharger-equipped engine which develops 140 horsepower. 
horsepower engine. Manhattan bodies are three inches longer. (See Willys story and pictures, Page 41; Kaiser, Page 39.) 





ment in sales is training his big 
guns on the spring market. 

“I'm taking all the cars from the 
factory I can get,” he said. “Sure, 
my inventory is piling up—way up. 
But I’ve never had enough cars to 
go around when the real 
season hits. And don’t kid yourself 
— we've always sold cars in the 
spring. Even back in ’32 the mar- 
ket was good in the spring. 

“This year I’m stacking ’em up 
and I hope I'll have enough to go 
around. In the meantime, I’m sell- 
ing a few more cars every day 
than I did the day before.” 

* * * 
AGAIN last week glowing reports 
came from used-car auction 
operators. More cars, more buyers 
(Continued on Page 44, Col. 1) 


Feb. Car Output 
Slated to Top 
Jan.’s 458,760 


By Tom Hewitt 
Staff Writer 
wa January production esti- 
mated at 458,760 cars and 98,- 
481 trucks, U.S. makers are sched- 
uling a rise to 472,000 cars and 
100,000 trucks in February. 

January’s car turnout was the 

fourth highest for that month, 
exceeded only by 1958, 1951 and 

1950. Last January’s car output 

amounted to 465,304, 

The projected February total will 
be well under that of February, 
1953, when 485,090 cars and 110,475 
trucks were produced. 

With a rise due in March, first- 
quarter production is expected to 
amount to 1,486,000 cars, in line 
with this year’s production goal of 
5.3 million cars. Last year’s first- 
quarter output was 1,520,111 cars. 

* * cod 
ACCORDING to Automotive Ngews’ 
estimates, U.S. plants last week 
made 113,984 cars and 23,930 trucks, 
(Continued on Page 43, Col. 3) 
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°54 Sales Estimate Far Above Average .. . 


AUTOMOTIVE NEWS, FEBRUARY 1. 


Analysis Brightens Car Outlook 


By Bob Lienert 
Staff Writer 

F 1954 NEW-CAR sales reach 5,- 

200,000, this year will be sur- 

passed in’ volume only by 1950 and 
1953. 

The 1954 estimate is the average 
derived from industry leaders’ pre- 
dictions—which ranged from 4,800,- 
000 to 5,500,000 new cars. 

A survey of the last 28 years 
(exclusive of World War It) 
shows that the average annual 
sales have been only 3,128,711 
new cars. Sale of 5,200,000 new 
cars, therefore, would put 1954 
some 66 percent above the aver- 
age year. 

In examining the 28-year sales 


State Chiefs Fail 
To Ease Crisis 
On Reciprocity 


By E. C. Bash 
Staff Correspondent 

ATLANTA.—The executive com- 
mittee of the Governors Conference 
ended its meeting here last week in 
a deadlock, with the problem of 
truck reciprocity being referred to 
a full meeting of the organization 
late in the spring. 

The meeting had been called to 
thrash out the dispute between 
Ohio and 16 other states over 
Ohio's new axle-mile tax on 
trucks. 

Ten southern states have threat- 
ened to end reciprocal agreements 
with Ohio on March 1 unless that 
state exempts out - of - state trucks 
from the new tax. 

Indiana, Illinois, Michigan, Neb- 
raska, Okiahoma and Texas already 
have canceled reciprocity agree- 
ments with Ohio. 

Ohio’s Gov. Frank Lausche said 
that the tax was not one that could 
be dealt with by reciprocal agree- 
ments among the states. Stating his 
belief that the tax was the fairest 
of all truck taxes, he argued that 
exemption from payment of the 
levy for,out-of-state truckers would 
impose a penalty on Ohio truckers. 

Lausche further stated that the 
Governors Conference already was 
on record as favoring weight-dis- 
tance taxes as “the only method of 
justly and equitably imposing the 
cost of building roads on motorists.” 

He indicated Ohio’s plans to 
finance a $500 million road-build- 
ms program with revenue from 

measure, He said his state 
_ trying to help car owners by 
putting the heavier tax on big 
trucks. 


Representatives of the trucking 
industry, bitter foes of weight-dis- 
tance legislation, expressed their 
views to the governors in a “state- 
ment of policy” formulated by the 
American Trucking Assns. 

Presiding at the conference was 
Gov. Dan Thornton of Colorado. 
Other governors in attendance in- 
cluded John Fine of Pennsylvania, 
William S. Beardsley of Iowa, James 
F. Byrnes of South Carolina, Robert 
F. Kennon of Louisiana, Lawrence 
Weatherby of Kentucky, Francis 
Cherry of Arkansas and Herman 
Talmadge of Georgia. 

Meeting with the governors was 
the Ten-State Compact Commis- 
sion, headed by Walter R. Mc- 
Donald, of Atlanta. 

Two days earlier, a group of 75 
southern highway officials and 
teachers met in Atlanta to map a 
regional cooperative program on 
highway economics. 

The group discussed the possi- 
bility of universities and state high- 
way commissions of the south co- 
operating to find cheaper and better 
ways of building roads. 


Endicott Show 
Opens Feb. 11 


ENDICOTT, N. Y. — Plans are 
being completed for the auto show 
to be sponsored Feb. 11-13 by the 
Greater Endicott and Vestal Junior 
Chamber of Commerce. 

Purpose of the show is to raise 
funds for a resuscitator for the 
Endicott police ambulance. 

Special events will include a 
fashion show, exhibits on safety, 
civil defense, model automobiles, 
music and a parade. 








showing, it is evident that even if 
the most pessimistic of the 
prophets — the 4,800,000-car class— 
should be correct, 1954 sales would 
still top any prewar year and would 
be higher than they were in four of 
the eight postwar years. 
* * * 


| Digprn cen C. FREED, newly 
elected NADA president, has 
predicted that '54 will be “a very 
good” year for dealers. 

Economists forecast an economic 
“adjustment” in 1954. But the 
general feeling in their ranks is 
that the economy, instead of plung- 
ing sharply toward the depths, will 
ease gently onto a “sunny plateau.” 

The auto makers, who believe 

sales potential continues unlimit- 
ed, nevertheless see slight cut- 
backs in production necessitated 
by the expected economic ad- 
justment. That’s why they pre- 
dict that sales will fall slightly 
below 1953 levels. 

One economic factor which 
augurs well for the new-car 
market is that personal savings 
and income continue high. Large 
pools of purchasing power lie un- 
tapped. 

* * + 
E C. QUINN, president of Chrys- 

*ler division, says the question 
for 1954 will not be whether people 
can buy, but whether business can 
persuade them to buy. 

And L. L. Colbert, president of 








Chrysler Corp., said early this year: 

“There is every reason to be- 
lieve that people will continue to 
buy new and used cars and 
trucks in large volume in the 
year ahead. 

“On the basis of the facts as we 
know them today, it appears the in- 
dustry will produce and sell five 
million or more cars and about a 
million trucks and buses in 1954. 


“However, the public may buy a 

considerably larger number .. .” 
+ + * 

ARLOW H. CURTICE, presi- 

dent of General Motors, pre- 
dicted that 1954 sales would total 
6,300,000 cars and trucks. Business 
in general, Curtice believes, is 
headed for another good year. 

“There will be some _ adjust- 
ments,” Curtice said, “but ... our 
people have lost none of their de- 
sire to increase their standard of 
living by acquiring more and better 
products. 

“Competition in the auto in- 
dustry will intensify, but all signs 
indicate that the market will con- 
tinue strong. We in GM are bas- 
ing our business plans upon that 
conviction.” 

Henry Ford II, president of Ford 
Motor Co., said last week that sales 
of 5,500,000 would be 
top possibility” for 1954. He said, 

(Continued of Page 13, Col. 3) 


28-Year Record 
Of Car Sales 


3,1 a & 
5 5,735,000 
4,158,394 
5,060,903 
6,326,438 
4,838,342 
3,490,952 
3,167,231 
1,815,196 
3,731,166 
3,415,905 
2,653,377 
1,891,021 
3,483,752 
3,404,497 
2,743,908 
1,888,557 
1,493,794 
1,096,399 
1,908,016 
2,626,068 
3,848,937 
3,139,579 


2,967,755 
2,830,122 
2,487,876 
1,568,505 


1954 EST. 


28-YEAR AVERAGE, 1922-'53 


1953 EST. 


Copyright, 1954, 
Automotive News 
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Dodge Selected to Pace ‘500° Race— 


William C. Newberg (left), 


Dodge president, and Wilbur Shaw, 


Indianapolis 


Speedway president, will be in the Dodge V-8 selected as pace car for this year’ 


500-mile race on May 31. 


The car was selected because of its record-breaking 


performance in stock-car tests on Utah's Bonneville Salt Flats. 


° e ¢ ee * 
Mr. Livernois ‘Retiring 
Fabulous Bert Baker Sees Good Used-Car Year, 
But He’s ‘Getting Too Old’ 


DETROIT.—Bert Baker, fabulous 


|used-car dealer who did much to 
|make Livernois Ave. known as a 


“about the | 





Used-Car Row throughout the coun- 
try, is leasing the “Big Lot” and 


| moving to a 50-car lot a few blocks 


away. 


His 450-car lot at Livernois and | 


Grand River will be leased to a 


|mew-car dealer or a group of new- 
|car dealers, Baker said. 

At 69, Baker, who is called Mr. | 
|Livernois by many used-car deal- 
| ers, still sees a good future for the | 


used-car business. 
“I'd be closing,” he said, “if I 
were selling a hundred cars a 
day. ’'m just getting too old.” 
Baker, who made millions in used 
cars and more millions in used-car 


real estate on Livernois, says he be- | 
| lieves that 1954 will be the best year 


for used-car sales in 10 years. 


And in his 35 years in the busi- | 


Prices Reduced 
On Chrysler Corp. 


‘Power Steering 


DETROIT. — Power-steering 
prices were reduced last week for 


|all four car lines of Chrysler Corp. 


Chrysler and DeSoto power steer- 
ing, as an option, now is $139.75, 


|including Federal tax, and on the 
| Dodge and Plymouth it is $134.40. 
| The new prices represent decreases 


of $37.60 for Chrysler and DeSoto, 


|$16.10 for Dodge and $5.35 for 
, Plymouth. 


A. vanderZee, sales vice-presi- 
dent, said the adjustments were 
made possible “as a result of the 


high percentage of customer orders | 


and the increasing demand for the 
fulltime power steering available in 


Chrysler Corp. cars.” 


Chrysler and DeSoto power steer- 


| ing, as an option, now is $139.75, 
|down $37.60. On the Dodge and 
| Plymouth, it is $134.40, down $16.10. 

The cutback brings Chrysler 


| Corp. prices in line with those 
announced for other Big Three 
| car makes upon introduction of 





their 1954 models. 

Buick, Oldsmobile and Pontiac 
offer optional power steering at 
$134.40, and Chevrolet at $134.50. 
It is standard equipment on the 
Cadillac. The Ford division has a 
unit at $134.40, Mercury at $139.80 
and Lincoln at $155.90. 

Chrysler Corp. now is making 
some of its own power - steering 
units, spokesmen said, but most 
are still being supplied by Gemmer 
Mfg. Co. 

The price reductions took effect 
last Monday (Jan. 25). Dealers will 
be reimbursed, it was said, for cars 
in stock equipped with power 
steering at the former prices. 

Meantime, the Chrysler divi- 
sion announced advertised - de- 
livered prices for its 1954 Crown 


| Imperial series. 


At $6,921.50 for the eight - pas- 


|senger sedan and $7,043.75 for the 


limousine, the prices are identical 
to those charged in 1953. Both mod- 
els carry PowerFlite transmission, 
power steering and disc brakes as 
standard equipment. 





ness, he has operated through de- 
pressions and boom times. 

Used-car prices have risen 5 to 
10 percent in the last 30 days, Baker 
said, adding that more people are 
buying now because financing has 
loosened up. 

He said that many are finding 
new-car prices too high and are 
dropping into the $1,000-$1,500 used- 
car class. 

A rotund, energetic man, Baker 
usually carries a half-million dol- 
lars in his hip pocket in cashier’s 
checks. 

“Never know when you might 
need a little capital,” he says. 

The used-car business is his 


|source of fun as well as his gold 


mine. Associate say that his idea 
of a vacation is to send Mrs. Baker 


|off in a chauffeur-driven car and | 
| then step out on the sales floor: 


“Well, boys,” he’d say, slapping 
his hands together, “let’s trade 
some cars.” 

Although he is one of the wealthi- 
est men in Detroit, you never see 
Baker’s name in the society col- 
umns, nor hear about his philan- 
thropies, but his associates say “the 
guy’s got a heart as big as a pump- 
kin.” 

“He went to work before break- 
fast to earn every dollar he’s got,” 
a friend said, “but he has helped 
countless people.” 

For all his millions, his favorite” 
spot is off in a corner showing some 
factory worker how he can buy a 
better car. 

An expert qualifier, his bhentnendil 3 
is softened by his warm feeling for 
people. 

“You got $50, I got a car for 
you,” was one of his most widely 
known slogans. 


One of the devices Baker intro- | 
(See BAKER, Page 8, Col. 5) dl 


Motorama Lure— 


Thousands of New Yorkers were lining 
up for blocks many hours before Genera! | 
Motors’ Motorama opened its doors. The 
show, which drew more than 200,000 in 
N. Y., will next go to Miami, Los Angeles 
and San Francisco. The Miami run is 
scheduled for Feb. 6-14. 
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prror’s Note: While John Munn 
is on vacation, this space will be 
occupied by a history prepared by 
Munn of the early days of the 
industry when he was a Willys- 
Overland executive. 

+ * + 


Birth of a Sales Idea 


ALERS were recruited, most 

of them inexperienced, from 
hopeful farmer boys who with their 
relatives would get together and 
raise $1,000 as a deposit on a 10- 
car contract. Many Overland deal- 
ers were also recruited from the 
ranks of livery stables, hardware 
stores, bicycle shops and implement’ 
dealers. 

These new dealers needed to be 
activated and converted into effici- 
ent sales outlets. Then the public 
had to be made aware of the qual- 
ity of the product of this factory. 
This program called for the use of 
a center spread in the Saturday 
Evening Post, which was at that 
time the only part of the magazine 
that was printed in two colors. It 
was sold only in 13 cycles each 
year. 


Because the Overland factory 
was the first automobile company 
to take it on, it earned the right 
to reserve this space. The adver- 
tising in this original Saturday 
Evening Post color space was 
placed and financed by the Lord 
& Thomas agency of Chicago and 
written by the then famous copy 
writer, Claude Hopkins. This fac- 
tory continued to be the exclusive 
user of color spread in the Post 
until additional color spreads 
were made available and compe- 
titive automobile manufacturers 
were placed on an equal basis. 

To further energize the sales out- 
lets, we put out a 48-page 8 x 10 
book, entitled “The Show Down.” 
This was in answer to competition 


.who were claiming to be manufac- 


turers rather than what they really 
were, assemblers of motor cars. 
The author had the pleasure of de- 
veloping this book which was in 
reality a photograph of each type 
of machine in the plant, with a de- 
scription of the work it performed. 

While it was originally intended 
only as a dealer book, John Willys 
was so impressed when he saw it 
that he ordered it run as a 48-page 
insert in the automobile trade pa- 
pers of that day. This was the first 


Fremont, O., Set 


To Revive Show 


FREMONT, O. — The first auto 
show to be held in Sandusky 
County since before World War II 
will be staged at Rainbow Garden 
here Feb, 9-12. 

General chairman of the show is 
Ray Weltle, president of the San- 
dusky County Automobile Dealers 
Assn. He is assisted by Karl Behl- 
Mer, Fremont, and James Bond, 
Clyde. 

The show will be directed by 
Harold M. Gram, Springfield. 
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Total Falls to 496 in Year... 


96 Chicago Dealers 
Fold; 66 Replaced 


multi-page trade paper advertise- 
ment to appear. 

The results were shocking. Ap- 
plications for dealerships imme- 
diately piled up from all over 
America from dealers who were 
selling competitive cars. Even if 
a contract was not available, deal- 
ers of all lines had great respect 
for the Overland product. 

To me the development of this 
book on machines used in the man- 
ufacture of automobiles had a very 
lasting effect. I have always had a 
deep respect for the men in the 
machine tool trade and for the op- 
erators of these tools. 

+ * oe 


How to Drive an Auto 


HE reader will remember that 

40 years ago automobile driving 
was a skill enjoyed only by a few. 
Everybody wanted to learn to 
drive an automobile. There were no 
books on the subject. Instruction 
folders at that time were merely 
reproductions of blueprints taken 
from illustrations by draftsmen and 
written by engineers. 

The lack of instruction books 
was costing dealers both sales and 
time. People who did not know how 
to drive were afraid to try. Before 
most sales were completed, dealers 
were forced to guarantee to teach 
the purchaser how to drive. 

To fill this need, Overland pro- 
duced the first popularly written 
instruction book. It contained 
more than one hundred pages, 
with as many illustrations. Most 
of the pictures in the book were 
from photographs I had shot and 
penned in with india ink by an 
artist I had engaged. 

The photograph then was 
bleached out, leaving a very under- 
standing pen drawing of the actual 
part or process described. Such 
illustrations were supplemented by 
line drawings or diagrams of such 
subjects as how to start, how to 
stop, how to park, and how to turn 
corners. 

Of course, these instructions were 
on how to drive an Overland, but 
the book also explained Overland 
points of superiority. The fact of 
the matter is this was the first 
complete book on automobile driv- 
ing. 

John Willys liked it so well that 
we advertised a free copy of the 
instruction book in our Saturday 
Evening Post double spread. The 
result was spectacular. Requests 
for books came from one-half mil- 
lion people. The ad was repeated 
several times with similar results. 
This went a long way to sell the 
public on the advantages of the 
Overland car. 

Perhaps we did not realize it 
at that time, but when people 
read this instruction book they, 
of: course, knew more about the 
Overland car than any other 
make. So when they came into 
the market, they automatically 
bought an Overland. We, as in- 
dividuals, are now and have al- 
ways been for the things we know 
the most about and perhaps over- 
look the things that may have 
equal merit but upon which we 
have few facts. 


The distribution of this book 
helped raw, inexperienced dealers 
and salesmen develop into an effi- 
cient sales force. When an inquiry 
came for an instruction book, we 
referred the name of the inquirer 
to the dealer in the territory in 
which the prospect was located. 
This immediately involved a de- 
partment employing as high as 140 
young women who would card the 
prospects, list them by territories, 
dispatch the book and notify the 
dealer. The dealer was followed up 
every 14 days on every inquiry. 

And so Overland dealers early 
learned the value of going after 
business, rather than waiting for 
prospects to come in. 


(To be continued next week.) 















Syracuse Promotion— 


Two Syracuse (N. Y.) models help ad- 
vertise the local auto show which has 
more than 100 new cars on exhibit, plus 
several foreign and experimental autos. 
A special ‘See Yourself on Television” 
display and a daily fashion show are 
among the attractions offered. 





CHICAGO, — During 1953 all 
known cancellations or resignations 
of new-car dealers in Chicago and 
the surrounding areas of Cook 
County totaled 96, according to the 
Chicago Automobile Trade Assn. 

Newly appointed dealers 
totaled 66. Thus, the net number 
of dealerships was reduced by 30. 
As of Jan. 1, 1953, there were 496 
dealerships in Cook County and 
on Jan, 1, 1954, there were 466. 

Of the 96 dealers going out of 
business, 61 were in Chicago and 35 
were in the suburbs, Of the new 
dealers, 35 were appointed in Chi- 
cago and 31 were appointed in the 
suburbs. 

Buick now has 21 dealers in 
Chicago and 12 in the suburbs, for 
a total of 33, the same it had Jan. 1, 
1953. 


NADA Again Names Sutter 
Industry Relations Chief 


WASHINGTON. — Frederick M.| Foster W. Talbott, Baltimore, and 


Sutter, Columbus, Ind., has been 
reappointed chairman of NADA’s 
1954 industry relations committee, 
Charles C. Freed, president, an- 
nounced last week. 


Members of this committee are 
chairmen of the various national 
“make” advisory committees. Sut- 
ter represents Dodge dealers. 

Other members of the committee 
and the make they represent in- 
clude: Joseph E. O’Daniel, Evans- 
ville, Ind., vice-chairman, Oldsmo- 
bile; Melvin R. Ballard, Salt Lake 
City, Nash; E. T. Brooks, Jackson- 
ville, Fla., Chrysler; J. Harrison 
Cavanaugh, Manchester, N. H., 
Hudson; R. L. Edwards, Ridgefield 
Park, N. J., Pontiac; M. M. Mar- 
ston, Washington, Lincoln - Mer- 
cury; B. C. Hawn, Waterloo, Ia., 
Studebaker; R. C. Quinlevan, Mil- 
waukee, Packard; Judson B. Smith, 
Greensboro, N. C., Kaiser-Willys; 
W. R. Stephens sr., Minneapolis, 
Buick; H. E. Warren, Minneapolis, 
Cadillac; J. E. Wolfington, Phila- 
delphia, DeSoto, and George F. 
Ziesmer, Mankato, Minn., Ford. 
David Whelchel, Louisville, is the 
ATAM member. 


Freed also announced member- 
ship of six other major NADA 
committees as follows: 


Public relations—Walter Coop- 
er, Fort Collins, Colo., chairman; 
Wolfington, vice - chairman; Ro- 
land Hughes, Jonesboro, Ark.; 
J. J. Verschoor, Mitchell, S. D.; 
Floyd Randolph, Lincoln, Neb., 
and George Benjamin, Little 
Rock, Ark, 

BusINESss MANAGEMENT—James A. 
Ayers, Chattanooga, Tenn., chair- 
man; Birkett L. Williams, Cleve- 
land, vice-chairman; Charles Dal- 
gleish, Detroit; George Davis, Lew- 
iston, Me.; Jz M. Sanders, Wash- 
ington, and Rus B. Hammond, St. 
Louis. 

SALES AND MERCHANDISING—H. L. 
Galles jr., Albuquerque, N. M.; 
chairman; E. A. Sahli, Beaver 
Falls, Pa., vice-chairman; Thomas 
Abbott jr., Fort Worth; Walter 
Wilkins, Norfolk, Va.; C. E. Web- 
ster, Cody, Wyo., and Otto Henne- 
berger, Newark. 

PERSONNEL RELATIONS—F rank Col- 
lord, Waterloo, Ia, chairman; 
Walter Duncan, Beckley, W. Va., 
vice-chairman; L. M. Kauffman, 
Spokane; George Ranes, Dallas; 





Washington Dealers 


Change Group Name 


LONGVIEW, Wash.—A certificate 
has been filed in Cowlitz County 
Superior Court indicating that the 
name of the Cowlitz County Auto- 
mobile Dealers Assn. has been 
changed to the Longview-Kelso 
New Car Dealers Assn. 

The effect of the change is to 
eliminate used-car dealers from 
membership in the organization. 
The new officers are Lloyd W. Ste- 
phens, president; Ben P. Polacek, 
vice-president, and James D. 
Barnes, secretary-treasurer. 


E. L. Cleary, Chicago. 

Planning — William L. Mallon, 
Newark, chairman; Allan C. 
Mims, Rocky Mount, N. C., and 
Sutter. 

Bumpinc — Talbott, chairman; 
Sanders, and Fred L. Haller, Wash- 
ington. 

For the first time, the public re- 
lations committee will be assisted 
by a 54-man advisory council, 
which will provide information on 
current customer and community 
relations and will advise on sug- 
gested programs. The council will 
be formed of one dealer from each 
NADA “state.” 


The business management com- 
mittee will also have a 54-mem- 
ber advisory council which will 
provide information on manage- 
ment problems and advise on sug- 
gested activities, 

The work of the newly estab- 
lished sales and merchandising 
committee will include analysis of 
merchandising of new and used 
cars and trucks, parts and acces- 
sories and service. This committee 
also will work with an advisory 
council. 


The NADA board of directors 
last week announced the following 
standing committees: 


Membership — Harold J. Moye, 
Newton, Mass., chairman; A, C. 
Hall, Milwaukee, vice-chairman; 
R. D. McKay, Wichita, Kans.; Or- 
ville R. Harrod, Frankfort, Ky., 
and Spencer T. Honig, Los An- 
geles. 

NatTionaL Arrairs—Alton M. Cost- 
ley, East Point, Ga., chairman; Carl 
E. Fribley, Norwick, N.Y., vice- 
chairman; Dean Chaffin, Bozeman, 
Mont.; Hanford A, Crockard, Berke- 

(See NADA Page 13, Col, 5) 


On the House . . 


Penny-wise and pound-foolish: 


Sa es nena ain 


Cadillac has eight dealers in 
Chicago and six outside, for a total 
of 14, unchanged from a year ago. 

Chevrolet dealers total 29 in 
Chicago and 22 in suburban 
areas, for a total of 51, the same 
as @ year ago, 

Chrysler dealers are unchanged 
at 35, with 23 in Chicago and 12 in 
suburban areas. 

One Crosley establishment re- 
mains in Chicago, while a year ago 
there were three. 

DeSoto has 22 Chicago dealers 
and 14 suburban dealers for a total 
of 36, one fewer than a year ago. 

There are 26 Dodge dealers in 
Chicago and 13 in the outcounty 
area, for a total of 39, three fewer 
than a year ago, 

Ford has 31 dealers in the city 
and 23 in the suburbs, for a total 
of 54. That is three fewer than a 
year ago, 

Hudson counts 11 Chicago dealers 
and six in the suburbs for a total 
of 17, four fewer than a year ago. 

Kaiser-Willys has 17 Chicago 
dealers and seven suburban dealers. 
The total of 24 compares with a 
total of 47 as of Jan, 1, 1953. 

Lincoln-Mercury has 19 dealers in 
Chicago and eight in outlying areas 
of the county, It has increased its 
total to 27 from 24 of a year ago. 

Nash dealerships are split even- 
ly—14 in the city and 14 in the 
suburbs. The total of 28 is one 
greater than the 27 of a year ago. 

Oldsmobile dealers number 22 in 
Chicago and 12 in the suburbs, for 
a total of 34, unchanged in year. 

Packard has 13 Chicago dealers 
and eight suburban dealers, for a 
total of 21. Packard had 19 a year 
earlier. 

Plymouth, with 71 Chicago 
dealers and 39 suburban dealers, 
has the highest total—110, That is 
four fewer than a year ago. 

Pontiac, with 22 Chicago 
dealers and eight suburban 
dealers, is unchanged from a year 
ago with a total of 30. 

Studebaker dealers total 27, the 
same as a year ago, with 17 in 
Chicago and 10 outcounty. 

The current count of dealerships 
is 294 in Chicago and 172 in the 
suburbs. Total outlets, which are 
greater because of dual franchises, 
total 367 in Chicago and 214 in the 
suburbs. 


N.M. Dealers Flay 


Repossession Ads 


SILVER CITY, N.M. — In a 
strongly worded resolution, adopted 
unanimously, the Grant County 
Auto Dealers Assn. has objected to 
the practice of the American Na- 
tional Bank of Silver City of ad- 
vertising prices on repossessed cars. 

Beside objecting to the effect on 
car-price structure, the dealers ex- 
pressed the opinion that such tac- 
tics are abnormal functions of a 
bank, 


Several reports come from the 


field that a lot of new-car dealers are either resigning or failing to 
renew their memberships in local and national dealer associations. 
Now I’m not arguing whether associations have or 
have not failed to do their duty for their members at 


all times . 


. . But it seems to me that the reason 


dealer associations have not been as successful as 
they might is because oftentimes they have not 
received the full cooperation of their members... 
Therefore, if a dealer is dissatisfied with oper- 
ations of his association, it seems to me that the 
best way for him to correct the trouble is to 


become active in its operations. Certainly, failing 


to join up is not the answer. . 


. After first de- 


ciding to postpone a month, introduction of its 


Wemhoft 


new NKI car, Nash has now set announcement 
for March. And the small car won’t be called 


either NKI or AMI, it now seems certain... 
Factories report the used-car situation perking up of late; in 
many cases, days’ supply is well below comparable periods in most 


postwar years. . 


. Some factories contend “it’s up to us to figure 


out how many cars can be sold, and it is the dealer’s job to sell 


them.” . . 


Ohio Association president, Bob Eddy, will be one of 


Gov. Lausche’s representatives at President Hisenhower’s safety 


meeting Feb. 17-19. 


—Pete WemMuHorr, Editor, 
Automotive News 
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Capsule Comment 


Nash and Hudson directors have agreed to consolidate 
their companies, with the new combination to be known as 
American Motors Corp. 

A salute to two grand ol makes in the auto industry. 
cz e + 

NADA has adopted a multi-pronged Action Program for 
1954, designed to meet the problems of overproduction, boot- 
legging and factory pressure. 

A big job has been cut out for this year. 


Backing up its enthusiasm over 1954-55 sales prospects, 


General Motors has announced an expansion program that 


will cost $1 to $1% billion in the next 18 months. 
A dramatic answer to the doom seers. 


am * * 

A healthy upswing in used-car sales, both wholesale and 

retail, is noted in reports from various parts of the nation. 
A harbinger for increased new-car sales. 
o * 

‘While some dealers have been flirting with financial sui- 
cide, a lot of other dealers have begun to put more emphasis 
on service operations and service selling, an AUTOMOTIVE 
NEWS survey finds. 

Locking the barn before the horse is stolen. 
- * * 

La Espada, Granada, Nomad, Bonneville, Cutlass, El 

Camino, X-101, Firearrow, Firebird—these are some of the 


names given in recent months to dream cars by various auto 
makers. 


May we suggest a number system, so we can tell whether 
we’re gaining or losing? 
* 7 Zs 


A record high of 23,626 miles of highways were completed 
in 1953, says the Bureau of Public Roads. 


But still only a drop in the bucket. 
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Auto 
Forum 


The Budget can’t be bal- 
anced because the inherited 
commitments are beyond be- 
lief. — Cotumnist Davi Law- 
RENCE. c 

* 


Musical Chairs? 


There is the greatest game 
of musical chairs going around 
in the automobile business in 
Southern California. It is be- 
ing played with dealerships 
and it looks as if some are 
going to get some mighty fine 
plums.—Slim Barnard, Los 
Angeles Examiner. 

~ + * 


Yep 
There’s going to be competi- 
tion for the favor of the auto 
buyer the like of which this 
country hasn’t seen for nearly a 
decade and a half—L. L, Colbert, 
president, Chrysler Corp. 


* * * 


Target? 


At anything over 65 miles 
per hour, the driver is no 
longer driving a car; he is 
merely aiming it.—E. Ray 
Cory, president of the Minne- 
sota State Automobile Assn. 

+ * ” 

The White House inner 
circle reports a marked 
change in the President’s at- 
titude toward politics ... 
Look for a whole series of 
fireside chats this year. — 
NEWSWEEK. 

+ cd * 


About Face 


This is the year labor’s 
friends will have to do some 
heavy thinking about how to 
change union attitudes from 
power plays and personal 
battles to statesmanship and 
real collective bargaining. — 
Tom Campbell, editor, Iron 
Age. 


a * * 


Passing Hazard 


In England, where many low- 
powered vehicles are mixed on 
the highway with high-powered 
cars, passing hazards are 
greater than in the U.S. and 
England’s traffic fatality rate is 
about double that of the U.S.— 
Look Magazine. 


+ * * 
Did He Pay? 

In Oakland, Calif., a cus- 
tomer walked into the Val 
Strough Chevrolet Co. show- 
room, asked to see the new- 
est models, chose a two-door 
sedan, and said: 


“This looks like what I 
Want,” got behind the wheel, 
started the engine and drove 
off.—Time Magazine. 

* * * 
‘Foreign Aid Flops’ 

If a third world war should 
break out tomorrow, the only 
countries which could give the 
United States any real help are 
Spain and West Germany. The 
foreign aid program has pur- 
chased nothing but ill will. — 
Burton K. Wheeler, former 
senator from Montana. 


10 Years Ago... 
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AS ARE WE ALL ABOUT 'EM 


TO SLEEP: PERCHANCE | 
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‘Conflict. 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given te unsigned 
letters but you may sign your name with the ce that it will not be 
used, if you so request. Address Editor, Automotive 


Extended Coverage 


In your “Medical Insurance Of- 
fered Autoists” article on page 64 
of your Jan. 11 issue, your explan- 
ation conflicts with our understand- 
ing of the insurance. 

Following is a quotation from the 
letter we are sending our policy- 
holders, which information you 
may wish to use in one of your 
subsequent issues: 

“The new Extended Medical Pay- 
ments coverage just announced fills 
a wide gap in the basic protection. 
It extends protection to the family 
and relatives of the insured or 
spouse living with them while rid- 
ing in others’ cars. It goes very 
much further by protecting you, 
your spouse and the family mem- 
bers mentioned while pedestrians, 
bicyclists, or riding in public con- 
veyances.”—M. J. Bonter, service 
manager, personal lines, American 


The Big Story 


David G. Kelly, Dodge-Plymouth dealer of Grand Forks, N. D., was 
elected president of NADA, succeeding David E. Castles, of St. Louis 
. . . Three-thousand strong, NADA conventioneers in Detroit voted 
unanimously against used-car and truck price ceilings, and decided 
in favor of the conference-table method of affecting factory-dealer 


relations changes. . 


. Henry Ford II, vice-president of Ford Motor 


Co., told the NADA convention that the industry must prepare itself 
to manufacture, distribute and sell vehicles that are basically sound 
and useful. In order to be happy, he said with reference to the soldiers 
expected some day to return to civilian life, men must not only be 
secure but must progress. “It therefore seems to me,” he concluded, 
“that the postwar job of the automobile industry is to provide a 
secure existence for its employes, to educate them to further progress 


and to build a worthwhile product.” . . 


. A six-point program to 


insure a healthy postwar economy was advocated in Chicago by K. T. 
Keller, president of Chrysler Corp.: 1. Efficient production. 2. New 
devices and services. 3. Equality of opportunity. 4, Thinking interna- 
tionally. 5. Jobs beget jobs. 6. Industry must advise government. 


—From the Files of Automotive News. 





ews, Detroit 26, Mich. 





Mutual Liability Insurance Co., 


Boston. 
* . 7 


Letters to Salesmen 


In spite of the fact that I am not 
a dealer, I read Automotive News 
regularly and have a great deal of 
contact with automobile dealers 
and their salesmen and, through 
those contacts, know how much 
they value Automotive News and 
its contents. 

Probably because it so vitally af- 
fects my part of the automobile 
business, I regularly read Mr. 
Munn’s “Letter to Salesmen.” I 
think it is excellent and as I dis- 
cuss it with dealers and their sales- 
men, I find they do, too, and appre- 
ciate the helpful ideas and philoso- 
phy they get from it—D. W. 
McGinnis, vice - president, General 
Exchange Insurance Corp., New 
York. 

+ * * 

We would like to see John 
Munn’s Letter to a Salesman con- 
tinue after the first of the year. 


We have enjoyed this series of 
articles very much and have found 
them very beneficial. — Rosert C. 
Frver, III, Fryer Motor Co. (Chrys- 
ler-Plymouth), Manchester, Ga. 


* * * 


Know Any Auto Stories? 


I am seeking the assistance of 
you and your readers in compiling 
a book made up of favorite stories 
about the automobile business as 
told by dealers, salesmen and serv- 
ice men from all over the United 
States. 

This should produce a book of 
outstanding interest and so far as 
I know has not been done before. 

Anyone who wishes to contribute 
his favorite story or stories (the 
more the better) will be given, if 
he wishes, proper credit in the pub- 
lication.—Bos Spraker, P. O. Box 
134, Muskogee, Okla. 





Studebaker is first 
in sports cars! 


First American auto maker | 
to offer competition in the sports car field 


Studebaker is building and 
selling more sports models than 
any other manufacturer 


STUDEBAKER 


lhe pace-sevrer tn oder design 


AMERICA'S FRIENDLIEST FACTORY 
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Survey Finds Squeeze Ending. . . 





Easier U. C. Credit On the Way 


CHICAGO.—The tight loan sit- 
uation in the used-car field may be 
coming to an end, according to a 
survey of 392 lending institutions 
made by the National Research 
Bureau. 

Most lenders now require 33 to 
40 percent down on a used car 
and will only grant 12 to 18- 
month loans, with the limit de- 
clining as the age of the car ad- 
vances. 

A typical finance company re- 
ported, “We think the long used- 
ear price slide is coming to an end. 
There should be more stability in 
this market in 1954. Maybe we can 
afford to take a few more chances 
than we have been doing in the 
immediate past.” 

Today even with the tight terms, 
most granters refuse to allow the 
full Blue Book wholesale valuation 
when assessing a car, the research 
firm said. 

The survey showed that pre- 
war financing is shunned by most 


granters. “When a man wants to | 


buy a prewar used car and 





doesn’t have the cash, he usually 
has to obtain a personal loan to 
swing the deal,” seemed to be 
the feeling. 


One company said, “It is charac- 
ter and ability to pay, not collat- 
eral, which determines whether or 


not such a loan will be granted.” 


The most popular terms for pur- 
chasing a new car are one-third 
down and 24 months to pay, with 
good credit risks getting 30 or even 
36 months to pay with a 40 percent 
downpayment, the study indicated. 

Interest rates varied widely 
among the 193 banks, 73 sales 
finance-small loan companies, 22 
sales finance firms, 32 small loan 
companies, 21 industrial loan banks, 
36 retailers and 15 miscellaneous 


firms included in the survey. 

Generally, bank rates on new- 
car installment loans are 5 or 6 
percent, though two of the 148 
banks had rates as low as 3% 
percent. On used cars, the banks 
usually had a sliding scale, vary- 
ing from 6 to 9 percent, 


The survey reported that con- 








TV Unites 15,000 Dodge Dealers, Salesmen— 


sumer credit granters, holders of 
$22 billion in outstanding consumer 
credit at the end of 1953, expect to 
extend another record volume of 
credit to the nation’s consumers in 
1954. Ninety percent of the firms 
queried anticipate that 1954 credit 
will equal or surpass the 1953 
volume. 4 

Recession talk found little re- 
sponse among the firms, It was 
generally admitted that business 
had started out slowly in 1954, 
But they say that this is a sea- 
sonal habit, many consumers 
concentrating on the repayment 

(Continued on Page 43, Col. 1) 


Studebaker Chiefs 
Map Drive With 
Field Managers 


SOUTH BEND. — An intensified 
national sales program for Stude- 
baker dealers has been mapped out 
in a two-day meeting of the 
company’s regional managers here 
with C. K. ‘Whittaker, sales vice- 
president. 

In addition to round table dis- 
cussions, the meetings were ad- 
dressed by Paul G. Hoffman, chair- 
man of the board; H. S. Vance, 





president; E. C. Mendler, vice- 


president in charge of parts and 
accessories; Paul R. Davis, general 
sales manager, and other sales ex- 
ecutives, 

Whittaker instructed the regional 
managers to inform dealers that 
they will have the full support of 
himself and Studebaker. 

“It will be my aim,” he pledged, 
“to make the slogan ‘Studebaker, 
America’s Friendliest Factory’ a 
living reality. I shall not be satis- 
fied with anything short of having 
the Studebaker franchise recog- 
nized as the most respected in the 
industry.” 

Regional and assistant managers 
attending the meetings included 
W. K. Erdman and W. T. Clement, 
of Atlanta; A. J. Chanter and J. A. 
Raine, of Boston; E. J. Cremins, of 
Buffalo; H. B. O’Neil, of Chicago 





Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday ) 


JAN, 27 


(Sale very fast and weather cold and 
snowing. Looks like the dealers all 
wanted more cars. 114 cars sold out of 
130 offerings.) 

BUICK—’53 Super 4-dr., 2 at $2,000*. 
"562 RM club ceupe, $1,490*; conv., 
$1,405*. ‘51 Special 2-dr., $990, °50 
Special 4-dr., $675, $670. '49 Special 
2-dr., $360. 

CADILLAC—’46 (62) 4-dr., $460*. 

CHEVROLET — ’52 SL conv., $1,075*; 
2-dr., $955; 4-dr., $890; %-ton pick- 
up, $730. ‘51 SL 2-dr., $790, $750, 
$735, $700. '49 SL 2-dr., $455. ‘47 
FL 2-dr., $155. 

CHRYSLER—’51 4-dr., $910*. '47 4-dr., 
$125. 

DeSOTO—’52 club coupe, $1,030*; (8) 
4-dr., $1,270* (ps); Custom Sports- 
man, $1,115*. °51 4-dr., $835; club 
coupe, $810*, $750. '50 4-dr., $590*. 

DODGE—’52 Meadowbrook 2-dr., $780. 
’51 Meadowbrook 4-dr., $695, $620; 
Coronet club coupe, $930*; Wayfarer 
2-dr., $600*. °'50 Wayfarer 2-dr., 
$455, $400. °49 Meadowbrook 4-dr., 
$510*. 

FORD—’53 Victoria, $1,680*. °52 (6) 
%-ton pickup, $715. ‘51 (8) 2-dr., 
$690, $685; Victoria, $870, $830; (6) 
2-dr., $680, $600; 4-dr., $670.."50 (6) 
4-dr.. $570, $530; 2-dr., $450, $250. 

HUDSON—’49 4-dr., $320; 2-dr., $165. 

KAISER — ‘52 2-dr., $765. °51 4-dr., 
$495, $460. 

LINCOLN—’50 club coupe, $425, °49 
4-dr., $305. 

MERCURY—’53 2-dr., $1,550*. ’52 4- 
dr., $1,280*,. °’51 club coupe, $825, 

$610; 4-dr., $600. °46 4-dr., 
$160.~ 

NASH—’51 4-dr., $510, $500. °47 4-dr., 


$155. 

OLDSMOBILE—’51 (88) 2-dr., $1,050; 
club coupe, $920; (98) 4-dr., $1,065. 

PLYMOUTH—’'54 Savoy 4-dr., $1,920. 
"62 Cambridge club coupe, $700; 4- 
dr., $845, $825. ’51 Cambridge 4-dr., 
$710, $675, $665, $630, $610, $605, 
$575, $530. °50 4-dr., $500; 2-dr., 
$515. 

PONTIAC—’52 Catalina, $1,330*; 2-dr., 
$1,030. ’51 (8) 4-dr., $865; 2-dr., 
$945. '50 (8) 2-dr., $665, $555; 4-dr., 
$675; Catalina, $925, $775. °49 (8) 
club coupe, $320; 4-dr., $400. °47 4- 
dr., $120. 

STUDEBAKER — '51 Champion 4-dr., 
$565. 50 Champion 4-dr., $440, $340, 
$330. 


JAN. 20 


(Sale very rough, Raining and 
freezing all day. Sold 79 cars out of 
116 entries.) 

BUICK — °’52 Special 4-dr., $1,110*; 
Super Riviera 4-dr., $1,470*. ‘50 
Special 2-dr., $640°, $550° $455°; 
4-dr., $575*, $555*. °49 Special 2-dr., 
$200°; Super 4-dr., $530*°. °47 4-dr., 
$165. 

CADILLAC — '53 (62) 4-dr., $3,275*. 
’48 (62) 4-dr., $900°. 

CHEVROLET — ’52 SL Deluxe 2-dr., 
$910. ‘51 SL Deluxe 4-dr., $725*, 
$710*; club coupe, $865*. ‘50 SL 
Sperial 2-dr., $490; club coupe, $600; 
SL Deluxe 2-dr., $550°. '49 FL De- 
luxe 4-dr., $450. 

CHRYSLER—'49 Winasor 4-dr., $410*. 
'47 Windsor 4-dr., $215. 

DeSOTO — '52 Fire Dome club coupe, 
$1,137°*. 

DODGE—’50 Coronet Diplomat, $730*; 
4-dr., $590*; Wayfarer 2-dr., $505. 
FORD—'53 Main (8) 4-dr., $1,145. '52 
Custom (8) 4-dr., $1,065*; Custom 
(6) 2-dr., $825. '51 Custom (8) 2-dr., 
$675, $650°. "50 Custom (6) 2-dr., 
$335; Custom (8) 4-dr., $585, $565; 
Deluxe (6) 2-dr., $370; Deluxe (8) 
2-dr., $375; Custom (8) 2-dr., $560, 
$485. ‘49 (8) 2-dr., $375, $310, $260; 

4-dr., $335; (6) coupe, $295. 

HUDSON—’51 Super (6) coupe, $600*. 
'49 2-dr., $205, 

KAISER—’51 4-dr., $350. 

LINCOLN — ‘50 Cosmopolitan 4-dr., 
$475*. 

MERCURY — ‘52 2-dr., $1,200. '50 
coupe, $615, $220. '49 coupe, $425, 
$410. 

NASH — '51 Statesman 4-dr., $545; 
Ambassador 4-dr., $540. '50 States- 
man 4-dr., $300. 

OLDSMOBILE—’51 (98) 4-dr., $1,090*. 
"50 (88) 2-dr., $550*%; coupe, $686; 
(98) 4-dr., $650*, $620°; (76) 4-dr., 
$578*, $570*. ’49 (76) coupe, $330. 
’48 station wagon, $155*. 

PLYMOUTH — ’'52 Cranbrook 4-dr., 
$775. ‘51 Cambridge 4-dr., $600; 
Special Deluxe 4-dr., $675. '50 4-dr., 
$480; coupe, $310; station wagon, 
$740. 

PONTIAC—’52 (8) 4-dr., $1,100*. '50 
(8) 2-dr., $675*; 4-dr., $675*, $650°. 

STUDEBAKER — '51 Land Cruiser 
4-dr., $600; Commander 4-dr., $565; 
Champion coupe, $490. 

MISCELLANEOUS — ’41 International 
Stake, $200. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 33-36-37. 





Four Key Posts Assigned 
In Packard Marketing 


DETROIT. — Four promotions 
and appointments in Packard’s 
marketing department were an- 


ated dealerships in Kansas City and 
Baltimore. For three years he 


















W. C. Newberg (on screen), Dodge president, addresses 15,000 Dodge dealers| ang St. Louis; R. E, Brennan, of neuneed lest week by Glare E 
theater where 1,200 dealers and salesmen from Michigan, Ohio and Indiana gath-|~ Peterson. of Cleveland 
ered to participate in the sales conference. More than 30 cities were linked with | “41. yr E Rob 'D : merchandising manager; Chester F. 
the circuit. Var Heck oberts, of Dallas; A./ Sylvester, western sales manager; 
J. Van Hecke, of Kansas City; J.| Harry E. Foulkrod, eastern sales 
of New York and Philadelphia, A. 
J. Wise, of New York; Glenn Fin-| Macke, 41, who has had 20 years 
ney of’ Philadelphia ‘A. E. Staey of experience in advertising and 
Will Be Completed This Year 
WASHINGTON.—The arrival of |in any sale, a buyer must be made | Metatit of Gontieee ond Riey — SS ees Gee a 
1955 should see the adjustment of|to desire something,” he said. “If r Po ee . . 
J & and J. R. Wallace, of Los Angeles; Sylvester, 39, has been promoted 
to James J. Nance,| strong an appeal is made to the Fe 4 
president of| bargain instinct. oa ae, © Ca oe wear be bed bets savstant genesn! 
Packard. “It may not seem important when| Robert Thompson, Canadian — a 
Board of Trade t 
here, Wanes col] Ces @ eee Ss, 8 2) ottaniames. financing firm in New York State. 
he believed that For the past six years he had been 
Wm, E. Macke OC. F. Sylvester | with another manufacturer, most 
will have met the 
challenge of re- ing. Before joining Packard, he | development of dealerships, distri- 
¢. J. Names building its dis- had been vice-president and di-|butors and sales in seven states. 
recter of advertising and sales pro- 
production will have been cor- 
rected.” 2 
Greatest progress toward main- six years, he was owner of Packard War ranty Terms 
Cleveland, Inc., and spent a similar F D i 
period as general manager of the 
shortest length of time in rebuild- & sd or eaters 
ing selling strength at the retail or 
dealer level, he said. operating under a revised new-car 
warranty plan, with the factory 
Missouri Sets Up paying 65 percent of the dealer’s 





and salesmen over a national network of closed-circuit television stations on this Chicago, W. Vander Meulen, of 
a ; : . : » We , Briggs, sales vice-president. 
year's sales and advertising programs. The picture was taken in a Detroit movie ’ 
Cincinnati, F. T. Corcoran and W. Wiliam B. Mache wee named 
M. Christal, of Memphis; M. M.| mana 
—- . ger, and Charles P. Noonan, 
Nance Sees Stable °55 of New York and Philadelphia, a:| Manséer of marketing services, 
Packard Chief Predicts Distribution Adjustments ||nev, of Philadelphi AE. 5"; | promotional capacities, will direct 
Pittsburgh; - F. ” Bissler of St. all merchandising services, includ- H. F. Foulkrod ©. P. Noonan 
America’s economy largely com-/the desire is not there, a sale can-|; g Carne and R. M. Pistor, of ; 
leted, according | not be consummated no matter how | p,.41, ; = a. from western regional manager. 
Pp & Portland, Ore.; and R. J. Siewers Prior to coming to Packard last 
Addressing the! one clerk or salesman misses a sale| regional manager with head- 
Washington - 7 : Noonan, 38, began his automotive 
because he lacks skill, enthusiasm | @uarters in Montreal, also was in career in 1940 with an automobile 
by the end of the 
year “business ing sales promotion, sales training, |Tecently as divisional sales man- 
advertising and dealer merchandis- | @ger with responsibility for the 
tribution forces and the present ee se ees TS 
imbalance between distribution and motion for Hiram Walker, Inc. ° . 
Foulkrod, 48, is a veteran in the Nash Liberalizes 
Packard dealer organization, For 
taining the country’s high plateau 
of business can be made in the 
Packard distributorship in Houston. s 
Foulkrod has also owned or oper-| DETROIT. — Nash dealers are 
Already this year, he said, the 
soaped windows and one-cent 





. 


sales which marked auto retail- 
ing last fall are disappearing and 
dealers are improving their sell- 
ing. It did not take long to re- 
prove the old principle that fire- 
sale methods, although they may 
temporarily move merchandise, 
“are simply a short route to busi- 
ness suicide,” he added. 


limited one at that. 


“Before price becomes a factor’ and Paul R. Davis, general sales manager. 





Studebaker Maps Sales Campaign— 


‘ : A series of meetings with regional managers was held by Studebaker executives 
Nance described price as “only a/| in South Bend to discuss sales plans for 1954. Shown are (from left), C. K. Whittaker, 
tool” in the selling process, and 4 | sales vice-president; Harold S. Vance, president; George E. Read, regional manager 


in New York and Philadelphia; D. C. Gaskin, president of Studebaker of Canada, 


Line Discussions 


JEFFERSON CITY, Mo.—Sep- 
arate meeting rooms will be set 
aside at the Missouri Automobile 
Dealers Assn. convention May 10- 
11 in Kansas City so that dealers 
by line groups may meet and dis- 
cuss their separate problems. 

The arrangement was announced 
by J. M. Allton, chairman of the 
industry relations committee. 





labor costs on warranty work. In 
addition, Nash pays the net cost 
plus 10 percent for all parts. 
Formerly, the company paid 50 
percent of the labor charges and 
furnished the parts at net cost. 


In a letter sent to all dealers, 
Nash said that labor charges would 
be based on the “dealer’s current 
flat-rate charge on record at zone 
for installing any repair parts 
under the manufacturer’s warran- 


ty.” 











AUTOMOTIVE NEWS, FEBRUARY 1, 1954 





~ 





DISTRIBUTORS 


ALABAMA 
E. GREENBERG AUTO PARTS CO. 
Corner 12th & Ave., N. 
Birmingham la. 


4, A 
ARIZONA 

EASTSIDE AUTO PARTS CO. 

2025 E. Washington, Phoenix, Ariz. 
CALIFORNIA 

BEVERLY HILLS FORD Co. 

Fords Only 

8850 Wilshire Bivd. 

Beverly Hills, Calif 

SCHULTZ & COMPANY 

2817 S. Hill, Los Angeles, Calif. 

¢. P. HUNT CO. 

2406 Webster St., Oakland, Calif. 


PARAMOUNT SERVICE 
533 Turk St., San Francisco, Calif. 


COLORADO 
SILVER AUTO & RADIO 
1 C ver, Colo. 
TOMMY THOMPSON'S 
1322 Broadway, Denver, Colo. 


CONNECTICUT 
NEW ENGLAND AUTO SUPPLY 
18 Darlin St., E. Hartford, Conn. 


FLORIDA 
VICTOR DIST. CO. 
1317 N. E. First, Miami, Fla. 


ILLINOIS 
H & M AUTO PARTS CO. 
2115 So. Michigan, Chicago, III. 
WINNER SUPPLY CO. 
2216 So. Michigan, Chi mt. 
COMMERCIAL TIRE & PPLY 
4647-4657 W. Wisconsin, Chicago, III. 


INDIANA 
U. S. AUTO COMPANY 
844 Massachusetts Ave. 
Indianapolis, Ind. 
IOWA 
STRUM AUTO SUPPLY 
413 W. 3, Davenport, Ia. 


KENTUCKY 
SUMMERS-HERMANN INC. 
Third & Breckinridge, Louisville, Ky. 


LOUISIANA 

DEALERS TRUCK & EQUIPMENT CO. 

1561 Texas Ave., Shreveport, La. 
MASSACHUSETTS 

ARNCO AUTO SUPPLY 

1359 Columbus Ave., Boston, Mass. 

ELLIS, INC. 

1027 Commonwealth, Boston, Mass. 
MICHIGAN 

DOUGLAS GREGORY & ASSOC. 

8101 Linwood, Detroit, Mich. 

HOLLYWOOD AUTOMOTIVE ACCESS. 

10646 Plymouth Rd., Detroit, Mich. 
MISSOURI 

PROGRESSIVE AUTO SUPPLY 

3021 Locust St., St. Louis, Mo. 

STERLING TIRE & SUPPLY CO. 

306 W. 9th, Kansas City, Mo. 


MINNESOTA 
PETERSON-PAUL SALES CO. 
7 land Ave., Minneapolis, Minn. 
ELLIOTT AUTO SUPPLY CO. 
1211 W. Broadway 
Minneapolis, Minn. 
SALUTE AUTO SUPPLY CoO. 
Corner Rice & Central 
St. Paul 3, Minn. 


NEBRASKA 
NATIONAL AUTO PARTS 
lith & Harney, Omaha, Neb. 


NEW HAMPSHIRE 

SANEL AUTO PARTS INC. 

159 So. Main St., Concord, N. H. 
NEW YORK 

KAUFMAN AUTO SUPPLY 

1150 Bedford Ave., Brooklyn, N. Y. 
NO. & SO. CAROLINA 

CAROLINA HOUDAILLE Co. 

135 W. First St., Charlotte, N. C. 
OHIO 

AUTO PARTS EXCHANGE 

1118 Race St., Cincinnati, Ohio 

S & S PRODUCTS 

921 So. Arch St., Alliance, Ohio 

BEST AUTO PARTS CO. 

11227 Superior Ave., Cleveland, Ohio 

THE OEC CORP. 

P. O. Box 230, Medina, Ohio 

WEST SIDE AUTO 

2 Broad St., Columbus, Ohio 

OKLAHOMA 

J. C. HAMILTON CO. 

225 E. _ St., Tulsa, Okla. 





ORE 
COAST AUTO SUPPLY CO. 
110 N. W. Broadway, Portland, Ore. 
PACIFIC AUTO SUPPLY 
57 W. 10th St., E , Ore. 
GENERAL AUTOMOTIVE SUPPLY 
302-308 N. W. Sixth at Everett 


PENNSYLVANIA 
AMERICAN AUTO PRODUCTS CO. 
5935 Baum Bivd., Pittsburgh, Pa. 
BARTON SUPPLY CO. 
3026 N. Broad St., Philadelphia, Pa. 
STATE AUTOMOTIVE DIST. 
2232 Christian St., Philadelphia, Pa. 


ESSEE 
SERLIN'S AUTO TRIM & SUPPLY 
'e. 


1610 W. End Ave., Nashville, Tenn. 
T. EZ CO. 


1011 Union Ave., Memphis, Tenn. 
EORGE’S AUTO PARTS 
Florence, Fort W 
LUMIDOR CO. OF TEXAS 
4534 oy Ave., Dalias, Tex. 
OCHTERBECK FACTORYZING CO. 
2107 Smith St. , Tex. 
VIRGINIA 


NORFOLK AUTO SUPPLY 
, Va. 


Tex. 


241 W. 20, Norfolk, 
WASHINGTON 

AUTOMOTIVE WHOLESALERS INC. 

925 E. Pike St., Seattie, Wash. 

G & M AUTO SUPPLY CO. 

West 329 Second Ave. 


Spokane, Wash. 
WASHINGTON, D. C. 


Mi 
EXPO ° 

S. T. BRENNER INTERNATIONAL, INC. 

82 W. Washington St., Chicago 2, Ill. 








Yes...the BONZER Cosmopolitan Wheel Kit for 1954 
is truly magnificent! As continental as a weekend in 
Paris...this great, new Continental-type wheel kit is the 
ONLY one that gives you all six exclusive features: 
(1) Stainless Steel Tire Ring, (2) Stainless Steel 
Fender Pads, (3) Embossed Gravel Pan, (4) Battleship 
Construction, (5) Horizontal Position and 
(6) Touch Toe Release Lever! 


Available for 1953 and 1954 General Motor, Ford 
Chrysler and Studebaker products. ..the BONZER 
Cosmopolitan Wheel Kit is the hottest item in the 
automotive accessory market today! 
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BONZER...A TRUSTED NAME IN AUTOMOTIVE ACCESSORIES! Xt 
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, Prestige ... 


Dealers Laud Nash-Hudson Tie 


(Continued from Page 1) 


any progress for dealers. Hudson 

had definitely worked itself into 
a@ squeeze-play position.” 

From a midwest dealer came this 
statement: “The consolidation can’t 
help but make both corporations 
stronger. The big thing we need 
is a car that will compete with 
Ford, Chevrolet and Plymouth. 

“Sure, we have the Rambler. And 
it’s a good little car, representing 
possibly 40 percent of our sales. 
But people just refuse to pay the 
list price, and we wind up making 
practically no profit on it.” 

* * . 
LEADING Nash dealer re- 
rted, “I can see no imme: 
diate benefit to Nash or Hudson 
dealers from consolidation. 

“However, savings effected 
should result in placing the com- 
pany in a better position to fur- 
nish dealers with competitive 
merchandise so that they will be 


A SIMPLE TURN of the job selector knob 
changes jobs in a second—gives choice of any 
four accounting operations controlled by each 
sensing panel. Any number of panels may be 
used, so there’s no limit to the number of jobs 


a Sensimatic will do. 





Hoek thu 


able to continue in the business 
and develop profits.” 

One prominent Hudson dealer 
said, “Having utmost faith and 
confidence in the management of 
Nash Motors, I feel that all Nash 
dealers will ultimately benefit from 
the Nash-Hudson merger. 

“My profound respect for Mr. 
Nance and Packard is the basis 
for my hope that Packard will 
soon join American Motors Corp. 





Auto Show Canceled 


By Canton Dealers 


CANTON, O.—The Canton auto 
show, which had been scheduled 
Apr. 8-7, has been canceled, ac- 
cording to L. E, Oldham, man- 
ager of the Stark County Auto- 
mobile Dealers Assn. 

Oldham said the association 
canceled the show because mem- 
bers doubted that tangible sales 
results would justify the expense. 





This would, in my opinion, make a 

truly competitive combination.” 
Here is a city-by-city roundup of 

dealer opinion by Automotive News 


correspondents: 
x om * 
Detroit 


ASH and Hudson dealers here 

almost unanimously approve 
the recent Nash and Hudson con- 
solidation. Hudson dealers were 
a little more enthusiastic, 


Stephen Onofryton, owner of O. 
K, Hudson Co., said, “Sure, that 
merger is fine, But it’s coming too 

late for me. As of today, I'm 

starting to retrench — closing 

down my big showroom and cut- 
ting my staff to 11 persons, Not 
long ago, I employed 33. 

“If I had known that the merger 
was coming, I could have held off 
a little longer. 

“Yes, it’s good for the company 
and the dealers, but it’s bad for the 
country. People protest loudly about 
the European cartels, but, I tell 








Chrysler Releases Spring Poster— 
This 24-sheet poster is the first of a series of spring posters being released by 


Chrysler division as part of its local advertising programs. 





you, that same thing is coming in | derful, long overdue. It can’t help 


this country. 


but cut engineering, administration 


years ago, I had a and tooling costs.” 


“Thirty 
choice of 64 automobiles to sell. 
Today, I have only six corpo- 
rations to choose from. 

“The factories used to send out 
men who would try to help you, 
and who would make suggestions. 
Now, they come out to see how 
clean your bathroom is, and how 
well the dealer is dressed.” 


Harold Booth, of E. & B. Hudson, 
declared, “The merger—it’s won- 


IT DOES THESE JOBS—AND MORE! 


Accounts Receivable Ledgers 


and Statements * New-Car Deposits 
Monthly Financial Statement 
General Ledger * Payroll 

Accounts Payable © Age Analysis 

Revenue Distribution 


No other accounting machine is so universally useful— 


There’s practically no limit to the number of accounting 
problems your Sensimatic can solve! Its most 
remarkable feature—the sensing panel or “mechanical 
brain”—automatically directs it through every 
operation—effortlessly, unerringly. Moreover, the 
Sensimatic’s many other automatic features and highly 
efficient design save costly working time and operator 


can do so many accounting jobs with such speed, 
such ease ... at such a saving! 


effort . .. make it simple to learn, easy to use! 


Why not see for yourself how much more Sensimatic 
accounting machines can do for you? Simply 


call the Burroughs branch office listed in the yellow 
pages of the telephone book. Burroughs Corporation, 


WHEREVER THERE’S BUSINESS THERE’S 


Detroit 32, Michigan. 






Now there are ive ! 


Sensimatic 500 with 19 totals 
Sensimatic 400 with 9 totals 
Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 





One dealer expressed hope the 
factories would advertise that 
both lines of cars definitely 
would be continued. He felt that 
many buyers were holding back, 
on the assumption that the Nash 
and Hudson soon would be re- 
placed by a single American 
Motors Corp, vehicle. 

“The merger is fine,” said 
Douglas Dalgleish, of Charlie’s 

Nash, Inc, “Maybe it will help us 
get a lower-priced car to sell. As 
yet, we’ve heard nothing except 
the original announcement, 

Dealers in both lines expressed 
approval of the rumored plan to 
have both Hudson and Nash 
dealers sell the Rambler. 


* * * 


Atlanta 


T= merger of Nash and Hudson 
will bring about many long- 
range benefits to dealers and con- 
sumers, in the opinion of Atlanta 
Nash and Hudson dealers. 

George R. Vance, president of 
J. W. Goldsmith, Inc. (Hudson) 
declared, “Definite announcement 
of the merger has cleared the air 
and set the consumers straight. 
They hesitated to buy not know- 
ing what the future of the make 
would be.” 

Vance believes that in the future 
(Continued on Page 9, Col. 1) 


Hudson Refigures 
Nine-Month Loss 
At $6,465,197 


DETROIT.— Hudson reported a 
net loss of $6,465,197 for the first 
nine months of 1953 in an adjusted 
statement released last week. 

Earlier the company had listed 
its consolidated net loss for the 
period at $831,100. 

Hudson officials said the $6,465,- 
197 figure was after an “estimated 
Federal income-tax carryback 
credit of $6,770,034.” 

The company added that its new 
report followed a “review of the 
company’s tooling investment, in 
the light of lower than expected 
volume of car shipments for 1953 
and revised estimates of volume for 
1954 and 1955.” 


Baker 


(Continued from Page 2) 


duced was a “sales” buzzer under 
the counter used by the clerk who 
accepted time payments from cus- 
tomers. When the customer paid 
his principal down to a certain 
point, the clerk would ring the 
buzzer for a salesman who would 
then try to sell the customer a 
better used car. 

Baker could have had most any 
new-car franchise, but he never 
sought one. 

“Nobody’s going to tell me how 
I’m going to spend my money,” he 
said once when an associate tried 
to influence him to take a new-car 
deal. 

Discussing his move, Baker said 
he has been negotiating with sev- 
eral new-car dealers and expects to 
close a deal soon. He hopes that 
either a big Ford or Chevrolet 
dealer, or a combine, takes over the 
choice Grand River-Livernois loca- 
tion. 

His 360,000 square-foot area, in- 
cluding a 50-car shop, will be 
leased for approximately $42,000 a 
year, he said. 

Baker said he sold an average of 
300 cars a month last year. His all- 
time high month, he said, was in 
1934 when he sold 840 cars in a 30- 
day period. 





























See Gains in Strength, Prestige . . . 





Nash, Hudson Merger 
Lauded by Dealers 


(Continued from Page 8) 


— at least one year hence — the| Nash dealers showed a great deal 


merger will be of real benefit by 
providing an interchange of ideas, 
cutting engineering costs, giving 
the new company more purchasing 
power and reducing retail car 
prices, 

Bernard Johnson, general man- 
ager of the Martin Johnson Motor 
Co, (Nash), agreed that it might 
be some time before Nash and 
Hudson dealers will derive any real 
benefit from the merger. He feels 
the merger is a good thing, parti- 
cularly for the stockholders. 

Johnson added that the merg- 
ing of operations will reduce ex- 
penses, cut down administrative 
costs, and put the new company 
in a better position to meet com- 
petition. 

He warned, however, that in- 
dividual Nash and Hudson dealers 
will go through a tough period, 
with the weaker dealers falling by 
the wayside. 

Johnson voiced the hope that the 
new company will allow local 
dealers to sell both makes in areas 
where the sales potential is too 
small to support separate dealer- 
ships.—E. C. Bash. 


* * * 


New York 


ASH and Hudson dealer talk in 

the New York City area is 
quite optimistic regarding the con- 
solidation. 

Every dealer contacted was cer- 
tain that this move, if approved by 
the stockholders in March, will 
strengthen the two companies. 

Another dealer said he has no- 
ticed a distinct change in the atti- 
tude of the public toward the deal- 
ship, and that many who entered 
his showroom were eager to talk 
about the consolidation, He also 


' gaid that January was one of his 


best months in quite a while. 


Several dealers said that in the 
long run, they believed that an 
integration of policies and manu- 
facturing procedures would even- 
tually result in the lowering of 
prices on their merchandise to 
make it more competitive, Prices, 
they say, are the only real de- 
terrent to sales at this time. 

New York dealers do not expect 
the factories to dual the dealer- 
ships, as was the case in the 
Kaiser -Willys consolidation. The 
dealers feel that the present situ- 
ation is different. 

One dealer said he expects that 
Packard, Auto-Lite and one of the 
big rubber companies will soon 
join the combination.—(Ed Brown.) 

* 7 x 


Los Angeles 
NUMBER of Nash and Hudson 
dealers in the Los Angeles area 

feels that the consolidation is a 
step in the right direction. Several 








Fram Travel Book— 


In announcing Fram Corp.'s 68-page 
“Vacationiand America” in its Jan. 18 
issue, Automotive News neglected to men- 
tion that the booklet is given free with 
a Fram boxtop, or 25 cents without the 
boxtop. Fram reports it has been swamped 
with requests for the booklet. 





of confidence in Nash President 
George Mason and his ability to 
get things done. 

Most dealers seem to believe 
that this is just the start of a 
merger of other companies. Many 
are reticent about predicting the 
future until more details, plans 
and programs are announced, 

Hudson dealers in southern Cali- 
fornia feel there is going to be a 
direct advantage to them since 
Nash has an assembly plant there 
which, they feel, should be avail- 
able to Hudson in the new setup.— 
(Slim Barnard.) 


+. a * 
Denver 


SURVEY of Nash and Hudson 
dealers in Denver indicates they 
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Cuban Signs Packard Franchise— 


Ramon Sante Niebla (center), of Sante Motors, Havana, Cuba, signs a distributor 
franchise for Packard. Witnessing the event are J. J. Bagnor (left), regional manager, 


and R. Valls Bofill. 


are of the opinion that consolida- 
tion will not affect their operations 
a great deal. They think that in- 
dividual dealerships will continue 
to function as separate units along 
the lines of the General Motors 
operation. 

They say it is too early to know 
anything definite and they believe 
that a stronger organization be- 





hind them, resulting from the con- 
solidation, should strengthen their 
position.—(Ira Alexander.) 


* * * 


New Orleans 
APPEARS to be the consensus 


9 


and purchasing costs, enabling the 
factories to build a better car for 
the same money. 

The dealers believe that the move 
will increase their prestige since 
the company will be the fourth 
largest auto manufacturer.—(Gor- 
don Hebert.) 


* * * 


Little Rock, Ark. 

HE Nash-Hydson consolidation 

should benefit dealers in both 
lines because the joint operation 
will enable both manufacturers to 
pool their investments in research, 
engineering and styling, and to in- 
crease advertising and promotional 
budgets, in the opinion of a leading 
Arkansas Hudson dealer, W. T. 
Kelly, president of Kelly Motors, 
Ine, 

Kelly said, “After all, this is 
nothing new— General’ Motors 
started it—and it seems to me 
that it is clearly to the advantage 
of all dealers to be backed up by 
a larger corporation, 

“We have always built a good 
car, but our advertising campaigns 
have never been directed toward 


of both dealer groups in New| capturing the public fancy. I think 


Orleans that the Nash-Hudson con- 
solidation will reduce production 


the change will mean more to both 
(Continued on Page 12, Col, 1) 











Ju 1954. 
Celebrating 


1976 Kienlen Avenue ° 





 @duwrtis 


AUTOMOTIVE SERVICE EQUIPMENT 


MAKES YOUR WORK EASIER... 
Backed by 100 years of ‘‘Know How’”’ 


100 years of successful 
manufacturing experience. 


VISIT OUR BOOTHS No. 243 - 244-245 (tower Level) 
Pacific Automotive Show - Seattle, Wash. 
Civic Auditorium - March 4, 5, 6,7 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company (Since 1854) 


St. Lovis 20, Missouri 


Tank Mounted Air Compressors 


1/4 H.P. to 15 H.P. 


@ Up to 78 cubic feet per minute 


@ Either single stage or two stage 


@ Timken bearings @ Self oiling 


@ Precision built @ Designed for accessibility 


@ A.S.M.E. tank for 200 pounds 


@ Automatic start and stop or for continuous operation 


Also base mounted up to 300 cubic feet 


Full Hydraulic Two-Post Shop Lift 


@ No long deep pit needed—saves on installation cost 
@ 60” wheel base; handles all cars 
@ 72” plunger travel @ Plenty head and elbow room 


@ Deep front yoke for maximum accessibility 
@ Flush with floor when in lowered position 


@ 300 Ib. pressure 


Also Single-Post rotating lifts and Two-Post truck and bus lifts 


High Pressure Hydraulic Car Washer 


@ Self-oiling pump @ Designed for accessibility 


@ Brass-lined cylinders 
@ Quiet in operation 
@ Precision built 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 Kienlen Avenue, St. Lovis 20, Missouri 


| am interested in items checked: 


(-) AIR COMPRESSORS [] AUTO LIFTS(Single-Post) (7) Two-Post 
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Sales-aids-on-the-way can’t help you today— 


The competitive market is here—and unless potent sales- 
aids are here for you, too, you’re at a disadvantage. 


Among today’s most potent sales-aids are AIRFOAM Seats- 
of-the-Future—seats with the advanced styling and 
superb comfort that AIRFOAM design-engineering has 
made possible for even popular-priced lines. 


We think you'll like “‘THE GREATEST STORY EVER TOLD’ 
every Sunday—ABC Radio Network 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 


They supply the demand for plenty of AIRFOAM in seats 
and backs and armrests, front AND rear. They supply the 
demand for custom looks at volume prices. They’re help- 
ing clinch many a sale RIGHT NOW! 


Are they working for you, too? Goodyear, Automotive 
Products Dept. N-6911, Akron 16, Ohio. 


E 
prey 


ow ® 


THE WORLDE 








Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
‘ 


Dut THE SEATS-OF-THE-FUTURE ARE HERE! 


ONCE 

“STRICTLY CUSTOM” — 
NOW A SALES-AID 
FOR POPULAR LINES! 


AIRFOAM advanced techniques 
and design-engineering have 
taken this deeply sculptured 
effect out of the luxury class 
—made it economically practi- 
cal for almost any model on 
any floor. 


AIRFOAM HELPS YOU SELL 
IN MANY WAYS — 


The only type cushioning with over half a 
million air cushions to each cubic inch, 
AIRFOAM makes any car feel indescribably 
luxurious—stays cool, fresh, inviting. 


AIRFOAM’s buoyant comfort and gentle “‘up- 
lift” make any car seem livelier, smoother- 
rolling, better ballasted. 


A one-piece cushioning material, AIRFOAM 
holds its smart lines for the life of the car— 
protects upholstery fabrics—increases trade- 
in value. 


4 


GOOD/ YEAR 


FINEST CUSHIONING 
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See Gain in Strength, Prestige . . . 


Dealers Laud Nash-Hudson Tie 























(Continued from Page 9) 
dealer and customer at the retail 
end of the business.”—(Inez H. Mc- 
Duff.) 


* * * 


Wamego, Kans. 
EALERS contacted in:the Wa- 
mego (Kans.) area indicated 

belief that Nash-Hudson consolida- 
tion would mean a better deal for 
them in that the corporation would 
be stronger and in a better posi- 
tion to meet competition from other 
makers. 

One dealer said that if consolida- 
tion meant a stronger company 
and lower car prices, retail sales 
were bound to increase. — (George 
H. Hunholz.) 


* * * 


Seattle 
ASH and Hudson dealers in 
Seattle look upon the consoli- 
dation with favor. 

H. D. Baker jr., of Seattle Nash, 
Inc., says that news of the merging 
of the two independents already 
has had a strengthening effect on 
his business, creating greater pub- 
lic interest and confidence in his 
line. 

Baker also believes that if Nash 
design and body-building facilities 
are made available to Hudson, the 
latter line will gain competitive 
strength. Production of Hudsons at 
the Nash assembly plant in Cali- 
fornia would be another advantage 
for Hudson dealers here, he adds. 


S. A. McDonald, of McDonald 
Motor Co, (Hudson), says that 
the merger should be highly suc- 
cessful in the long run. The Nash - 
and Hudson products, he feels, 
will be aided considerably 
through combined research and 
development and lowered oper- 
ating costs, with resulting bene- 
fits extending to the dealers, 

Richard Ballard, of C. B. Ballard 
& Son (Nash), also foresees a 
strengthening of public confidence 
in both Nash and Hudson—with 
the bigger benefit going to Hudson. 

The Nash-Hudson consolidation 
was greeted cordially also by Paul 
Lattner and Walter Damus, owners 
of Northwest Motors, Inc. (Hud- 
son). A strengthened factory posi- 
tion, they feel, will be reflected in 
strengthened dealer position. 

The long-range possibility of 
Nash and Hudson parts standardi- 
zation, says Damus, would mean 
lower parts prices and provide 
greater parts availability, particu- 
larly in smaller towns. — (Martin 
Trepp.) 


* * * 


St. Louis 


MRED opinions were expressed 
by St. Louis Hudson and Nash 
dealers. 

R. G. Riefling, of Riefling Auto- 
mobile Co. (Nash), said, “In my 
opinion, the consolidation will make 
it possible to reduce car prices and 
stimulate sale of the company’s 
product. 

“Moreover, if both Hudson and 
Nash dealers can service both 
cars, it will give the owner better 
service facilities and make the 
product more desirable. These 
are guesses—who knows?” 

C. W. Isbell, of the Metropolitan 
Nash, said, “It seems to me that 
the consolidation will be a help to 
us via purchasing power and ex- 
perimental work. But I believe it 
will take a year before we can 
accurately determine if the con- 
solidation has helped us.” 

C. M. Compton, of Compton Mo- 
tors (Nash), said, “This is one of 
the greatest moves that has ever 
been made in regard to the inde- 
pendents. 

“Of course, two companies con- 
solidating will not be nearly as 
powerful as four or five, but I 
am sure Mr. Mason’s objective 
is not to stop with just two com- 
panies but eventually to really 
have a Big Four in the automo- 
bile business. 

“I deem it advisable that more 
stress be put on the fact that there 
are still two ‘separate dealerships, 
as we are being chided consider- 
ably about selling, and our parts 
department has even received tele- 
phone calls asking if we can sup- 


* * * 


Chicago 


ASH and Hudson dealers in the 

Chicago area are almost unani- 
mously optimistic about the possi- 
bilities of the consolidation. 

They expect to benefit from the 
stronger central organization 
created by the move. They cite 
other benefits such as improved 
and expanded engineering, bigger 
and more effective advertising pro- 
grams and a more favorable public 
attitude. 


IL. J. Novicki, of Tourist Nash 
Sales, said, “We like the idea of 
this consolidation. It will give us 
a bigger dealer organization. It 
will give the new company more 
buying power. It will build great- 
er prestige for Nash and Hudson. 
There will be more financial re- 
sources available for improved 
engineering. Pricewise, it should 





a 


ply such and such a part for a, help make the product more 
Hudson.”—(Sam X. Hurst.) 


competitive. 





change in the position of dealers 
from the organizational standpoint. 
One dealer said he had received 
an unofficial hint that ultimately 
some dealers, especially those in 
the smaller centers, might han- 
die both Hudson and Nash. 
He saw no particular advantage 
for the average dealer of either 


Said Bob O’Donnell, of O'Donnell | jing in taking on the other line 


Motor Sales (Nash), “We'll go 
along about as we have been. With 
the greater financial, buying, en- 
gineering and producing resources 
now available through the con- 
solidation, the new company should 
be in a stronger competitive posi- 
tion.” 

Phil Tafel, a Hudson dealer, de- 
clared, “The consolidation gives us 
considerably more prestige. The re- 
action of customers has been very 
favorable. With the backing of a 
stronger manufacturing, engineer- 
ing, advertising and promotion 
program, we'll have a better chance 
to meet competition.” — (George 
Barclay.) 


* * * 


Dallas 


ALTER WILSON, of Wilson 
Motors (Nash), Dallas, sees 
many potential advantages to deal- 
ers in the consolidation. 
He anticipates no immediate 





now, considering the expansion cost 
involved, but he said that it might 
be practical later when the facto- 
ries integrate policies and mod- 
els.—(C. K. Cates.) 
: * s * 
Minneapolis 
L J. HENCIR, of Hencir Motors, 

* Inc. (Hudson), Minneapolis, 
said that he is “more than happy 
about the deal. Before the merger 
both manufacturers were independ- 
ents; now they are a member of 
the Big Four.” 

Psychologically, it has had a big 
effect on the public’s thinking, 
Hencir feels. 

R. G. Lunderberg, of Lunder- 
berg, Méetors (Hudson), believes 
that it will make a stronger or- 
ganization out of the two manu- 
facturers, but it won’t effect the 
dealers much. 

R. G. Embretson, of Lyndale 





‘Horsetrader Ed’ Guilty 


In Income Tax Case 


SAN FRANCISCO, — Edwar: 
(Horsetrader Ed) Shapiro, one 0: 
Northern California’s most color 
ful used-car d will b: 
sentenced in Federal Court her 
Feb. 5 on four counts of incom: 
tax evasion. 

A jury found Shapiro guilty of 
evading $12,487 in tax payments 
after deliberating more than 12 
hours. 








Automotive Co, (Hudson), pre- 
dicted that “it will be advanta- 
geous to the factories and even- 
tually to the dealers,” but saw 
no drastic changes right away. 

The consolidation was termed 
“very disheartening” by O. W. 
Peterson, of Peterson Nash Co., 
Inc, “It’s not a good setup,” he 
said. The average dealer doesn’t 
want to “monkey” with multiple 
sets of cars, he declared. 

Court Newman, of Newman Mo- 
tors, Inc. (Nash), of suburban 
Hopkins, Minn., feels that the bene- 
fits will accrue to the corporation, 
but he says he really doesn’t know 
enough about the consolidation 
yet.—(Donald Lyons.) 


ive truck axles a brutal 


in the new Timken-Detroit indoor 


proving ground...and only) 1 


We torture them... shock-load, over-speed and jerk them .. . 
twist, strain and abuse them. We match every on-the-job haul- 
ing condition .. . then throw in a few devilish tricks of our own! 


The result? You know for sure that 
any Timken-Detroit axle can take 
more abuse on the job it was built 
for than any other axle made! 

To prove it, we moved a huge 
proving ground indoors. In one 
room we can simulate any hauling 
situation—our engineers can apply 





50 years of experience to.perfecting 
axles for modern trucks, buses and 
trailers, and measure performance 
with scientific precision. 

This research pays off in longer 
truck life; less maintenance, repairs 
and downtime; lower operating 
costs. 


8 


TDA quality control starts 
in this ‘Torture Chamber” 
Here we simulate actual high- 
way conditions . . . test quality 
and performance of axles un- 


der any hauling situation, such 
as duplicating the kinetic en- 
ergy of 80,000 lbs. G.C.W.., at 60 
m.p.h. These identical tests are 
repeated hour after hour with 
an automatic cycling control. 





Whatever he hauls. . . simulated 
service conditions show up elec- 
tronically on‘a screen like this. 
What happens to a heavily loaded 
axle on a bumpy, twisting road — 
then on a level express highway 
or long grade is measured, charted 
with scientific accuracy. No won- 
der Timken- Detroit “Torture- 
Tested” axles with Hypoid gear- 
ing rate “first” with wise truck 
owners! 
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Midwest Lincoln Meeting Airs Sales— 


A sales meeting of Lincoln-Mercury's midwest region in Chicago heard a discus- 
sion of Lincoln merchandising by R. E. Henderson, of the general sales office. Attend- 
ing the meeting were (from left), Henderson; J. F. Cooney, Twin Cities sales manager 
for Lincoln; C. M. Grimes, Des Moines sales manager for Lincoln; R. H. Neely, St. 
Lovis district sales manager; W. H. Alen, regional sales promotion manager; R. M. 
Thompson, Des Moines district sales manager; Robert F, Williams, regional sales 
manager; H. S. Huffman, St. Louis sales manager for Lincoln; N. J. Mitchell, Twin 
Cities district sales manager; W. J. Stewart, regional administrative assistant; J. A. 
Hall, Chicago district sales manager; J. F. Rampke, Chicago sales manager for 
Lincoln; J. M. Love, Kansas City sales manager for Lincoln, and R. F. Lynn, Kansas 
City district sales manager. 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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°54 Sales Estimate Far Above Average .. . 


Analysis Brightens 
New-Car Outlook 


(Continued from Page 2) 


however, that Ford expects to get 
a larger share than it did in 1953. 
* * + 


RNEST R. BREECH, executive 

vice-president of Ford Motor 
Co., had said earlier that Ford is 
aiming for a larger market slice 
each year for the next five years. 
Of 1954 in particular, Breech said: 
“Ford looks for a good year.” 

T. H. Keating, general manager 
of Chevrolet, sees no letdown in 
sales. “We look for equally as good 
a year in 1954 as we have just com- 
pleted,” he said. 

Plymouth reported last month 
that a factory survey showed 
most salesmen optimistic about 
their sales prospects for 1954, but 
feel dealers could and should do 
a better job of sales training. 

Raymond R. Rausch, executive 
vice-president of Willys, sees a 














bright future for the industry in 
1954 and the years ahead. Among 
the factors he cited are “a better 
auto and an_ ever-expanding 
market.” 

Roy Abernethy, Willys sales vice- 
president, sees a vast auto market 
which has not yet been touched, It 
is comprised of 17 million U. S. 
families who still don’t own a 
car, he said. Abernethy also pointed 
out that 29 percent of the nation’s 
farmers are still without a car or 
truck. 


* * ” 
J. NANCE, president of Pack- 
* ard, said “. . . we have the 


basic economic structure that 
should support a continuing high 
business activity for next year.” 
Among other sales predictions 
for 1954: 
Harold S. Vance, president of 














He’s hauling perishables .. . he 
wants axles that will get the payload 
on the road with plenty of power and 
speed . . . at low engine r.p.m. He 
wants low maintenance costs, few re- 
pairs, little shoptime . . . long truck 
life and toughness. He wants 
Timken- Detroit “Torture-Tested” 
axles with Hypoid gearing. Sell him! 





beatin 


y| Timken has it! 





“TORTURE-TESTED” 
to Save Money on the Job 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


He’s an intercity hauler... he wants 
axles with pulling power plus speed 
—under any condition . . . without 
beating the engine to pieces. He 
wants dependable performance and 
low upkeep . . . little downtime for 
repairs . . . long truck life. He wants 
Timken- Detroit “Torture-Tested” 
axles with Hypoid gearing. 





He’s a contract hauler . . . he wants 
axles that will take him anywhere he 
needs to go. He wants power and 
speed where it counts . . . at low en- 
gine r.p.m. He wants low mainte- 
nance and repair costs .. . little 
shoptime. He wants Timken- Detroit 
“Torture-Tested” axles with Hypoid 
gearings! Sell him! 


Sell... Sell... Timken-Detroit 
Hypoid gearing ...a Timken “first” 


Hypoid gearing for truck axles 
was pioneered by Timken-Detroit. 

Proved in billions of ton-miles 
of actual operation. Designed to 
give the slower gear ratios neces- 
sary for modern engines without 
loss of strength. Pinion is bigger, 
stronger . . . bearings are larger... 
more teeth in contact reducing 
loading per unit of contact area. 
Torque transmitting capacity in- 
creased to step up performance 
and rugged power. 


Get interchangeability, too! 
Only Timken-Detroit has Hypoid 
gearing in a complete “family” of 


7 basic axle capacities—in the 


entire range of medium and 
heavy-duty requirements. This 
advanced-related design incorpo- 
rates the same features of con- 


struction and interchangeability 


in single-speed; single-speed 
double-reduction; and two-speed 
double-reduction final drive units. 


Plants at: Detroit, Michigan « Oshkosh, Wisconsin ¢ Utica, New York 
Ashtabula, Kenton and Newark, Ohio « New Castle, Pennsylvania 


Studebaker, says the industry 
should sell fewer cars than in 1953 
but more than in 1952, Splitting 
that difference would put 1954 sales 
in neighborhood of 4,900,000. 
van L. Wiles, general manager 
of Buick, says Buick is shooting 
for 500,000 


L. W. Smead, Ford division 
general sales manager, expects 5,- 
300,000 to 5,600,000 cars and 900,000 
to 1,000,000 trucks to be sold this 
year. 

H, E. Crawford, Pontiac sales 
manager, sees 5,000,000 to 5,500,000 
sales, 

W. E. Fish, Chevrolet sales man- 
ager, predicts 5,300,000 to 5,500,000 
sales. Fish says: 

“People are buying more care- 
fully, and we inthe auto industry 
must sharpen our selling abilities,” 

No one as yet has forecast that 

1954 sales will be greater than in 


Rufus S. Tucker, GM economist, 
said at a recent forum sponsored 
by the National Industrial Con- 
ference Board: 

“Cars in use today average 
younger than they have for many 
years, and presumably fewer will 
need to be replaced .. .” 


1,700 Key Men 
Of Chrysler Corp. 
Meet in Detroit 


DETROIT.—More than 1,700 sales 
and service representatives and 
home office personnel of all Chrys- 
ler Corp. product divisions will 
participate in a two-day national 
sales conference here today and 
tomorrow (Feb. 1-2), marking the 
beginning of the fourth decade of 
the company’s operations. 

General sessions with field repre- 
sentatives will discuss divisional 
and corporation plans for sales and 
service. 


A. vanderZee, Chrysler Corp. 
sales vice-president, will serve as 
general chairman. K. T. Keller, 
chairman of the board, and L. L. 
Colbert, president, also will take 
part in the conference. 


Executives of the corporation and 
its divisions will discuss various 
aspects of operations, including co- 
operation with dealerships in retail 
sales management, fundamentals 
of retail selling, customer service, 
used -vehicle merchandising and 
public relations. 


In addition, there will be special 
presentations on used-car recondi- 
tioning; qualities and features of 
the 1954 models and paint and fab- 
ric “color harmony” in passenger 
cars. 


Following the general confer- 
ence, the divisions will conduct 
their individual meetings. 


NADA 


(Continued from Page 3) 
ley, Calif., and Allan Mims, Rocky 
Mount, N.C. 

Nominating — H. Mead Norton, 
Oklahoma City, chairman; Ray 
Brandenburg, Washington Court- 
house, O., vice-chairman; William 
Frame, Mineola, N. Y.; Floyd Ran- 
dolph, Lincoln, Neb., and Walter 
M. Duncan, Beckley, West Va. 


ResoLuTions — A. H. Easterby, 
Greenville, S.C., chairman; R. S. 
Abbott, Alexandria, La., vice-chair- 
man; Samuel B. Babbitt, Rutland, 
Vt.; Harry B. Craycroft, Vandalia, 
ot and Isadore Keil, Wilmington, 
Del. 


Aupitinc—Charles Dalgleish, De- 
troit, chairman; William C. Davis, 
Bismarck, N.D., and Roland 
Hughes, Jonesboro, Ark. 

Trucks — W. S. Edwards jr., 
Birmingham, Ala., chairman; 
Turner A. Summers, Louisville, 
vice - chairman; Frank Dawson, 
Tucson, Ariz; F. C. Armstrong, 
Warren, O., and Miller White, 
Oklahoma City. 

The 1954 NADA executive com- 
mittee is composed of: 

Moye, Region I; William L. Mal- 
lon, New Jersey, Region II; Dun- 
can, Region III; Mims, Region IV; 
Frederick M. Sutter, Indiana, Re- 
gion V; Hall, Region VI; Costley, 
Region VII; Randolph, Region 
VIII; Norton, Region IX; Thomas 
F. Abbott jr., Texas, Region X; 
Chaffin, Region XI; George Wal- 
lace, Oregon, Region XII, and 
Robert S. Armacost, 1953 president. 

Also on the executive committee 
are the 1954 officers. 
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AUTOMOTIVE WASHINGTON 


Both Parties Oppose Ike 
On Plea to Keep Taxes 


By William Ullman 

Washington Correspondent 
eo and Republicans alike predict a bitter House 
fight against President Eisenhower’s plea for no more 
major tax cuts at this time. Leaders on both sides of the 
aisle said they expected Congress to authorize at least some 
slight reductions in ene income and excise tax rates. 


The President has asked @— 
for continuation of the levies 


which are scheduled to expire 
or move downward Apr. 1. Under 
present law, corporation income tax 
rates are slated to drop from 52 to 
47 percent on that date, while the 
excises on automobiles and gasoline 
also are due for a cut, 

Going along with the President, 
the House Ways and Means Com- 


_mittee last week voted down a 





Democratic move 
for a higher per- 
sonal income tax 
exemption — from 
$600 to $700. The 
Democrats say 
they will go to the 
House floor with 
a demand this 
change be made. 

The Republicans 
declare the Demo- 
cratic demand is 


Wittiam Ullman “purely Political.” # 


The Democrats answer that the 
President’s tax proposals have a 
“political background.” They accuse 
him of “political insincerity.” 

If a bitter fight doesn’t result 
from this, at least there is one in 
the making at the moment. 

* * . 


The Wilson Viewpoint 


SKED for his views on the new 

budget, and the spending cuts 
it calls for, Secretary of Defense 
Charles E. Wilson expressed satis- 
faction with it, as examined in the 
light of current needs. He observed 
that it could not be regarded as 
perfect because new facts could 
create new needs calling for new 
judgments. 

The proper approach, Wilson 
feels, is not by the concept of 
readiness for a specific D-day 
whose coming is uncertain, but 
of preparation for a continued 
term. 

The old concept, he observed, 
called for buying the full amount 
of everything needed in a war, in- 
cluding perishables. When there 
was no war, buying would cease 
and there would be a shutting down 
of numerous industries, and a de- 
pression. 

_ The aim now, he said, is to keep 


Spicer Anniversary— 

Ralph E. Carpenter (right), vice-chairman 
of the board of Dana Corp., shows a 
commemorative medallion to J. E. Martin, 
president, in preparation for the golden 
anniversary of Spicer division of Dana. 
Spicer is a supplier of major components 
for autos, trucks, buses and similar equip- 
ment. 


industry at work at moderate pace 

and at the same time keep the 

country’s whole economy healthy. 
+. * * 


Critical-Material Quotas 


HE Office of Defense Mobiliza- 
tion last week announced allot- 


laboratory test of brake fluid viscosity. One of many quality control tests. 


ALL WAGNER LOCKHEED 


BRAKE 


FLUID 


is properly balanced chemically 


Scientific laboratory tests prove that Wagner Lockheed 
Brake Fluid is properly balanced chemically to provide 
utmost operating safety under all driving conditions and in 
all seasons. It withstands extreme heat without boiling . . . 


sub-zero temperatures without freezing . . 
without losing anti-rust properties . . 
. mixes with all approved fluids. 
It will not evaporate rapidly, swell rubber parts, corrode 


metal parts, gum up, or crystallize. Every drop is processed 
by Wagner to rigid quality control standards in the world’s 


entire system. . 


. absorbs moisture 
. amply lubricates the 


largest and most modern plant devoted exclusively to the 
production of hydraulic brake fluid. 


You can depend upon WAGNER QUALITY because 
Wagner Products are used as original equipment by manu- 


facturers of cars, trucks, buses, and trailers. 


Wagner jobber today or write us. 


Wagner Electric @rporation 
6393 Plymouth Avenue, St. Lovis 14, Mo., U.S. A. 
(Branches in principal cities in U. S$. and in Canada) 


SAFE BRAKES... SAVE LIVES! 


See your 


RANCHI md 
R PROGRAM. 
DEALE 


ire tas.) 
HYDRAULIC 
BRAKE 


-making 


ments of steel, copper and aluminur- 
for “A” products to meet defens: 
needs during the second quarter o’ 
1954. These allotments represent 
purchase authority to prime con- 
tractors and producers of speciall; 
designed components at the mili 
level. 

The total quantities of the 
three metals to be set aside at the 
mill level will include additional 
amounts required by manufac- 
turers of civilian items incorpor- 
ated in military end items. These 
are the so-called “B” products on 
the list of the Business and De- 
fense Services Administration. 

Steel allotments for “A” products 

for the second quarter are 13 per- 
cent lower than for the first quar- 
ter; copper allotments are 20 per- 
cent lower, and aluminum 15 per- 


cent lower. 
* +o 


U.S. Road Aid Defended 


HE National Highway Users 

Conference, made up of 26 na- 
tional organizations and 1,500 state 
affiliates representing car, truck, 
bus and allied industry groups, last 
week reaffirmed its belief in the 
principles of Federal aid for high- 
ways, based upon the conviction 
that the Federal government should 
contribute to the costs of highways 
from general revenues. 


Here, in part, is a policy state- 
ment issued by NHUC: 

“The board of governors of the 
National Highway Users Confer- 
ence reiterates its belief in the 
Federal-aid highway principles 
and the time-tested values of the 
Bureau of Public Roads, which 
administers Federal grants for 

| highways. 

“The board reaffirms the confer- 
| ence position that the general bene- 
fits of highways to the nation, 
states and communities, including 
the national defense, delivery of 
mail, interstate commerce and other 
national interests, make it impera- 
tive that the Federal Government 
contribute to the costs of highways 
from general revenues; and that 
the control of Federal highway ex- 
| penditures and related matters 
| should be centered in one compe- 
| tent agency of the Federal Govern- 
ment designated by the Congress. 


“The board of governors therefore 
urges that the traditional principles 
of the Federal aid for highways 
should not be abolished or radically 
modified. 


| “At the same time, the board of 
governors emphasizes that there is 
no historical relationship between 
Federal aid and the Federal auto- 
| motive excise taxes, whose repeal 
has long been an objective of high- 
| way- user groups.” 
* * * 


|RFC in Liquidation 

IHE once mighty Reconstruction 

Finance Corp., lender of billions 
of dollars in its heydey, is gradu- 
|ally fading from the Washington 
scene. In accordance with a con- 
gressional mandate, it will pass out 
| of the picture June 30. 


In 1945 RFC employed 40,000 
| workers and occupied 12 floors of 
the Lafayette Bldg. on Vermont 
Ave. Today it occupies only three 
floors with just a few more than 

1,000 employes, 

The agency still holds about $1 
billion in loans of various types. 
| These are being liquidated. What 
|may be left by June 30 will go to 
| the Treasury for liquidation. 


The General Services Administra- 
| tion, which controls Federal office 
space, has moved a number of other 
smaller agencies into the building, 
| among them the Small Business 
| Administration, two divisions of the 
| Treasury, the Foreign Operations 
Administration and the Mine 
| Safety Commission. 





| Arbenz Elected President 


In San Fernando Valley 


| SHERMAN OAKS; Calif. — 
| Mevacd Arbenz, general manager 
| of Casa de Cadillac, Sherman Oaks, 
has been elected first president of 
the Valley Motor Car Dealers Assn. 

The association is a group of new- 
car dealers in the San Fernando 
Valley, and is affiliated with simi- 
lar associations of statewide and 
national stature. 

Arbenz has been with Casa de 
Cadillac since it was established in 
September, 1950. He started with 
its predecessor company, Don Lee 
Cadillac, in 1949. 
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Truekin’ 
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Commercial Car News 


{ Monthly 


Section for those who make, sell and service 


tmericas Trucks, 


Buses, Commercial Vehicies and Equipment 


.-- by Jack Weed 


= Gramm Trailer Corp. boys 
held a contest at the truck 
equipment show during the NADA 
‘pnvention on the best “gimmick” 
co ._promote truck sales, They of- 
fered a trip to Nassau to the 
winner and his wife, and the 
winner had to be either a truck 
dealer or his salesman attending 
the truck equipment show. 

It was very interesting to see the 
reaction of some 300 dealers and 
salesmen that entered the contest 
and, to me, the answers were quite 
indicative of the low state to 
which truck selling has fallen dur- 
ing the “easy years” since the end 
of the war. 7 

One has to keep in mind that 
trucks have had to be sold for 
over two years now and that 
some degree of good selling pro- 
cedures should have been de- 
veloped by the dealer body as a 
whole. If the truck boys didn’t 
come up with any better basic 
selling ideas than they did—and 

I know for I was one of the 

judges and saw all the answers— 

I can readily understand what 

and why car dealers seem to be 
; @ little panicky about the return 
of keen competition. 

The winner of the Gramm con- 
test was a salesman for an Inter- 
iational Harvester dealer in Mil- 


Top Trucks 


New-truck registrations for 
11 months of 1958, plus 24 states 
for December: 

1953 Pos. Make 

1—314,345 Chev. 

2—250,208 Ford 

3— 91,484 Intern’ 

4— 79,087 GMC 

5— 78,424 Dodge 

6— 21,834 Stude. 

i— 16,910 Willys 

8— 11,677 White 
Mack 
Reo 
Dia, T 
Divco 
Brockway 
Autocar 
Federal 
Kenworth 
Pontiac 


1952 Pos. 
255,357— 1 
168,963— 2 
88,816— 4 

75,452— 5 
97,315— 3 
27,584— 6 
19,051— 7 
10,691— 8 
6,902— 9 
3,236—11 
3,285—10 
2,659—12 
1,607—13 
1,489—14 

799—15 

672—16 

523—17 
FWD 520—18 
Peterbilt 226—19 

For further details, see page 

99, today’s issue. 





ford, Del, W. W. N. Grinnes. His 
winning idea was: “Knowing my 
product, giving more demon- 
strations, with satisfied customer 
service. Be positive and fair with 
your customer.” Grinnes was the 
only contestant that made any 
mention of the customer in his ap- 
proach to sound truck selling, 
incidentally. 


The second place man was O. J. 
Anderson, Hartford City, Ind. His 
answer was: “More demonstrations 
and the salesman to become better 
acquainted with his product and 
be able to tell the prospect con- 
vincingly and truthfully what he 
needs.” 

The third place man was H. A. 
Suddard of Wareham, Mass. His 
“gimmick” was: “Educate truck 
salesmen by sending them to the 
factories of the equipment lines 
featured to inspire confidence in 
themselves and to know their 
merchandise thoroughly. Then have 
on hand the make of product you 


sell and demonstrate.” 
7 * o 


Practically Flawless 


VERY seldom even feel like 

paying a_little homage to a man- 
ager of a hotel where we have 
headquarters during a convention, 
but for this past NADA shindig I 
wish to bow low and make with 
my very best salaam to a certain 
Charlie Trice, manager of the Shel- 
borne Hotel in Miami Beach. Never 
in all my more than 40 years of 
making shows and conventions, and 
handling headquarters arrange- 
ments for much of that time, have 
I ever had the experience of work- 
ing with a manager that kept 
things running as smoothly and 
without the slightest degree of 
friction or unpleasantness. The 
service in his house was practically 
flawless. 

Now all I have to worry about 
is whether other guys who have 
to run a string of trained seals will 
forget my remarks and not try to 
tie this place up for the next time 
NADA takes us down here where 
they don’t know the first thing 
about putting on a show. 

Ray Chamberlain tried to ex- 
cuse the faults of the people who 
handled the furniture and deco- 
rations for the booths by saying 
that they had an electrical show 


| on the beach at the same time 


this one was held and that they 

didn’t have enough equipment to 

handle two shows. I have seen 
(Continued on Page 29, Col. 1) 


Truck Dealers Favor NADA Encore ... 


Body Show Lauded 


EALERS who attended the 

NADA convention want their 
association to put on another truck 
body and equipment show at the 
next convention, they want more 
products displayed and a fairly 
large majority said they would 
bring their truck sales manager to 
the convention if the show were of 
sufficient size. 

Those who staged this year’s 
tryout show took a survey of the 
dealers who attended. They got 
a representative number of re- 
plies to their five-question survey 
from dealers representing GMC, 
Willys, Ford, Chevrolet, Interna- 
tional Harvester, Dodge, Stude- 
baker and Reo, 

They had girls stand at the en- 
trance to the show with survey 
blanks on Sunday and Tuesday. 
They then tabulated the answers 
for each day and for the combined 
survey. 

The first question was: “Would 
you like to see a complete line of 
truck bodies for every delivery pur- 
pose, including dump bodies, trailers 
and buses as a part of next year’s 
show?” 

Answers ran 88 percent ‘yes’ on 
Sunday and 89 percent ‘yes’ on 
Tuesday, for a combined ‘yes’ of 
88.5 percent. 

* 7 +. 
"= SECOND question was: 

“Would you like to see a more 
complete selection of special equip- 
ment such as hydraulic tailgate 
loaders, power winches, hoists, etc., 
as part of the show?” Some 77 per- 
cent of the dealers attending on 
Sunday and 66 percent of the 


dealers on Tuesday said ‘yes’ for 
an average of 71.5 percent. 

The third question was: “If such 
equipment was exhibited, with a 
good variety of various items in 
each category and a good dis- 
play, would you bring your truck 
sales manager and/or key sales- 
men to such a show?” In the 
Sunday survey, 64 percent of the 
dealers said they would and on 
Tuesday, 61 percent said ‘yes’ for 
an average of 62.5 percent who 
said ‘yes.’ 

The fourth question was: “Would 
you favor a clinical meeting on 
sales and profit-making opportun- 
ities of the truck business similar 
to the present service clinics?” 


Sunday’s visitors to the truck tent 
voted ‘yes’ by 83 percent, while 
Tuesday’s vote brought a 76 percent 
‘yes’ vote for an average of 79.5 
percent. i 

* * 

| bd IS easy to see that the majority 

of the dealers who attended the 
small truck equipment exhibit not 
only liked the sample but wanted a 
full-fledged show from now on, The 
vote of the dealers bears out the 
feeling of exhibitors that the time 
has come when dealers with a truck 
in their line had better take the 
time and effort to find where and 
how they can make extra dollars in 
the business. 


Some comments from dealers 
attending the truck exhibit also 
seem to bear this out. One Dodge 
dealer remarked that the truck 
equipment exhibit was “as im- 
portant as the rest of the con- 
vention.” Another Dodge dealer 
made a comment that goes for 


Each Truck Maker’s Share of Output... 
How They Fared in '53-'52 


(U. S. TRUCK PRODUCTION) 


Total 
Output 
1953 





Pet. of 
1953 
Total 

29.9 
0.7 
0.3 
8.7 
0.2 

26.2 
9.5 

10.0 
0.9 
13 
2.6 
1.2 
7.3 
12 


100.0 


23 All-New Truck Models Introduced 


By Sam Sampson 
Staff Writer 

v= nation’s truck dealers and 

users already have been offered 
23 completely new models for the 
54 market, an Automotive News 
roundup of the industry shows. 

For survey purposes, new 
models were considered to be 
those which were placed on the 
market for the first time, and 
which received a new model des- 
ignation. 

In all cases, truck makers made 
noteworthy advances for the ’54 
lines through broader use of special 
equipment, models equipped with 
automatic transmissions, improved 
engines and re-engineered drive 
trains to do a better job under pre- 
determined conditions. Such trucks 
were not considered to be new 


models, but nevertheless, are of 
great significance to the industry. 
” ” *~ 
HEVROLET, for instance, had 
no totally new units to offer in 
its 54 line. However, several modi- 
fications of existing models have 
made them more effective. 
Studebaker models have not 
been announced for 1954, and the 
company. would offer nothing on 
its new line as yet. 
Other makers do not offer new 
models on a yearly basis. In such 
cases, recently produced models 


New Products 
Rage 30 





aimed at the ’54 market were con- 
sidered as new models for this year. 
~ * * 


ODGE division offered nine 
” new models for ’54—the D6 
forward control, Fé forward con- 
trol, G8, H8, J8, K8, R8, T8 and V8. 
Except for the forward control 
trucks, the new models are 
equipped with V-8 engines. Dodge 
trucks also include new frames and 


extend from 7,100 to 14,000 
pounds, 

The company said that the for- 
ward control models are not 
supplied with bodies, but the com- 
plete chassis and engine is built 
for “stand-up” driving operations. 

In the V-8 powered line, the G8 
is equipped with the 133-horse- 
power engine (with maximum gross 
torque of 220), rated at 14,500 


styling and offer wider front treads | GVW. 


and improved steering linkage. All 
models are available in a choice of 
wheelbases. 

The D6 forward control truck 
is powered with a 110-horsepower, 
six-cylinder engine, with gross 
vehicle weights from 6,000 to 8,- 
000 pounds. The F6 forward con- 
trol model is powered with the 
same engine, but GVW ratings 


+ * * 


TANDARD equipment includes a 
four - speed transmission and 
11,500 pound - capacity axle; but a 
five-speed transmission and a 12,000 
pound-capacity axle is offered as 
optional equipment. 
The Dodge H&8 model is 
powered by the same engine, and 
(Continued on Page 25, Col. 1) 


most truck dealers. He said: “I 
thoroughly dislike any truck 
equipment distributor that sells 
direct.” 

Dealers also were asked if they 
got good cooperation from the body 
and truck equipment distributors in 
their areas. The answers are sur- 
prising to both truck and body and 
equipment makers. Some 77 percent 
of the Sunday dealers said that 
they got cooperation and Tuesday’s 
visitors were even more emphatic. 
About 89 percent of them said that 
they got cooperation, 

Thus, an average of 83 percent of 
the truck dealers attending the 
show felt that they were getting co- 
operation from the distributors in 


their area. 
A GOOD number, however, agreed 
with a Chevrolet dealer who 
said he was getting cooperation 
from some and none from others. 
A Dodge dealer criticized “too much 
high-power selling.” A Dodge dealer 
evidently had received rough treat- 
ment from the equipment man in 
his town, as he said, “No, I did not 
get cooperation and if I should 
elaborate I will have to write a 
book.” 

While some people may not 
consider this survey large enough 
to be indicative, it was made on 
the ground by personal interview, 
and it covered dealers in practi- 
cally all makes and in dealerships 

(Continued on Page 24, Col. 1) 


Chevrolet Leads 
03 Truck Output; 
Ford Gains Most 


By Tom Hewitt 
Staff Writer y 
Caren in 1953 again pro- 
duced the biggest share of total 
truck output, but Ford made a 
considerable gain. 

Turning out 361,833 trucks, Chev- 
rolet accounted for 29.9 percent of 
the total, a gain of 2.8 percentage 
points over 1952. 

Ford’s turnout of 317,148 trucks 
was good for 26.2 percent, a rise 
of 6.8 points from 1952, 

Dodge, the third-biggest truck 
maker in 1952, slipped to fifth place 
in the past year, taking only 8.7 
percent of the market, a drop of 
4.6 percentage points. ° 

*” * . 
7S two firms which passed 
Dodge in 1953 were Inter- 
national Harvester, which made 10 | 
percent of the output, and GMC, 
which turned out 9.5 percent. 

Though moving ahead of 
Dodge, both IH and GMC suffer- 
ed losses. Both were down 63 
point from 1952. 

Aside from Chevrolet and Ford, 
only three other makers increased 
their shares—and they were minute 
gains. Divco rose 0.1 point to 03 
percent, Federal went up 0.1 to 0.2, 
and White climbed 0.2 to 1.2 per- | 
cent. ; 


* * * 


* * ® 


= losses were suffered by 
Reo, which dropped 0.1 per- | 
centage point to 1.3 percent of total 
output; Studebaker, down 2.2 to 2.6, 
and Willys, which fell 2.5 points 
to 7.3 percent. - 

As in the car-making field, 
truck members of the Big Three 
made a bigger share of total out- 
put in 1953, 

Ford, Chevrolet, Dodge and GMC | 
accounted for a total of 743 per- 
cent of the 1,209,794 trucks pro- 
duced, compared with 69.6 percent 
of 1952’s 1,223,397 trucks. 
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Lubbock U. C. Dealers Name Officers— 


The Independent Automobile Dealers Assn. of Lubbock, Tex., has elected Ray Furr! for their localities. 
(left), as president. Chuck Poindexter (center), is secretary-treasurer, and Otis Mainer, 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


with positive roll retention, reduced noise, 

less wear. Fine tolerances mean easy instal- 

lation and long, trouble-free service life. 

Bower manufacturing Quality is brought to | 
you by dependable Federal-Mogul Service! a 
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By J. B. Van Tassel 
Dealer Business Counsel 


_ factories and NADA now 
have excellent business manage- 
ment programs in operation for all 
dealers. 

I have been re- 
commending to 
NADA, ever since 
I helped start its 
program in 1950, 
that it expand its 
operation to in- 
clude breakdown 
of the averages 
and guide figures | 
for the various 5 ! 
states so that 
dealers would 4. B. Van Tassel 
have a more applicable comparison 


One of these days, I am sure, 
the committee will get around to 
make this important improve- 
ment. However, under the 
guidance of the experts on this 





The Double Lip means 
EXTRA STRENGTH 


Bower design means built-in ruggedness, 
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Dealer Business Counsel 


It?s Time to Develop Management Programs 
On State and Local Levels 





NADA committee, much progress 


has been made in the past four anu 


years and the committee is cer- 
tainly to be co for the 
swell job it has been doing for all 
members, 

Frank Yarnall, of Chicago, now 
first vice-president of NADA and 
also chairman of the NADA 
business Management committee, is 
one of the best authorities on 
dealer business management. 

> * * 


Local Programs Needed 


OWEVER, I think that local 

and state associations can do 
much to assist their members in 
the development of a business man- 
agement program patterned after 
the NADA program. 

In a talk with E. L. Malice, presi- 
dent of Mid-County Buick, Brook- 
lyn, N. Y., at the NADA con- 
vention, he asked me what his as- 
sociation could do about de- 





The Bower double-lip design 


keeps rollers aligned and adds 
strength! Bower bearings ab- 


FEDERAL-MOGUL 
SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 


sorb the: occasional thrust 
‘ loads that cause failure of 





Also: Famous Spher-O-Honed tapered roller bearings; journal roller assemblies. 







veloping a business management 


nine dealers who have a repu- 
tation for being business manage- 
ment minded. 
the committee is set up, it 
counsel with experts on 
business management before de- 
ciding on the final program. I am 
sure NADA would offer assistance 
to such committees to get started. 
I would be glad to offer my ad- 
vice and counsel in the de- 
velopment of these programs the 
same as I did for NADA a few 


years ago. 
o 


+ * 
A Helpful Library 
ADA is developing a national 
library on dealer business 
management and with such a 
program each state association 
could develop the same library of 
facts and figures. 

Such libraries could prove very 
valuable as a handy reference to 
discuss legislation with Federal, 
state and local government. 

We sometimes have a buyer’s 
market, sometimes a_ seller’s 
market in our business, but the 
one market we always turn to in 
the control of business conditions 
is the management market. 

So why not begin to develop the 
necessary tools for a sound 
business management program in 
the ever constant business manage- 
ment market in our business. We 
probably need it more now than we 
have for a long time. 

It is never too late to initiate 
such programs. I doubt if there is 
one dealer association (except 
NADA) in the auto business which 
has a business management com- 
mittee and program in operation 
today. 

I think you will agree with me 
that this program is a must for 
every dealer association in the 
country. 

(Any questions you may have 
on dealer business management 
will be gladly answered if writ- 
ten to J. B. Van Tassel, care 
of Automotive News.) 


Chrysler Division 
Calls Meeting of 
All Field Men 


DETROIT.—The entire Chrysler 
division field force will meet here 
Wednesday and Thursday (Feb. 3- 
4) for an advance 
preview of the di- 
vision’s spring, 
summer and fall 
sales advertising 
and merchandis- 
ing plans, accord- 
ing to E. M, Bra- 
den, general sales 
manager of the 
division, 

“This meeting 
is one of a regu- 
lar series inaugu- 





E. M. Braden 

rated last year designed to keep 
our field men, and through them 
3,400 Chrysler dealers, completely 
informed as to our sales, advertis- 
ing and merchandising programs,” 


Braden said. “This is in line with 
our policy of getting dealers better 
acquainted with factory programs 
to our mutual advantage.” 

Braden said that Chrysler sales 
for 1953 were 35 percent ahead of 
1952. He attributed a large part of 
the record sales volume to a well- 
planned advertising and merchan- 
dising campaign which was de- 
signed to assist dealers in an in- 
creasingly competitive market. 

“Last year’s campaigns cost 
Chrysler 47 percent more than the 
1952 campaign but the results 
proved it to be money well spent,” 
Braden said. “Chrysler will con- 
tinue to increase expenditures in 
these lines in order to secure a 
greater share of the market.” 

Braden said that because of 
Chrysler’s confidence in the future 
the total field force is being in- 
creased so that by the end of this 
year it will be 60 percent larger 
than last year. In addition, the fac- 
tory sales staff group is being in- 
creased by 26 percent. 


Reynolds Adds Outlet 


LOUISVILLE.—The appointment 
of Turner Metal Supply Co., 2314 
Laura Ave. Huntington Park, 
Calif., as a distributor of Reynolds 
aluminum has been announced by 
Reynolds Metals Co, 
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Auto-Lite is world famous for = 
long life, performance and economy 


Around the world, more than 400 products of Auto-Lite are used day and 
night in cars, trucks, planes, boats and industry . . . convincing proof of the 
outstanding quality made possible by Auto-Lite advanced engineering and 
precision manufacturing. So to get the best in long life, in power and performance 


and in economy, it pays to insist on world famous Auto-Lite products. 


BATTERIES *« BUMPERS e FUEL PUMPS * HORNS e¢ GENERATORS ¢ LIGHTING UNITS 
SPEEDOMETERS @ SPEEDOMETER CABLE © SWITCHES ¢ STARTING MOTORS ® INSTRUMENTS 
& GAUGES ¢ IGNITION UNITS ¢ MOULDED PLASTICS ¢ WINDSHIELD WIPERS « WINDOW 
LIFTS © SEAT MOVING MECHANISMS e HUB CAPS ¢ WIRE & CABLE © SPARK PLUGS © METAL 


FABRICATED ASSEMBLIES © GRAY IRON CASTINGS © ZINC & ALUMINUM BASE DIE CASTINGS 








THE ELECTRIC AUTO-LITE COMPANY e TOLEDO 1, OHIO 
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Dealer 


Louis J. Herrmann, of the Sum- 

aoe Co, (Ford), Louis- 

has been named to the board 

of or the Metropolitan Sewer District 

by Mayor Andrew Broaddus, The 
term runs until July, 1956. 


* * * 


Alexander Names Herring 
William C. Herring has been ap- 
pointed manager of Alexander Mo- 
tors (Kaiser-Willys), 20837 Main St., 
Jacksonville, Fla. 
* * * 


K-W Deal for Herring 

Herring Motor Sales, Amarillo, 
Tex., has obtained a Kaiser- 
Willys franchise. Ralph White is 
manager. Be 


Harris-Sauer Gives $50 
To ‘Employes of The Year’ 

Harris-Sauer, Inc. (Ford), Erie, 
Pa., presented bonuses at its annual 
employes’ dinner. 

Two additional $50 bonuses were 
given to two individuals selected 
as “employes of the year.” They 
were Mrs. Bradley Smith, assistant 
office manager, and Mack Hersper- 
ger, head of the lubrication de- 
partment. 


* * * 


Truitt Recalls Hart 


Truitt Buick Co., Amarillo, Tex., 
has reorganized its service depart- 
ment and recalled Graham Hart as 
manager. 


+ 
Suppes Adds Body Shop 
Suppes Motor Sales Co., 101 Main 
St., Johnstown, Pa., has opened a 
new paint and body shop. 
* + * 


Wills Elected President 
Of Longmont Chamber 
Douglas Wills, vice-president of 
Wills-Hajek Chevrolet, Inc., Long- 
mont, Colo., has 
been elected pres- 
ident of the Long- 
mont Chamber of 
Commerce. 

Vice - president 
of the C. of C. last 
year, Wills was 
elected to the new 
position at a re- 
cent meeting of 
the chamber’s 
board of direc- 


tors. 
” * * 


Myner Names Harrison 
Paul B. Harrison has been ap- 
pointed service manager for Myner 
Motors (Studebaker), 1618 Marshall 
St., Shreveport, La. 
* * 


* 


Northrop Buys Mifflin 

Northrop Motor Co., Inc., Water- 
town, N. Y., has purchased the 
plant and showrooms of Mifflin 
Motor Co., Inc., and will use the 
property for its used-car oper- 
ations. 

* * 2 


Toronto Firm Switches 
National Motors, Ltd., 909-945 Bay 
St., Toronto, for 25 years a car and 
truck dealership, has received a 
Ford franchise. The company for- 
merly handled Dodge and DeSoto. 
= * - 


Churchills Sell Interests 


In N. D. Deals to Corwins 


Interests of the Churchill fam- 
ily in Corwin-Churchill Co, 
( - Plymouth), and Auto 
— Inc., Fargo, N. D., have 

been purchased by the Corwin 
family. Names of the firms will 
not be 

In 1952 the Corwins purchased 
the Churchill interests in Cor- 
win-Churchill Motors, Inc. 
(Chrysler - Plymouth), Bismarck, 

D. Purchasers in the latest 
transaction are Mr. and Mrs. 


~ Doba Gets Hudson Deal 
Ted Doba Auto Sales, 217 West- 
ern Ave., South Bend, has obtained 
_ @ Hudson franchise. Doba will con- 
_ tinue his used-car lot in connection 
- with the Hudson dealership. 
% * * 


Lewis Sells to Clark 

|. Lewis Motor Sales (Ford), Ba- 
tavia, O., has been sold to Douglas 
B: Bethel, O. A. H. Lewis and 
his two sons, Ralph and Paul, now 
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Doings 


plan to devote most of their time 
to their Gulf Oi] distributorship in 
Batavia. ale 


* 
McCulloch Shines 


New sales and service head- 
quarters have been opened in Red- 
wood City, Calif. by R. W. Mc- 
Culloch Co. (Studebaker). 


Smith Opens in Texas 
Smith Motor Imports has been 
opened at 1200 Broadway, San An- 
tonio, and will carry several makes 
of foreign cars. 
7 *- * 
Dippler Back at Rhodes 
A. L. Dippler has returned to 
J. E. Rhodes, Inc, (Lincoln-Mer- 
cury), Corpus Christi, Tex., as 
manager of the service department. 
a + * 


Thompson Chevrolet Moves 


Into New Jacksonville Home 


Gordon Thompson Chevrolet, 
Inc., has moved into its new head- 
quarters at 2600 Kings Ave., Jack- 
sonville, Fla. Gordon Thompson is 





president and owner, and Harry 
Herzog is sales director. 

The firm formerly was located at 
3404 Philli PS. 


Waits in New Home 
Roy Waits Motors, Inc. (Cadil- 
lac), has moved into its new home 
at 545 Meeting St., Charleston, S. C. 
The new plant includes three build- 
ings. 


Dominion Sales Bankrupt 
Dominion Motor Sales, Montreal, 
has filed bankruptcy papers, ac- 
cording to a public notice in 
Ottawa, 
* « * 


Huntsbarger Sells Deal 
W. H. Huntsbarger, owner of the 
Buick dealership in Dodge City, 
Kans., since 1950, has sold the firm 
to Glenn Burnett. 
* * 


* 


North State Chevrolet Moves 


To New Greensboro Site 
North State Chevrolet Co.,, 


| Greensboro, N. C., has moved into 


its new quarters, a few blocks from 
the present site. The new location 
has a large customer parking area 
plus ample space for displaying 
used cars and trucks, 

The modern air-conditioned 





Mien, ‘ 
/aVinfEND 


“Repeat after me—I, Joseph J. 
Peabody, swear I will not tamper 
with my car for the next 30 days.” 





building has a large show room, 
parts department, executive and 
staff offices, .customer’s lounge, 
large recreation room and a well- 
equipped shop. 

* * 2 


Alderman Adds Cadillac 


Alderman Motors (Oldsmobile), 
Meriden, Conn., has added a Cadil- 
lac franchise. President of the firm 
is Louis Alderman. 


Wiebe Gives Up Deal 


Dick Wiebe Nash Co., Hutching- 
son, Kans., relinquished its Nash 


car franchise as of Dec. 31. The 
firm is now known as Dick Wiebe, 
Inc., and is handling used cars, 
auto loans and insurance. 

* > 


Rosner Robbed of $410 


Burglars took $410 in cash and 
checks from the cash register of 
Rosner Motor Co., Louisburg, 
Kans., recently. Some valuable 
papers are also missing. The bur- 
glars gained entry by prying 
open the back door. 


7 
K-W Names Walters 


Walters Motor Co., 1318 Military, 
Columbus, Miss., has been named a 
Kaiser-Willys dealer. 

* * 


Olswanger Becomes Head 


Of Burbank Dealers 


The Burbank (Calif.) Automo- 
bile Dealers has elected 
Barney Olswanger as president. 

George Byrum, was named 
vice-president; Jack Idiart, secre- 
tary-treasurer, and Ernest Rothe 
and Joseph Phillips, directors, 

+ + . 


Garrett Sells Interest 
Lindsey Garrett has withdrawn 
from Garrett-Wilson, Inc. (Dodge- 
Plymouth), Nedina, O. 





immediate Delivery — Painting And 


Mounting 


Included — All Makes Re- 


painted At Special Prices To Dealers 


Protected Prices — Guar- 
anteed Profits — Promotion 
Materials Furnished Free 


Get The Facts! 


Mail to your nearest Fruehauf Branch or Truck Body Division, 
Fruehauf Trailer Company, Detroit 32, Michigan 


Please send me a Fruehauf 
Truck Body Catalog and 
Dealer Price List. 


Name 


Please have a Fruehauf sales- 
man call, with more infor- 
mation about extra profits. 








Company 
Address 





Over 500 Body Options 
At Low Prices — All Popu- 
lar Sizes And Door Choices 
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Cleveland U. C. Dealers Install Officers— 


Executives of the Cleveland Used Car Dealers Assn. for 1954 include (seated, from 
left), Morton Venig, president, and Harry Halpert, treasurer. Standing: John Chicker,| minded groups, 


vice-president; Irv Rubin, board chairman; Seymour Terrell, counsel, and Manny 
Weiser, secretary. 


Ky. Road Take Grows 
Net collections of $2,058,750 for 
the Kentucky road fund were re- 
ported by the State’s Department 


of Motor Transportation during the 
last fiscal year. According to a 
State official, this was an increase 
of $51,410 over the preceding fiscal 
period. 





Highways & Safety... 


Eyes Focus on Youths 
In Good-Driver Quest 


By Gerhardt Neumann 
Staff Writer 

HIS column has to do with kids 
and what is being done at 
present by dealers, clubs and other 
organizations to 
make them safe- 

ty-conscious. 

It is generally 
agreed that the 
surest way to 
safety is through 
a thorough train- 


MATIONAL SAFETY 
cCOuNciL’s 


ing program for 47 

the youth of Am- AYyTOMOTIVE 

erica. Many civic- NEWS 
a we 


concerned about 
the slaughter ‘on 
the highways, are now trying to do 
something about the situation. 

In Twin Falls, Id., for instance, 
the Junior Chamber of Commerce 
has initiated a campaign which 
promises a $5 award each week 





to the most courteous driver. 
Other features include safety 
patrol appreciation, painting 
pedestrian cross walks and a 
light-a-bumper drive. 

Among those participating in the 
program are Henry Wills, of Wills 
Motor Co., president of the Jay- 
cees; LeRoy Kienzle, Twin Falls 
Motor; Dale Ghan, Barnard Auto; 
Robert Wills, Wills Motor; Roy 
Jesser, Willys, and Roy Small, Ma- 
gel Auto. 

* + * 
ig NEW York, the Highway Cour- 
tesy Club has opened an essay 
contest for college and university 
students, who are invited to make 
suggestions on safety measures. 

The organization, which holds 
rallies at universities asking stu- 
dents to pledge adherence to traffic 
laws and courtesy, reports that in 
the year of its existence no acci- 
dent was reported by its members 


N EXTRA PROFIT would look mighty good on your books at the end of 1954 
wouldn't it? Did you know that by selling Fruehauf Truck Bodies to your truck 
chassis customers, your organization can realize a tidy additional income every year? 


‘Truck dealers, and no one else, receive a special, lower price on Fruehauf Truck 


Truck Body Division 


FRUEHAUF TRAILER COMPANY 


DETROIT 32, MICHIGAN 


Bodies — a protected price that means a guaranteed profit on every sale. And because 
the retail price is so low, too, you can expect the full price, and your full profit, on 
every sale. Fruehauf does the mounting and painting at no extra cost, and offers a 
choice of 500 body features. It’s a decided advantage to you to be able to give your 
chassis customers this convenient extra service, right from your own salesroom. 


All displays, literature, and promotion materials are furnished free. Fruechauf 
Truck Bodies are easy to sell, because they’re low in price, high in quality, and fully 
backed by Fruehauf. Why. let this extra profit slip by, especially as competition 
increases? Send in now for the Dealer Price List and illustrated Truck Body Catalog. 





— nearly 6,000 students attending 
schools on the eastern seaboard, 
Next spring will see a unique 
police-sponsored driver training 
program for youngsters between 
12 and 15 in Bellingham, Wash. 
Local garages, in cooperation 
with other businesses, will build 20 
miniature motor vehicles, and the 
driving range will be complete with 
driving hazards, traffic lights, sig- 
nals and other real-to-life features. 

Bellingham police got the idea by 
noticing that youngsters were 
“making believe” at driving. Offi- 
cials of the Automobile Club of 
Washington have expressed the 
opinion that the program may start 
a new “trend in the training of 
drivers.” 

* + * 

- ALBUQUERQUE, N.M., a ju- 

venile traffic school was opened 
last month for youthful traffic vio- 
lators. The school it attended by 48 
students and runs a two-hour, five- 
week course sponsored by Juvenile 
Court Judge Edwin L. Swope and 
Assistant Probation Officer Paul W. 
Salazer. 

Police say that a drop in teen- 
age traffic violations has been no- 
ticed since inauguration of the 
school, In the first half of 1953, 
juveniles accounted for 28.6 per- 
cent of the county’s auto fatal- 
ities, according to Salazer, while 
they numbered 4.88 percent of all 
drivers, 


The AllState Insurance Co. of 
Canada is offering a different kind 
of inducement to youngsters. The 
firm promises discounts up to 15 
percent to Canadian motorists un- 
der the age of 25, provided they 
have completed successfully a high 
school driver training course. 


The plan determines discounts by 
the number of hours of classroom 
and practice instruction received by 
the driver. 
| +. + 
THE Manchester (Mich.) High 
School, in cooperation with the 
Farm Journal, last year staged an 
economy run for high school 
drivers, which met with great suc- 
cess. 


The 109-mile course ran over 
concrete, gravel and dirt roads. 
The time limit was 3% hours. The 
winner’s ton-mile figure was 49.4. 
In that first race, 17 boys and 
| girls discovered what a car will do 
when it is treated right. 


However, there is a sequel to the 
story. After the contest, requests 





~|for the mimeographed instruction 


manuel poured in by the hundreds. 
They came from students, driving 
instructors, policemen, 4-H groups 
and county agents. One came from 
Australia. Sixty communities wrote, 
saying they were planning similar 
races. 


Bill Requiring 
Car Inspection 
Introduced in N. Y. 


Legislation requiring semi-annual 
inspection of motor vehicles at 
state - operated inspection stations 
was introduced last week in the 
New York Legislature. 

According to a New York Times 
report, principal opposition to ear- 
lier bills of the same type has come 
from the New York State Automo- 
bile Dealers Assn., which advocated 
inspection at private garages li- 
censed by the state. 

Observers say that uncertainty as 
to the outcome of Gov. Thomas 
Dewey’s proposal of compulsory 
auto liability insurance and some 
reservations on the part of Dewey 
on the inspection setup are cloud- 
ing prospects for passage of the 
bill. 

Dewey’s main objection is that 
state stations would add more than 
1,500 employes to the public payroll, 
but he believes that private stations 
may lead to serious problems with 
regard to the independence of their 
judgment. = 


N. Y. Bill Seeks Highway 


From Albany to Canada 


A superhighway through north- 
eastern New York was proposed in 
a bill introduced by Assemblyman 
James A. Fitzpatrick. 

The highway would connect with 
the state thruway near Albany and 
extend north to the Canadian 
border. 
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Citations for Studebaker Dealers— 


Four Studebaker dealers in the Kansas City area recently received 15-year plaques. 
Dealers in front row are (from left), Ned Carnes, St. Joseph, Mo.; Marvin Kritzler, 
Kansas City, and his father, Sam. Back row: Otto Baker, St. Joseph; A. J. Van 
Hecke, regional manager; Karl Schrey, Leavenworth, Kans.; Winfield Bennette, Hig- 
ginsville, Mo.; Robert A. Armacost, NADA president, and Max €. Earhart, district 


manager. 





Dempsey Moving to Tampa : 


R. L. Dempsey, Bartow (Fla.) | missionor because he will be mov- 
automobile dealer, has submitted |ing soon to Tampa, Fila. to open 


FOB FACTORY 
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‘Skin Panels’ Replace 


Costly Hammerforms 


8 hee dang going to hear a lot of talk in the auto industry 


about “skin panels.” 


They’re not brand new, having been used for several 


years. Skin 
of fenders, 

Skin panels can be made 
up quickly. They can be 
painted. They can be handled. 
They can be assembled as single 
parts. They have nearly 100 uses 
today — and the number is still 
growing. 

Before plastics came into the pic- 
ture, the industry relied largely on 
hammerforms for engineering and 
production planning. Before a ham- 
merform could be made, an expen- 
sive wood model was required. 
Hammering the metal part over a 
wood form required considerable 
skill. Many man-hours were needed. 

Sometimes the steel split and 


anels came in with 
jumpers, doors and 


tapers They’re prototypes 
y stampings. 


tore, requiring welding and ex- 
tensive metal finishing in addi- 
tion to forming. Parts having 
complex curves were expensive to 
form out of metal. If duplicates 
were required, they cost almost 
as much as the original; and they 
took just about as much time, 
The introduction of plastics has 
changed this. Skin panels are being 
made nowadays from inexpensive 
plaster or plastic models. Glass 
cloth, impregnated with resin, is 
laid up over the model. The job 
takes only a few hours. The skin 
panel is accurate, often more ac- 








his resignation as a City Com-' an automobile dealership there. 
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Proceed with 
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SHOCK ABSORBERS 











curate than a hammerform, It i: 
light and can be easily handled. 


Duplicates can be made quickly; 
and easily. These prototype parts 
can be shipped to suppliers or tc 
assembly plants. The boss usually 
has one on his desk as he talks tc 
his men about new-model problems 

. o * 


A Growing List 
y= are some of the growing 

list of uses for skin panels: Die 
makers use skin panels in planning 
their dies. By tipping the skin panel 
into various positions, the parting 
line of the die can be accurately 
visualized. Die stages can be worked 
out. Kickout pins for the new dies 
and plans for automating the oper- 
ation can be visualized 

The entire stamping operation 
—from blanking to forming, re- 
strike and trim can be worked 
out, working from a plastic model. 
It is no longer necessary to work 
entirely from engineering draw- 
ings, trusting the shop man will 
fully understand. 

This is only the beginning of the 
growing: usefulness of skin panels. 
Materials handling experts also use 
them. They are used to plan and 
test conveyor hooks. They check 
conveyor clearances. 

If there is any doubt about mov- 
ing a part through a certain tank 
or spray booth, the prototype is 
taken to the critical location and 
tested. 

= a * 


Bumpers, Too 


_ cleaning and paint-spray 
departments also use proto- 
types extensively to check materials 
flow and to plan cleaning and 
painting operations. 

Prototypes are especially use- 
ful for auto parts like bumpers 
which are large, heavy and un- 
wieldy in addition to being diffi- 
cult to make in metal Skin 
panels of bumpers are often seen 
in Detroit auto plants today; 
everybody from the steel buyer to 
the plating engineer may be 
found using them, 

Skin panels can be painted, if 
desired. One of the interesting new 
developments is a special paint that 
simulates chromium plating very 
effectively. This paint is used on 
new models that are being shown 
to top automotive brass. 

The plated finish is not perma- 
nent. It fades in a few hours, but 
is quite satisfactory for the brief 
period of the showing. 

o t s 


Mobile 3-D Theater 


Used by Tool Firm 


CINCINNATI.—Cincinnati Lathe 
& Tool Co. is using what it be- 
lieves to be the first mobile three- 
dimension movie “theater” in the 
world in its campaign for replace- 
ment of obsolescent metalworking 
machine tools. 

The interior of a display coach, 
built specially for the company, 
holds 3-D projection equipment, 
and a screen and seats for an audi- 
ence of eight. The coach also con- 
tains operating machine tools and 
other exhibits. 


* * * 


New Welding Electrode 


Said to Double Speed 


NEW YORK. — Air Reduction 
Sales Co. has announced the avail- 
ability of a welding electrode, Easy- 
arc 12, for welding mild steel at 
speeds it says doubles those ob- 
tained with conventional electrodes. 


The increase in speed is achieved 
through the addition of a large 
amount of powdered metal to the 


| electrode coating. The powdered 


metal changes the arc action so 


|that welds can be made by drag- 


ging the electrode in contact with 
the plate. Because the metal 
powder becomes part of the weld 
bead, faster welding is achieved. 

For details, request a copy of 
bulletin ADC 650 from Air Re- 
duction Sales Co., 60 E, Forty- 
Second St., New York 17, N. Y. 

- + * 
Cars Using Supco ‘88’ 

NEW YORK —Henry Ehbrens, 
president of Sealed Unit Parts Co., 
Inc., of New York, reports that 
Supco “88” oil is now being used 
with great success in automobiles 
and other machines. This friction- 
reducing oil additive was originally 
designed for the refrigeration and 
air-conditioning industries. 
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Merchandising 


Memos to Dealers 





- THE door of opportunity still 
open in the retail end of the 
auto business? 

Dealers have made such a 
heavy investment in buildings 
and equipment in the postwar 
period that we wondered if there 
is still opportunities for outstand- 
ing salesmen to work their way 
upward to ownership of dealer- 
ships. 

This problem was put to Ivan 
Wiles, general manager of Buick 
and one of the most sales-minded 
top auto men in the business. 

a e . 


Still a Chance 


ES maintained that oppor- 
tunity has been kept alive. 
Here is his arithmetic: 


A deal involves an investment 
of about $850 per car of the con- 
tract, Thus, a 100-car deal would 
involve $35,000, of which GM 
Holding, if the applicant met re- 
quirements, would put up $28,000. 

If the salesman were the type 
who would make a good dealer, it 


2 Regions Added 
As GMC Alters 
Field Sales Setup 


PONTIAC.—Creation of two ad- 
ditional national regions and a re- 
alignment of personnel in GMC 
Truck & Coach’s 
field sales organ- 
ization have been 
announced by R. 
Cc. Woodhouse, 
general truck 
sales manager. 

GMC has di- 
vided the country 
into four regions, 
replacing the for- 
mer _ two-region 
system, Wood- 
house said. 

Promoted under the new setup 
were J. E. Singer, formerly zone 
manager of the Memphis zone and 
now southern regional manager at 
Memphis, and G. W. Sheldon, for- 
merly Oakland (Calif.) zone man- 
ager, and now western regional 
manager at Oakland. 


W. L. Vande Water remains 
eastern regional manager in charge 
of an area which has been reduced 
in size by creation of the southern 
region. J. M. Gilroy, formerly west- 
ern regional manager, becomes 
manager of the new central region. 
Both will make their headquarters 
at the home office in Pontiac. 


Woodhouse announced the ap- 
pointment of Leonard W. Beck, 
former zone manager in Cincinnati, 
as administrative assistant to the 
general truck sales manager in the 
home office, replacing Harold Cross, 
who becomes manager in Kansas 
City. 

J. B. Mosely jr., former Kansas 
City zone manager, has been trans- 
ferred to Atlanta as zone manager, 
replacing H. J. Wasson, who plans 
to retire in the spring. 

Other appointments include: 

J. R. Clements, former manager 
of the GMC retail store in Los 
Angeles, promoted to zone manager 
for Oakland. 

Robert H. Gervin, former assist- 
ant zone manager in Memphis, pro- 
moted to zone manager. 

Hugh F. Huggin, former assist- 
ant zone manager in Cincinnati, 
elevated to zone manager. 


G. S. Equipment Formed 


CLEVELAND. — A new corpo- 
ration, G. S. Equipment Co., 5317 
St. Clair Ave., has been organized 
to serve the metal-finishing in- 
dustry with new equipment of its 
own design and manufacture, ac- 
cording to T. R. Gill, vice-president 
and general manager. It was 


J. E, Singer 


organized by officers and directors 
of General Supply Co., and will 
take over equipment sales former- 
ly handled by that firm. 


By Bob Finlay 


would not be too great a task for 
him to save the $7,000 he would 
be required to put up on his own. 

* * . 


Not So High 

“q)F COURSE,” Wiles said, “he 
would not be able to make $500 

a car as was common in the earlier 

postwar years. But he could make 









cover sales for you! 















Display Ideas 
4-Color Display Cards 
Radio Scripts 


Newspaper Ad Mats 







Envelope Stuffers 
Ad Layouts 


LOOK AT THE SALES 
AIDS YOU GET FREE 


The most colorful, most complete 
promotion kit ever developed in the 
field — all aimed at bigger seat 


4-Color Window Streamers 


4-Color National Ad Reprints 
Colorful FESTIVAL Pennants 


$100 a car, which would give him 
$10,000 a year plus his salary. 
“And that’s not bad for a sales; 
man working his way up.” 
But what about the big deals? 
we asked. The cases where 


Wiles contended that in the cases 
which he knew about where dealers 
had put up such buildings, the 
dealers had reached a point where 
they had to take out profits in 
dividends. If they did that, they 
would see the profits eaten up by 
taxes, So they put the money into 
buildings instead. 

+ 


* * 
Tougher Job 
oo of the big dealers are leav- 
ing the business, however. How 
are they going to be replaced? 


“That’s a tougher job,” said 


Wiles. “We haven’t had too much 


Meet Betty Bolta!— 
the girl who will tell 


a million car owners about... 
















Boltaflex. 






RETAILERS: Please send me complete details on the 1954 Boltaflex 
Auto Seat Cover Festival, plus free sales aid kit. 
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Last year’s Festival was so successful we’re expand- 
ing it! We’re cooperating with leading seat cover 
manufacturers to help you sell even more covers 
during April, May and June. 

The kickoff is a full color Boltaflex ad in April 
HOLIDAY, supported by other Boltaflex 4-color ads 
in LADIES’ HOME JOURNAL, BETTER HOMES & GARDENS, 
WOMAN’S DAY ... total circulation 12 million! 


And this year we have a star attraction .. . Betty 
Bolta. She’s the personal advisor to millions of 
.. the gals behind the guys 
who buy. She’ll be appearing in every Bolta ad from 
now on helping you sell seat covers trimmed with 


American housewives . 


Mail the coupon today for complete details on the 
new Festival. Or contact your suppliers. Tell them 
you want to promote Boltaflex ...the best known 
name in seat cover plastics. 


BOLTA, Box 412, Lawrence, Massachusetts 


trouble so far, since we are taking 
dealers from other lines. But it 
may mean a trend in the direction 
of smaller deals.” 


Wiles said that most of the Buick 
deals aren’t too large. For instance, 
in the Chicago area, Buick has 35 
deals, but most of them range from 
400 to 600 cars a year. 


Wiles conceded that many 
dealers will go out of business, but 
he added: 

“Some of them should go out 
of business. They came in during 
an unrealistic period and are not 
able to compete.” 

Some dealers, too, Wiles said, 
would like to see a cartel in the 
auto business, with supply always 
just a little under demand. But, 
he said, normally the auto business 
is one in which supply is ahead of 
demand, and dealers and makers 
have to promote business. 















500 GMC Diesels Sold 
To Riss Trucking Firm 
Inc., of 


nounced last week by Philip J. 
Monaghan, general manager of 
the division. 

It is one of the largest 
purchases of such highway equip- 
ment on record. 

The units are GMC cab-over- 
engine, tandem-axle models, with 
sleeper cab, powered by six- 
cylinder, 200-horsepower diesel 
engines capable of hauling 70,- 
000 pounds, gross combination 
weight. The GMC model desig- 
nation is DFT922-67. 
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MANUFACTURERS: Please send me full details on the Festival pro- 
motion designed to sell my seat covers trimmed with Boltaflex. 
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Truck Dealers Laud Body Show 


(Continued from Page 17) 


from coast to coast and from 
Michigan to Texas. 

The show and the survey pointed 
up several other factors about the 
business as it stands today—factors 
which should be given considerable 
thought and study. Some of these 
can be worked on now while others 
can not be given too much atten- 
tion until another NADA conven- 
tion rolls around. 

One thing that stood out boldly 
was how few dealers knew what 
truck equipment and bodies were 
available to them and how they 
could capitalize on working with 
the distributor. A great many know 
that their truck sales managers and 
salesmen did not know these things 
either. More than one exhibitor 
heard truck dealers say, “When 
your distributor or your salesman 
comes to see me have him make 
sure he sees me and not my men.” 

* - . 

T IS evident that considerable 

schooling must be made avail- 
able to dealers and their salesmen 
by the truck factories or by the 
factories of both vehicles and equip- 
ment if the customer is going to 
get the type of body and truck that 
best fits his needs. 

This will be particularly érue 
now that the industry is turning 
to high-compression engines, 








Auto Transporters 
Donate Funds for 


Six Scholarships 


WASHINGTON.— The National 
Automobile Transporters Assn., in 
cooperation with the national com- 
mittee on education of the Ameri- 
ean Trucking Assns., has contrib- 
uted funds to provide six $500 
transportation scholarships. 

NATA announced that the schol- 
‘arships would be awarded at the 


University of Tennessee to students |: 


in the field of transportation and 
motor transportation. The school’s 
curriculum recently was indorsed 
by the ATA education committee. 

Forrest E. Wolverton, of Buffalo, 
NATA’s chairman of the board, 
and Richard E. Beiser, of Detroit, 
NATA general manager, said the 
$3,000 fund would be known as 
the Scholarship Program of the 
National Automobile Transporters 


Assn. 

The NATA board of directors, 
they said, voted to name one of 
the awards the “Walter F. Carey 
Scholarship,” in honor of the past 
chairman of the NATA board and 
present board chairman of ATA. 

Contributors to the fund are 
Automobile Carriers, Inc., Flint; 
Bolin Driveaway Co., Cleveland; F. 
J. Boutell Driveaway Co., Flint; 
Fleet Carrier Corp., New York, 
and the M. & G. Convoy, Co., Buf- 
falo. 


Harvey Aluminum 


Offers New Alloy 


TORRANCE, Calif—A new gen- 
eral-purpose aluminum alloy cre- 
ated by Harvey Aluminum is ex- 
pected to provide important struc- 
tural cost and weight saving for 
the truck and trailer industry. 

Called 66S, the alloy bridges the 
gap between the lower strength of 
61S alloy and the higher strength 
and more expensive 24S and 14S 
alloys, a Harvey spokesman said. 

He said yield strength of 66S is | 
similar to 24S, while fabricating 
characteristics and corrosion re- | 
sistance are practically identical 
with #18. 





Auto Framepert Grou P 


Admits Mexico Firm 


DETROIT.—The National Auto- 
mobile Transporters Assn. has be- 
come international in character 
with the admission of a Mexican 
automobile transport firm to mem- 
bership, according to Richard E. 
Beiser, general manager. 

The firm is Transportes De Auto- | 
moviles, Mexico City, Mexico, headed | 
by James R. Stratton, a former | 
U.S. trucking executive. | 


automatic transmissions and the 
other new engineered aids to 
transportation. 

An example of a highly special 
body exhibited in this show was one 
with a lifting tail gate and racks on 
the platform to haul compressed- 
gas containers. This body could also 
be adapted to handling barrels that 
have to be kept in an upright posi- 
tion. 

Another unit lifts its trailing 
third axle when greater traction is 





New 6-Page Folder Shows 


Autocar as ‘Brute’ of Trade 


ARDMORE, Pa.—In a six - page 
folder aimed at the construction in- 
dustry, the Autocar division of 
White Motor Co. brags about the 
“brutes” it builds for the field. 

Autocar is sending the folder to 
a select list of customers and pros- 
pects and will distribute them 
through its branches and factory 
dealers. 


rogreseive Engineering 


Progressive Engineering is a watchword at 
Delco-Remy. It is a state of mind . 


needed on the driving axle. Yet, the 
unit serves every purpose of a third 
axle, as far as state laws are con- 
cerned. ; 
: * * 

ADA itself faces a decision that 
will have to be made soon. If 
it goes ahead with the truck equip- 
ment show for Chicago next year 
it will have to select a place for the 
show, where the clinics can be held 
as well—a place which will have 
sufficient space for a representative 
showing of truck bodies and equip- 
ment. 

From every indication at the 
Miami show, Chicago will be a 


-— 


| really good show and can be made 


one that will have full vehicle fac- 
tory cooperation. 

Chicago is centrally located, so 
more dealers should be able to af- 
ord to bring their truck men to the 
showing for one or two days. The 
coming Chicago show could be the 
real start in a wide truck-trade co- 
operative event, educational as well 
|as promotional, 
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Engineers See ‘Truck of the Future'— 


The Octo X Quad, produced as an experimental model by the Timken-Detroit axle 
division of Rockwell Spring & Axle Co. and introduced at the recent annual meeting 
of the Society of Automotive Engineers in Detroit as a “design of the future,” is a 
transit-mix type vehicle, but its construction can be adapted to other truck types, 
according to F. W. Parker jr., executive vice-president. Main feature of the vehicle, 
Parker said, is better weight distribution. The truck can carry about 50,000 pounds, 
gross vehicle weight, while comparable vehicles with single-drive axle can carry only 
40,000 pounds, he said. The front axles are Timken FD-900 or FE- 900, and the rear 
tandem-drive axle unit is a Model SLDD. The cab-over-engine design features steering 
on both the two front axles. 


INSULATED BRUSH HOLDER 











End view of Delco-Remy extruded-frame generator 


ing at Delco-Remy results in continually 


-+- an improved products and continually im- 


AUTOMOTIVE, 


eternal dissatisfaction with “‘good enough.” 
Progressive Engineering at Delco-Remy 
would include a group of men working on a 
formal assignment . a group of men 
discussing a problem informally at lunch or 
riding home together after working hours. 
It would also include the germ of an idea iri 
the mind of one man . . . an idea that might 
formulate itself during—or outside of— 
normal working hours. 


One thing is certain: Progressive Engineer- 


TRACTOR AND MARINE 


proved processes for making them. 


A recent example of Progressive Engineering 
at Delco-Remy is the extruded-frame gen- 
erator illustrated here. The steel frame for 
this generator is finish-formed by extrusion, 
which produces a smooth interior of uni- 
formly close tolerances. The new, more 
perfectly round frame makes possible a 
number of new design features that give this 
generator quieter, better all-around per- 
formance in every application. 


ELECTRICAL 





EQUIPMENT 


A 








thers Show Advances... 


' Truck Makers Offer 
23 All-New Models 


(Continued from Page 17) 


is rated at 14,500 to 16,000 GVW. 
Four-speed transmissions are of- 


fered as standard equipment, but | 


a five-speed unit with overdrive 
is listed as extra equipment. Two 
axles of 13,000 pounds with ratios 
to match the transmissions are 
offered. 

The J8 also has the 133-horse- 


power engine, but is rated at 14,500 | 
to 17,500 GVW. A five-speed trans- | 


mission is standard equipment, and 
five-speed with overdrive is option- 
al. Two axles of 13,500 pounds are 
offered. 


For the 19,000 GVW class, the 
K8 Dodge offers the 133-horse- 
power engine with five-speed trans- 
mission (direct constant mesh or 
overdrive) with a choice of two 


} 
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15,000-pound axles 
ratios. 

Within the same general GVW 
rating, the R8 model, with the 
153-horsepower engine (268 maxi- 
mum gross torque), is offered. 
Two five-speed constant mesh 


in different 


| transmissions — one with over- 


drive—are available, and are 
matched with two axles of 15,500- 
pound capacity. 

With the 172-horsepower engine 
(294 maximum gross _ torque), 
Dodge offers the T8 and the V8. For 
GVW rating of 20,000 to 22,000, the 
T8 uses two five-speed trans- 
missions—one with overdrive—with 
a choice of two axle ratios in the 
17,500 pound class. 

The V8 truck, with a 24,000 GVW 
rating, is offered with two five- 








Wis. Police Send Out ‘Triple Threat’ — 


A new International Traveall has been delivered to Eau Claire (Wis.) police who 
termed the car a “triple threat.’ The model A-110 is equipped to serve as ambulance, 
mobile prison and cruiser. Wide doors, steps and grab bars simplify access from the 
rear. 





speed transmissions and two axles carry gross combination weights 
of 19,500 pound capacity. | from 42,000 to 60,000 pounds within 
* * *# |legal road limits. 

ORD division has introduced The T-700 model is available 
four new models for this year—| with two engines—the 138-horse- 
the T-700, T-800, C-700 and C-900. power Power King V-8 (220 
The “T” series trucks are units; torque rating at 1,900-2,400 revo- 
equipped with tandem axles. The| lutions per minute), or the 152- 
two new models in the T series will horsepower Cargo King V-8 (246 





Makec the Difference 


FEATURES THAT GIVE A DELCO-REMY GENERATOR 
ITS OUTSTANDING PERFORMANCE! 
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Cross-section of Delco-Remy extruded-frame generator 


One of the important new features is the 
mounting of the brush holders directly to the 
frame inside the extruded section. This stur- 
dier internal mounting simplifies internal 
wiring and commutator-end frame assembly. 
Important, too, is improved lubrication. 
The new design provides controlled flow of 
oil to all bearing surfaces to assure exception- 


ally long 
example 
it under 


Look to 


periods of trouble-free operation. 


The extruded frame generator is only one 


of Progressive Engineering at 


Delco-Remy. You'll find other evidences of 


the hoods of a majority of the 


nation’s cars, trucks, buses and tractors. 


Delco-Remy for continuing im- 


provements in automotive electrical systems. 


Delco-Remy 


DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 


AUTOMOTIVE, 





TRACTOR AND MARINE ELECTRICAL EQUIPMENT 


1,800-2,400 rpm). 
tandem heavy - 
hypoid units. 
is listed at 


H 


at 
are 
mum GVW 


| 


single-speed, spiral bevel unit. Max- 
imum GVW is 40,000 pounds, and 
the truck will accommodate gross 
combination weights as high as 
60,000 pounds. 7 


HE “C” series units are cab- 

forward trucks. Cab - forward 
models are especially useful in 
shortening overall lengths to meet 
legal limits in over-the-road haul- 
ing. 

eThe C-700 model is powered 
with the 138-horsepower engine, 
and is rated at 19,500 pounds 
maximum GVW. Rear axle is a 
full-floating hypoid unit, with 
15,000 pound capacity. Five-speed 
overdrive and five-speed direct 
transmissi 


ons are available as 
optional equipment, and four- 
speed transmissions are 


equipment. 

The C-900 is the largest of the 
cab forward trucks, powered by 
the 170-horsepower engine rated 
at 27,000 pounds maximum GVW. 
Gross combination weights go as 
high as 55,000 pounds. 

The rear axle is a spiral bevel 
type, full floating with a capacity 
of 21,000 pounds. Heavy-duty five- 
speed direct transmissions are 
standard, and a five-speed unit with 
overdrive is available as optional 
equipment. 

* = 

MC Truck and Coach division 

listed three new models for 
1954—a two-ton model, 350-27, and 
two new cab-over-engine models, 
| F'W620-42 and DFW620-47. 
| The 350-24 model is powered 

(Continued on Page 28, Col. 3) 


Kentucky Orders 
Truckers to Set 
New Rate Scale 


FRANKFORT, Ky. — Kentucky 
truckers have been ordered to 
adopt a new uniform scale of 
freight rates, effective March 15, 
by John M. Kinnaird, motor trans- 
portation commissioner. 

Kinnaird’s order requires intra- 
state truckers te adopt a national 
rate scale almost identical to the 
national rail-freight scale, except 
that short-haul truckers will have 
a 10 percent advantage. 

The result of the order is that 
| all local truckers in the state will 
| be able to ship cheaper within an 
80-mile radius than can railroads 
| and out-of-state trucking firms. 

In the past, Kentucky truckers 
have more or less established their 
own rates. The result, said Kin- 
naird, has been a “patchwork 
system” of rates. His new order, 
he said, is an effort to bring about 
| uniformity and remove many dis- 
criminations apparent under the 
old system. 
| The new order provides special, 
|low rates for transportation of 
such family-use commodities as 
|canned goods, clothing, farm 


| implements, livestock feed, ferti- 
lizer, stoves and tools. 








Cab Heater— 


Two new truck cab heater-ventilators 
|for the 1954 Diamond T models have 
| been developed: by Evans Products Co., 
| Plymouth, Mich. The heater, which can 
|be used either as a combination fresh 
air and recirculating heater or as a 
standard heater, is said to be the largest 
in regular production. Shown is the Tilt 
Cab model which has a 25,000 BTU out- 
put. The other model, g modification of 
the Evans ED-75 heater, is used in con- 
ventional truck cabs and has an output 
of 17,800 BTU. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Richmond, Va. 

Sales of both new and used cars 
in Richmond were far greater in 
1953 than in the previous year, ac- 
cording to the Chamber of m- 


compared with 28,411 a year ear- 
lier. 


Used-car sales in December were 
2,024, an increase over the year- 
earlier figure of 1,987. New-car 
sales, however, fell to 692, compared 
with 761 for the same period of 
1952.—(T. D. Eaton.) 


Cleveland 


New-car sales in Cleveland for 
the week ended Jan. 16 were 1,049, 
slightly above the previous week 
but under the same week of 1953. 

Used-car sales were up. The turn- 


wherever you turn you'll 


Actual counts at key highway points all over the nation 
show more trucks use Signal-Stat directional signals than 
all other makes combined. Check and see for yourself. 


Ask Akers, or almost any operator and you'll find they insist on 
Signal-Stat. They know the best investment—for safety wherever 
they turn—is superior Signal-Stat rimless lamps and dependable 


Signal-Stat Switches. 


Signal-Stat Class A—Type 1 Lamps are available in King Size 
(SIGSTAT) or Regular (ACRYSTAT). Both sizes are identical 


over was 1,115, compared with 1,078 
for the same week a year earlier. 

The Federal Reserve Bank noted 
that January sales so far have been 
moderately under the correspond- 
ing weeks of the past three years.— 
(Sanford Markey.) 

aa 


* * 


Omaha 
By the narrow margin of 25 cars, 
Ford topped Chevrolet when Omaha 
sales figures for the year 1953 were 
released last week. 
Ford sold 3,239 cars and Chevro- 


let, 3,214. 

Of the total 14,354 cars sold dur- 
ing the year, turnover of other 
makes was as follows: 


Plym 1,400; 1,240; 
Pontiac, 1,149; 847; 
Mercury, 707; Studebaker, 353; 


Dodge, 351; Cadillac, $316; Chrys- 
ler, 315; Nash, 273; DeSoto, 252; 
Packard, 202; Hudson, 144; Lin- 


127; Willys, 74; Henry J, 64; 
even th, and edieelameeen, o. 


New-truck sales during the year 
totaled 2,116. The market was split 
as follows: Chevrolet, 641; Interna- 
tional, 547; Ford, 510; GMC, 217; 
White, 57; Dodge, 49; Studebaker, 
21; Willys, 16; Mack, 16; Diamond 
T, 16, and miscellaneous, 26. — 
(Arthur R. Oleson.) 


Fort Worth 

New-car sales in Fort Worth dur- 
ing 1953 totaled 13,393, 

Ford was far in front for the 
year, selling 3,876 units, compared 
with 3,152 for Chevrolet. Plymouth 
nosed out Buick for third place, 
1,062 to 1,041. 

Other sales for the — were: 
Oldsmobile, 873; Pont os 742; 


ler, 182; DeSoto, 182; Packard, 


for Satoty's Sake... 


in quality—differ only in size and price. 


Approved and legal in all 48 States 
and the District of Columbia 





119; Nash, 104; Lincoln, 73; 
Willys, 47; 46; Henry J, 
8; Kaiser, 3, and 2. 

The new-truck total of 2,223 sales 
broke down as follows: Chevrolet, 
940; Ford, 729; International, 228; 
Dodge, 104; GMC, 99; White, 49; 
Diamond T, 29; Studebaker, 19; 
Willys, 7; Divco, 5; Federal, 5; 
Mack, 4; Reo, 2, and miscellaneous, 
3.—(Ruby Fenogiio.) 

a > 


New Orleans 


December new-car sales in New 
Orleans were the highest of any 
single month in 1953, with a total 
registration of 1,903. It also marked 
the best month for unauthorized 
outlets with 192 titled cars. Fran- 
chised dealers delivered 1,711. 

The December figure was 578 bet- 
ter than November and 144 over the 
corresponding period of last year. 
December was the best month since 
June, 1950, when 1,971 units were 

red 


Truck sales amounted to 128 in 
December as compared with 297 in 
November. 

Individual makes sold through 
authorized dealers were: Ford, 511; 
Chevrolet, 329; Plymouth, 185; 
Buick, 110; Mercury, 108; Stude- 
baker, 84; Pontiac, 78; Oldsmobile, 





see Signal-Stats! 


AKERS MOTOR LINES, INC. 
GASTONIA, N. C. say: 


“We use Signal-Stat practically 100% 





FOR COMMERCIAL 


on our over-the-road equipment. All 
turn signals we have to replace on ve- 
hicles not already equipped with Signal- 
Stat, we replace with Signal-Stat.” 


Signal-Stat 


LHE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 






VEHICLES 


SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11, N.Y. 











75; DeSoto, 46; Chrysler, 44; Dodge, 
44; Cadillac, 35; Nash, 16; Packard, 
14; Hudson, 11; Lincoln, 9; Willys. 
3, and miscellaneous, 9. 

Individual makes sold through 
unauthorized outlets were: Chevro- 
let, 126; Plymouth, 19; Buick, 12; 
Pontiac, 7; Ford, 6; Dodge, 6; Olds- 
mobile, 4; DeSoto, 4; Cadillac, 4; 
Willys, 2; Packard, 1; Mercury, 1. 

Individual truck sales were: Ford 
50; Chevrolet, 44; International, 11; 
Dodge, 10; GMC, 5; White, 3; Stude- 
baker, 2; Diamond T, 2, and Willys, 
1.—(Gordon Hebert.) 


Connecticut 


New-car sales in Connecticut 
during 1953 were estimated at 88,884, 
compared with 63,005 sales in 1952. 


The used-car market in the 
state offers many late-model ve- 
hicles at suddenly-lowered prices. 
There seems to be a definite tight- 
ening of credit restrictions on 
used-car loans, 


One large dealer says money 
lenders usually demand at least 
one-third down and will finance 
only late-model units, 


He added that the state’s financial 
and liability insurance rates are so 
high that they discourage many 
would-be buyers in the moderate- 
price class.— (Thomas Marks.) 

- * 


Amarillo, Tex. 


New-car sales in Amarillo last 
week totaled 75, compared with 81 
in the previous week. 


Ford again was the leader with 
20 sales, compared with 15 for 
Chevrolet. Buick was third, with 
11, and Pontiac, with 9, was 
fourth. 


Mercury, with 6, was fifth, while 
Plymouth tied with DeSoto and 
Cadillac for sixth. Each had three 
sales. Two Oldsmobiles were sold, 
and Hudson, Nash and Studebaker 
each chalked up one sale. 

New-truck sales were 14, com- 
pared with 11 the previous week. 
They were: Chevrolet, 8; GMC, 4; 
International, 2, and Ford, 1. 

* 2 * 


Buffalo 
The trend toward two-car fam- 


ilies is growing steadily in the 
Buffalo area. 


One large dealer is reported to 
have sold 500 cars last year to fam- 
ilies which already had one car. He 
believes that the trend toward sub- 
urban living has helped such sales. 

Development of shopping plazas 
removed from established shop- 
Ping centers also has been a fac- 
tor in the need for a second car, 
it is said. 


Registrations in Erie County dur- 
ing 1953 show the greatest propor- 
tionate increase was in suburban 
models, mostly station wagons. A 
total of 7,832 of these suburbans 
was registered, an increase of 
nearly 27 percent over the previous 
year. 

Total motor vehicle registrations 
in Erie County during 1953 were 
307,754, an increase of 6,942 over 
1952. Of these, 254,450 were passen- 
ger cars, an increase of 6,164 over 
last year.—(George E. Toles.) 

* 7” * 


Pittsburgh 


Pittsburgh dealers with strong 
sales organizations are having no 
trouble moving new or used cars. 
Others report sales are slow, with 
used cars backing up. 


Factories apparently are aware 


of the competitive pressure, since 
some dealers report that there no 


| longer is insistence that they 


take additional cars. 


Layoffs in the steel mills are 
hampering used-car sales, since 
many persons are tied to time 
payments.— (Leon M. Leffingwell.) 

* * 


Ottawa 


Some new-car dealers in Ottawa 
have expressed surprise at the un- 
usual interest being shown in 1954 
models and at the number of sales 
although this traditionally is an 
“off season.” 

“Business in new cars is going to 
be better this winter,” said one 
dealer. He termed his prospects 
“definitely good.” 

Another dealer predicted that 
new-car sales this year will be “sur- 
prisingly good.” He based his out- 
look on the large number of pros- 
pects visiting his showrooms.—(M. 
L. Schwartz.) 
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By Marty Whitmyer 
Staff Writer 

Lowell Thomas, radio newscaster, 
has launched a tour of the U. S. 
to address Kaiser-Willys dealers, 
distributors and members of the 
press at preview showings of the 
i954 Kaiser and Willys. 

Thomas, accompanied by his 
announcer, Harry Marble, will 
originate his regular Monday- 
through-Friday newscasts at CBS 
Radio’s affiliated stations in the 
cities on tour. 

The Kaiser-Willys sales division 
has been sponsoring Thomas’ news- 
casts since last June. 
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Companion Aids Women 


A 10-page section in the February 
Woman’s Home Companion, “Am- 
erica discovers the Station Wagon, 
the All-Purpose Car for your Fam- 
ily,” launches a new Companion 
section, the Automotive Workshop. 
This new editorial feature is the 
first extensive consumer story on 
the development of the station 
wagon as a family car to be carried 
by any magazine. 

Citing the tremendous growth 
of suburban living since World 
War Ii, William A. H. Birnie, 

publisher, said the magazine is 
planning to give women readers 
the same service and help in solv- 
ing their problems in the automo- 
tive field as they now offer in the 
traditional subjects. 

Guy Henle, editor of the new de- 
partment, said that it was not the 
objective of the magazine to make 
mechanics of its women readers, 
but that they would discuss techni- 
cal developments insofar as they 
affect the safety, comfort and driv- 
ing ease of the woman behind the 
wheel. The magazine will stress 
ways of making necessary driving 
less of a chore and pleasure driving 
more enjoyable. 


* es 
Parade Triples Auto Ads 


More than tripling its automo- 
tive advertising during the first 10 
months of 1953, Parade completed 
the period with a total of 39.29 
pages in the field, a gain of 287.8 
percent over the same period of 
1952 


American Weekly increased 110.2 
percent and This Week 114.5 per- 
cent, while the Sunday field as a 
whole chalked up a gain of 156.8 
percent in automotive advertising. 

New automotive products added 
by Parade during 1953 include 

Lincoln, Mercury, Chevrolet, 
Pontiac, Hudson, and Nash. 

Continuing to emphasize the 
subject of highway traffic and 
safety, Parade not only reported 
on new developments in the field 
but also instigated and planned 
research in cooperation with traffic 
authorities. “How Drunk Drivers 
Crack Up,” for example, reported 
on an actual road test planned by 
the Parade staff, Michigan State 
College traffic experts, and the Na- 
tional Safety Council. 

In recognition of Parade’s service, 
the National Safety Council select- 
ed the magazine for the recipient 
of the National Safety Council 
Award in 1953, for the second suc- 
cessive year. ‘ 

7: 


Auto Engineers Welcomed 


Pattern Products Mfg. Co., in| 


celebration of its 35th year in busi- 
ness and in honor of the Society of 
Automotive Engineers, contracted 
with Radio Station WXYZ for the 
station’s electric sign atop the 
Maccabees Bldg., Detroit. 

The sign read 
Detroit; Society of Automotive 
Engineers” in commemoration of 
the organization’s mid-winter con- 
vention held in Detroit recently. 

* * x 


Annual POPAI Parley Set 


Designers and manufacturers of | 


retail store displays will hold an 
exhibit at the point-of-purchase 


advertising institute’s eighth an- | 


nual symposium March 30-Apr. 1 at 
the Hotel Statler, New York. 

K. Whitmore, of Oberly & 
Newell Lithograph Corp., is 
general chairman, D. S, Hutchin- 
son, of Lutz & Sheinkman, chair- 
man of the exhibit committee, 
said there would be more than 
100 displays at this year’s event. 

An estimated attendance of 10,- 


Affecting Factories and Dealers .. . 
Auto Advertising 





“Welcome to 
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000 sales, advertising and adminis- 
trative officials from all over the 
country is expected at the ex- 
hibition. 


Ford Dealers Renew Pact 


The New York District Ford 
Dealers Assn., through J. Walter 
Thompson Co., has renewed its 13- 
week schedule for participations in 
the “Jack Sterling Show” on Radio 
Station WCBC, New York. 

s * 


National Ads Set Record 


Expenditures for national ad- 
vertising are estimated to have 
been around $7,700,000,000 in 1953, 
@ new peak and some 7.7 percent 
above the $7,149,700,000 in 1952, ac- 
cording to a survey by Standard 
& Poor’s Corp. All media, with the 
possible exception of network 
radio, recorded gains, with tele- 
vision in the lead, the survey 
showed. 

A further rise in advertising 
expenditures is indicated for 1954, 












largely reflecting 
petition in the auto, electrical 


“Expenditures for advertising 
will not be quick to reflect a de- 
cline in general business, but will 
be adversely affected if a decline 
persists, the company said. 

* * + 


Pennsalt Merges Activities 


George B. Beitzel, president of | ; 


Pennsylvania Salt Mfg. Co., has 


announced the consolidation of its| 
personnel and public relations ac- 


tivities under the direction of Fred 
C. Abbott, manager of personnel 
and labor relations since 1947, The 
redesigned office will be known as 
the office of industrial relations. 


Concurrently, Dr. W. Austin 
Bishop, director of training and 
employe publications, was named 
manager of public relations, He will 
succeed Cleveland Lane, who re- 
signed to accept a similar position 
with the Mfg Chemists’ Assn., 
Washington, D. C. 


Mutual Gross Hits $23 Million 

The Mutual Broadcasting System 
reported 1953 as the second best 
year in its history with a total 





intensified com- | gross billing figure in excess of 


$23 million. 


This is about 10 percent over the 
1952 gross of $20,992,105, but nearly 
$3 million under the company’s 
record of $25,933,651 in 1946. 


* * * 


Goodyear Ad Staff Revised 


Two changes have been made in 
the advertising department of 
Goodyear Tire & 
Rubber Co., K. C. 
Zonsius, director 
of advertising, 
announced, 

Bruce W. Wert 
has been pro- 
moted to assist- 
ant manager of 
the advertising 
and sales promo- 
» tion departments 

or and Lee J. Born- 
B. W. Wert hofen has moved 
from the tire sales department to 
assist Wert. 


Wert, formerly senior staffman 
in the media division, will continue 
to maintain contacts and study all 
types of media, while Bornhofen, 
former manager of car dealer 
sales, will specialize in media af- 
fecting the general products de- 
partments. 








THESE PRODUCTS, TOO, ARE MORAINE 
Moraine-100 engine bearings... Durex gasoline 


filters. . 


- Porex porous metal parts . 


. - Delco 


hydraulic brake fluids . .. Delco master cylinders, 


brake cylinders, and parts . 
pumps... Moraine conventional engine bearings 
and electric motor bearings. 


. . Moraine vacuum 
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FLASH-A-CALI 


NAT HAD 


offers you 


100% to 200% Absorption 


We will 
with you the pro 


discuss 
ems of 


your ’ 

measures that must be 
taken. Train your e 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac 
turers, we offer you direct, 
—— designed for 
= alone, 

of quality, in two complete 
packages, for the large 
dealer or smaller service 


program 

eneeep end ance eases d the 

factories, Write us today 
we arrange an 

tment with a man that 

will not waste your time. 


FLASH-A-CALL 


SERVICE CONTROL SYSTEM 


1112 Sevth Wabash Avenue 


Dept. AN-78 


moraine 


P engineering 


..- meeting the challenge 
of today’s design demands 


The creative imagination and solid talent of 
Moraine’s design, process, and manufacturing 
engineers are responsible for a wide variety of 
products for the automotive and other industries. 
These products include engine bearings, auto- 
motive brakes, metal powder parts, friction 
materials, and hydraulic and vacuum pumps, to 
name a few. Moraine engineers have never been 
afraid to look beyond today’s horizons. And 
their search never ceases for newer, better ways 
with which to bring to practical application the 


ideas of the modern designer. 


used 


in Powerglide, 


From the truck and bus fields came a 
desperate request for a tougher bearing to 
withstand the many requirements of heavy- 
duty engines. Moraine came up with the 
answer in the Moraine-400, the toughest 
automotive engine bearing ever made! 


Cars and trucks with power brakes needed 
a safety feature that would maintain reserve 
power for braking in case of engine stop- 
page. Moraine provides that reserve power 
—an electrically driven booster pump that 
maintains an adequate vacuum reserve. 


Moraine friction materials, able to with- 
stand great heat and friction, are widely 
Hydra-Matic and 
Dynaflow automatic transmissions. Their 
use has spread to other applications . . . 
from military vehicles to home appliances. 


Manufacturers are learning that Moraine, 


Gee 


powder parts 


through its broad metal-working experi- 
ence and constructive attitude, has provided 
a solid foundation for the use of metal 


industry. Every day, 


Moraine proves “It can be done!” 


moraine 
products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 


7 Chicago 5, Iilinoil 











Others Show Advances... 


23 All-New 


with GMC’s 270 engine, which 
develops 130 horsepower. GVW 
is rated at 16,000 pounds, and a 
choice of conventional or COE 
design is offered. 

Aimed particularly for use in 
states where no more than 45-feet 
overall combination length is al- 
lowed, the two new COE models 
are tandem-axle jobs for over-the- 
road operations. Both models will 
accommodate gross combination 
weights up to 60,000 pounds, ae 

are delivered with a 32,000 pound- 
New U. C. Officers in Akron— capacity double reduction tandem 

The 1954 officers selected by Akron used-car dealers include (seated, from left), | axles with inter-axle differential. 
Paul Sammons, secretary; Fred J. Schultz, vice-president; Henry C. Brown, president, ee 
and Robert J. Schultz, treasurer. Standing: Lovis A. Geller, honorary president, and TH FW620-42 model is equipped 
A. F. McClelland, Elmer A. Jackson, Lester M. Royer and Earl Barr, directors. with GMC’s “426” engine, which 

; _ , " develops 177 horsepower at 3,200 
rpm. The DF'W620-47 model is the 
same truck equipped with the 
GMé4-71 diesel engine, developing ' 





she 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Truck Makers Offer 


Models 


(Continued from Page 25) * 


150 horsepower at 2,100 rpm. Com- 
parable torque ratings are listed 
as 342 foot-pounds at 1,200 to 1,400 
rpm for the gasoline engine, and 
395% foot-pounds at 1,600 rpm for 
the diesel. 

Addition of Hydra-Matic trans- 
missions to six GMC models 
should be mentioned. 

Performance is said to be greatly 
improved through the use of the 
automatic transmission, for the 
four-speed transmission operates 
through a two-speed gear box giv- 
ing a total of eight speeds forward. 
However, since the Hydra-Matic 
units were released for already 
existing models, they were not con- 
sidered as new models for survey 
purposes. 


+ = + 
N NOVEMBER of 1953, Inter- 
national Harvester introduced 
two new units for rough terrain 











Inside an engine? 


Which is hotter? 





Inside molten lava? 


Answer: When combustion occurs, the temperatures within the 
cylinders of an automobile engine frequently go as high as 4800°F ... 


more than three times as hot as flowing volcanic lava! 


The advantages of chrome plated piston rings in this area of intense 
heat, highest pressure and poorest lubrication have been recognized by 
automotive engineers everywhere . . .. and 25 out of 27 LEADING ENGINE 


MANUFACTURERS USING CHROME RINGS SPECIFY PERFECT CIRCLE. 


For complete chrome protection . . . for thousands of extra 
sustained power and lasting oil economy, always install 


Periect Circle 


2 in 1 Chrome Piston Rings 
The Standard of Comparison 


The application of solid chrome plating to piston rings, 
as perfected by Perfect Circle, more than doubles the 
life of pistons, cylinders and rings. Complete perform- 

° ance data will be sent upon request. The Perfect Circle 
Corporation, Hagerstown, Indiana; The Perfect Circle 
Company, Ltd., Toronto, Ontario. 


miles of 





|job has be 





called the R-140-4x4, and the R-160- 
4x4, The trucks were designed to 
meet the need for light and 
medium - duty front - axle - drive 
trucks. 
Model R-140-4x4 is powered with 
the 100-horsepower Silver Dia- 


mond engine (maximum torque 


173.5 at 2,000 rpm). Standard 
transmission is a sliding gear se- 
lective type with four speeds for- 
ward and two power takeoffs, one 
on each side of the engine, oper- 
ating forward-mounted winch. 
An optional transmission is a 
four-speed synchromesh, with 
one power takeoff. GVW is stated 
to be 11,000 

Model R-160-4x4 is powered with 
the 108-horsepower International 
engine (maximum torque of 192 at 
1,400 rpm). The same standard and 
optional] transmissions are offered 
for both models. GVW is 15,000 
pounds. 

Front and rear axles of both 
models are single _ reduction, 
hypoid-gear type. The transfer 
case has two ratios (1 to 1 and 1 
to 1.87) which provides eight 
speeds forward with a four-speed 
transmission. Each model may be 


ordered in two wheelbase lengths. 
. * y 


Waitt Motor Co, recently has 


offered five new models, in- 
cluding two trucks for highway 
transport, two new forward-tilt-cab 
models in the heavy-duty range, 
and a new series of school buses 
with new engines. 

For the highway transport users, 
the White 370A and 390A have been 
added to the line. Both models 
contain new Mustang engines—the 
370A at 175 horsepower and the 
390A at 200 horsepower. 

The new engines are _ short- 


| stroke, large-bore units, and in- 
| corporate many new mechanical 
| refinements, the company said. 
| In addition, redesigned engines 


with 116 horsepower have been 
provided for city and suburban 
models, These new engines are 

included in the school bus series. 

At the 55,000 gross combination 
weight level, the new 3024PLT, or 
tilt power-lift cab, has been added 
to the line. For the same weight 
category, the 3024PLT Steering 
Pusher has been introduced. 

The two trucks are basically 
alike, except that an extra steering 
axle has been mounted ahead of the 
drive axle. This provides better 
maneuverability, according to the 
company. Other advantages in- 
clude greater payload capacity and 
better weight distribution. 

Meanwhile, Autocar division of 
White Motor Co. recently unveiled 
its offerings for 1954. The addition- 
al models for the year, while not 
numbered, were said to include a 
varied choice of chassis, engines 
and other units “which will just 
about provide custom-built trucks 


| for any need in the field.” 


The company said that engineers 
can now design a vehicle by select- 
ing from eight engines, 19 trans- 
missions, seven auxiliary trans- 


| missions, 14 rear axles and three 


cabs. 

A special lightweight West Coast 
en introduced, accord- 
ing to the company, which makes 
wide use of aluminum in the cab, 
engine, chassis and body parts. 
These lightweight vehicles, the an- 
nouncement said, are built to speci- 
fications for compliance with vari- 
ous regulations in the western 
states. 


Pa., Va. Agree 
On Reciprocity 


RICHMOND, Va.—The State of 
Pennsylvania has agreed not to col- 
lect gross receipt taxes from Vir- 
ginia truckers, thereby effecting a 
reciprocal tax agreement between 
the two states. 

For the past two years neither 
state has collected the gross re- 
ceipts—levied for use of highways 
—on truckers from the other state. 

Recently, however, Pennsylvania 
had threatened to collect its 0.8- 
cent gross receipt tax from Vir- 
ginia truckers. Virginia, likewise, 
threatened to collect its 2 percent 
gross receipt tax from Pennsyl- 
vania truckers. 

Attempts are under way in Vir- 
ginia to substitute the gross re- 
ceipt tax with a weight - distance 
tax. It is believed that legislation 
to that effect could wreck the new 
agreement as well as Virginia’s rec- 
iprocity agreements with other 
states. 
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(Continued from Page 17) 


worse bungling and poorer 

service Ad an exhibit house, but 

i can’t remember when nor 

where, 

Chamberlain can’t be blamed, for 

I understand that this one deco- 
allele house is the only one in the 
whole Miami area, and is just not 
up to handling a show like the one 
that Ray put on in two tents. What 
they would have done if the truck 
show had been as big as was first 
expected, I wouldn’t know, but I 
am sure it would have been much 
more of a mess than the one we 
were in, 

It’s a good thing that the truck 
equipment show was finally put 
under canvas. One of those quick 
hard rains came up and the floor 
of the truck tent was flooded, as 
it was. If there hadn’t have been 
canvas over the exhibits I am sure 
there would have been a bunch of 
drowned rats trying to man the 
exhibits, a 


- 
Heat Not Needed 


ORE of the amusing things that 
happened in the shop equipment 
show was promoted by the ex- 


Colo. Truck Group 
Offers 5-Point 
Road Tax Plan 


DENVER. — The Colorado Motor 
Carriers’ Assn, has submitted to 
the Legislature a five-point high- 
way tax program, which, it claims, 
will increase State revenue. 

Adoption of long-range high- 
way plans now before the Legis- 
lature might result in less reve- 
nue, the association said, while 
forcing certain highway haulers 
of specific commodities out of 
business. 

The association declared “truck 
operators in Colorado more than 
meet their fair share of highway 
costs.” The CMCA said that under 
bills now before the Legislature, 
fees for light trucks would remain 
at approximately their present 
level. Fees for farm trucks would 
be increased slightly, the CMCA 
pointed out, while fees on intra- 
city trucks would be increased 
“substantially.” 

The program of CMCA proposes: 

1. Truck taxes on empty-weight 
trucks rather than their rated 
capacities. 

2. A flat annual fee for farm 
vehicles and trucks used in city 
areas. 

3. Assurances that truckers 
would not seek reduction in their 
present payments. 

4. A substantial minimum fee 
from operators of trucks other than 
those classed as farm and intra- 
city vehicles “to assure fair 
payment by all classes of users.” 

5. More stringent enforcement of 
tax collections from _ interstate 
truckers with the requirement that 
such truckers pay the full mini- 
mum fee for all vehicles used in 
the state, plus any supplemental 
charge assessed against local 
truckers. 


Valve Talk 


Eaton Magazine Discusses 


Gear Problems 


CLEVELAND.—A question and 
answer discussion of valve gear 
problems is contained in the cur- 
rent Eaton Engineering Forum, 
es by Eaton Manufacturing 


Written by Vincent Ayres, assist- 
ant chief engineer of Eaton’s valve 
and Saginaw divisions, the article 
discusses operating conditions, 
valves, material, design, seat insert 
and tappets and hydraulic lifters. 

Free copies of this issue of the 
Engineering Forum may be ob- 
tained from Eaton Manufacturing 
Co., 739 E. 140th St., Cleveland, O. 


Polyester Prices Cut 


NEW YORK. — A reduction of 
about three cents a pound in the 
Price of general purpose polyester 
Tesins has been announced by 
Reichhold Chemical, Inc. The 
resins, now priced at an average 
of 35 to 36 cents a pound, are used 
in manufacturing reinforced 
Plastics for car and truck bodies. 





hibitors of paint drying equipment. 
Unlike 1951, when it was com- 
paratively cold down there for the 
greater part of the show, this 
year’s deal had beautiful weather 
with the temperature going up into 





Pennsylvania City Forces 
Trucks Into Low Gear 

WILKINSBURG, Pa.—An ordi- 
nance passed by the City Council 
features a $100 fine for trucks 
which fail to go into low gear on 
the steep Ardmore Blvd. ap- 
proach to this borough, 

The regulation, said Reuel B. 
Wolford, traffic committee chair- 
man, “eliminates the chance of 
runaways due to brake failure.” 

The $100 fine is the maximum 
allowed by State law. 

“It we could have had our 
way,” Wolford said, “we’d have 
made it $500.” 





















the 80s during the middle of the 
day. Without any additional heat 
most of us were going around wip- 
ing the sweat off our faces while 
we were in the tent. 

In the early morning a little 
heat was not minded too much, 
but you could see dealers really 
jump when they passed one of 
the paint baking lamp deals as 
they made their way around the 
show. The boys with the infra-red 
heat lamp banks had to turn 
them off—all except one bulb dur- 
ing most of the show in order 
to get any one to stop at their 
booths and hear their sales 
pitches, 

Both shows were a success from 
the standpoint of the exhibitors, I, 
for one, did not talk to an exhibitor 
of either shop equipment of truck 
bodies or equipment that was sorry 
he came down. Most of them were 
very agreeably surprised at the 
play they got from the dealers who 
came, saw and bought. 


This year’s show clearly demon- 
strated that dealers are back in a 
frame of mind where they again 
are very much interested in extra 
profits and will listen to anyone 
who can show them where and 
how they can increase their “take.” 





FLAMM. 

Drivers’ gloves with an “L” on 
the back and an “R” in the palm 
once were sold to motorists in 
England to help them signal 
properly. 





Goodrich Farm Guide 


AKRON.—A 64-page “Farmer’s 
Handbook and Almanac” for 1954 
is being distributed by B, F. Good- 
rich. Copies of this 16th edition of 
the annual are available from Ad- 
vertising Department, B. F. Good- 
rich Co. Tire & Equipment Di- 
vision, 500 S. Main St., Akron, O. 
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MIGHTY MITE * 


it stopped nearly 10 million readers 


. The Sunday Magazine section of 43 fine newspapers in 43 major markets . . 


This is a magnified picture of a transistor, 
heir-apparent to the vacuum tube. It was 


featured in PARADE, the Sunday Picture 


Magazine, illustrating an exclusive interview 


on electronics with David Sarnoff. 

Stories like this make PARADE 

a Sunday reading habit in homes up and 
down every street in 43 key markets. 
Independent surveys show that PARADE 
is the best read publication in print. 

This means it gives advertisers more than 
twice as many readers per dollar of ad cost 
as any of the big weekday magazines. 
And remember too: PARADE’s impact on 
Sunday makes sales all week long. 





i 


*Actual size 
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International Sells 


18-Tractor Fleet; 


Ties In Service 


CHICAGO.—Sale of 18 diesel- 
powered, cab-over-engine Interna- 
tional RDF'C-405 Midwesterners to 
Schumacher Motor Express, Inc., 
Eau Claire, Wis., has been an- 
nounced by W. K. Perkins, manager 
of truck sales for International. 

The six-wheelers will replace 
Schumacher’s entire over-the-road 
fleet. 

In conjunction with the purchase, 
Schumacher contracted with Inter- 
national to service the trucks, Un- 
der terms of the agreement, Inter- 
national’s truck branch at Eau 
Claire will handle complete main- 
tenance of the trucks. 

With all the new units in service, 
Schumacher’s standard equipment 
for the Twin Cities-Chicago run 
will be the Internationals pulling 
35-foot tandem-axle semi-trailers. 

Perkins said the new tractors 
have 148-inch wheelbase, 180 horse- 
power, 10-speed transmissions and 
a gross combination rating of 70,- 
000 pounds. 


To the 5473 
New Car Dealers 
in PARADE Cities 


Below are the 
automotive advertisers 
who have used 
PARADE in the past 
year to back up their 
dealers with the extra 
selling power of 
advertising in full 
showroom color. 


Chrysler Corp. 
Chrysler (Inst.) 

De Soto 

Dodge 

Plymouth 

Ford Motor Car Co. 
Mercury 


General Motors Corp. 


Chevrolet 
Oldsmobile 
Pontiac 


Hudson Motor Car 
Hudson Cars 


Nash-Kelvinator Corp. 
Nash 


ACCESSORIES 


AP Parts Corp. 
Miracle Power 


Hastings Mfg. Co. 
Casite 


Simoniz Company 
Simoniz Wax 


. with more than 13 million constant readers. 











PARCEL DELIVERY BODY—This utility 
bakery body is designed to carry a larger 
bread load and still give additional ease 
of operation. Both rear door and side 
step-ups are constructed lower to facilitate 
climbing in and out of the truck. Eight, 
10 and 12-foot body lengths are avail- 
able. The body is mounted on GMC or 
Chevrolet chassis. Utility Truck Distribu- 


tors, Inc., Union City, Ind. 
* « + 





TIME SETTER—The Tork automatic plug- 
in time switch (Model 919) is used to turn 
electrical appliances on and off auto- 
matically at pre-set times. It may be used 
wherever pre-heating is necessary, such 
as on soldering tools, ovens and other 
devices. Tork Clock Co., Inc., Mount Ver- 
non, N. Y. 





AIR COMPRESSOR—This 534-pound air 
compressor is designed for the operation 
of air horns on trucks and cars. Available 
for six or 12-volt systems, it delivers air 
to a supply tank where a constant pres- 
sure of 90 to 120 pounds is maintained. 
The compressor starts operating when the 
pressure in the tank drops to 90. Grover 
Products Co., 1221 S. Hope St., los An- 


geles 15, Calif. 
+ * 





WINDSHIELD CLEANER—The Jet Wind- 
shield Squirter is said to throw a steady 
stream eight feet for as long as eight 
seconds, and to contain enough liquid to 
clean the windshield 20 or 30 times be- 
fore refilling. It also can be used for 
squirting ice- melting or fog - preventing 
liquids, or as a pistol oiler for pene- 
trating or antisqueak oils. Container 
Specialty Co., 2032-34 E. Twenty-second 
St., Cleveland 15, O. 


ais Deak Manemer Mile 
With Variable Stroke 
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produced by Hopkins Tool Co., Inc., 
206 Commercial St., Emporia, Kans. 


The manufacturer says the tool 
is particularly suitable for less ex- 
perienced hands and that it is use- 
ful in places not readily accessible, 
such as doors and quarter panels. 
Three different points can be used. 


* * * 





HAND LAMP—This combination port- 
able electric hand lamp and flashing red 
beacon is available in both sealed beam 
(No. 164) and standard bulb type (No. 
104), With beacon arm folded down over 
handle (left), the beacon serves as tail 
light. With beacon arm raised to up- 
right position (right), unobstructed visi- 
bility is assured, when the beacon is 
placed on the ground or on top of the 
car. U-C Lite Mfg. Co., 1050 W. Hubbard 


St., Chicago 22, Ill. 
— 2 ws 





PIONION SETTING DATA—A four-page 
brochure describing the Kent-Moore pion- 
ion setting gauge is designed to take 
the guesswork out of rear-axle overhauls. 
The gauge is applicable to both bevel- 
gear and hypoid axles. Kent-Moore Or- 
ganization, Inc., 5-105 General Motors 


Bidg., Detroit 2, Mich. 





2 Sa ee 
SPACER RINGS—Designed to take the 
sag out of knee-action coil springs, this 
product fits in the well of the A-frame and 
is grooved to fit the bottom diameter of 
the spring. It is available for most makes 
using coil spring suspension. Sizes avail- 
able will lift the springs from one to two 
inches. John Bean Division, Lansing 4, 
Mich, 





TIRE GAUGE—Model 5050A has a brass 
barrel with nickel finish. It is made espe- 
cially for low-pressure tires. Calibration 
appears on both sides of the flat scale 
bar. A defiator is at one end. it comes 
in a three-color package. Each of the five 
gauges in the display box is in a sepa- 


rate container. A. Schrader's Son, 470 
Vanderbilt Ave., Brooklyn 38, N. Y. 








FOLDING TABLE — The Kar-Table con- 
sists of a 12 by 30-inch table top and 
steel hangers, legs and supports which 
give it rigidity and eliminate vibration, 
it is claimed. It is adjustable to fit all 
cars and may be folded down. It can be 
used for games, luncheons, office work or 
conferences. Honorof Specialty Co., 1450 
S. Michigan Ave., Chicago, Ill. 

ce 





TIRE GAUGE — Smoother performance 
and improved readability are claimed for 
this pencil-type tire gauge with its molded 
nylon indicator. Pressure figures on the 
semi-transilucent nylon slide bar are easy 
to read and require no lubrication. Dill 


Mfg. Co., 700 E. 82nd St., Cleveland 3, O. 
i oe 





CARBURETOR MANIFOLD — This dual 
carburetor intake manifold is said to make 
engine operation more efficient by pro- 
viding proper mixture of fuel and air. 
Model 2691 fits 1937-54 Plymouths and 
Model 2374 fits 1938-54 six - cylinder 
Dodges. Offenhauser Equipment Corp., 
5321 Alhambra Ave., Los Angeles 32, 
Calif. 





CUSTOM CAP—Designed for hub caps, 


rear tire mounts, or fender and hood 
decorations, this unit helps give the car 
a sporty look. It is triple chrome plated, 
with red enamel fill. Coronet Mfg. Co., 
2118 S. Michigan Ave., Chicago 16, Ub. 


POWER EQUIPMENT—A catalog on 
power and speed equipment has been 
issued by Edelbrook Equipment Co., 4921 
W. Jefferson Bivd., Los Angeles 16, Calif. 
The firm, offering cylinder heads, mani- 
folds and pistons for customized engines, 
states that a standard stock engine can 
be converted into a more efficient, high- 
powered engine in four hours. The catalog | 
will be distributed to jobbers and service | 
and repair shops. 


o + 

Shell Conditioning Oil 
Said to ‘Digest’ Sludge 

A new motor oil, called Shell | 
Engine Conditioning Oil, safely 
“digests” the varnish and sludge 
deposits which prevent engines 
from operating normally, according 
to the producers. 

Shell Oil Co., Lubricants Division, 


50 West Fiftieth St., New York 20, 
N. Y., suggests that the condition- 
ing oil be used in an engine for 
1,0000 miles. This oil is particularly 
useful in cars with hydraulic valve 
lifters, Shell claims. 





BATTERY CHARGER—Model FC40-12V is 
a small 12-volt portable charger, which 
the maker recommends for auto dealers 
and truck fleet shops. A thermal safety 
system automatically shuts off the unit 
and warns the operator if the air flow is 
obstructed by fan motor failure or other 
circumstances. It has automatic time clock 
control, dual circuit breaker protection and 
other features. Associated Equipment 
Corp., 5710 San Francisco Ave., St. Louis 
15, Mo. 





WHEEL BALANCER—The Foto-Tel wheel 
balancer is designed for simplicity, speed 
and accuracy for all types of vehicles. 
Balancing can be done in 3% minutes, 
according to the maker. It can be stored 
in a small space and is built to last a 
lifetime, says Wheel Balancer Manufac- 
turers Associated, 3171 Hampton Ave., St. 
Louis 9, Mo. 





FIREPROOF CONTAINER — The Garage 
Safe is offered for storage of grease- 
soaked shop towels. It is permanently 
secured, with the bracket furnished, to 
wall post or bench, and is emptied into 
a container by means of a sliding bottom. 


C & J Industries, Moline, Ill. 
2° -@ 





COIL SPRING STABILIZERS—Two models, 
both of natural rubber, are designed to 
stabilize sagging coil springs in any car 
with coil spring suspension. The stabilizers 
are mounted on the coil spring. John Bean 
Division, Lansing 4, Mich. 


GRINDING WHEEL—Grind-O-Flex con- 
sists of hundreds of abrasive cloth leaves 
sealed to a hard core. As the wheel 
rotates it presents a continuous abrasive 
surface to metal parts. It is designed to 


smooth surfaces and remove flaws from 


contours, it is stated, without digging into 
the stock. Merit Products, Inc., 4023 Irving 
Place, Culver City, Calif. 

* * * 





PAYROLL MACHINE—This new account- 
ing machine uses a narrow check stub and 
reduces the overall size of pay state- 
ments by at least eight inches. It lists as 
many as 16 earnings and deductions 
vertically on a stub 3% inches wide. 
Underwood Corp., 1 Park Ave., New York 
16, N. Y. 





CLAMPING DEVICE —The Q-Clamp, a 
device for clamping work to machine tool 
tables, consists of a series of interchange- 
able components. The strap (A) has a 
threaded opening to receive a swivel base 
assembly, consisting of a threaded stud 
with ball end (D) to match the socket in 
the swivel base (E). For heights above five 
inches, spacer tubes (C) and couplings (B) 
are provided. By using swivel base as- 
semblies of different lengths it is possible 
to clamp any work with a height up to 
49 inches. Techno Products, Inc., 1908 E. 
Sixty-sixth St., Cleveland 2 Oo. 


ADHESIVE DISPLAY—A colorful easel- 


| back counter card for Goodyear's Plio- 


bond adhesive holds a dozen 1'4-ounce 
tubes and ‘s designed to stimulate sales. 
Pliobond, a synthetic rubber-plastic ce- 
ment, is described as flexible and resist- 
ant to most chemicals. W. J. Ruscoe Co., 
Akron 13, O. 





PANNA NE 








o> day, just 105 years ago, an 
ambitious and unorthodox 
young woman, named Sarah Pellet, 
decided she wanted to go to college 
and applied to Jared Sparks, then 
president of Harvard, for admis- 


sion, 

In his reply, refusing her ad- 
mission, the old professor was 
prophetic. He said: “I should 
doubt whether a solitary female, 
mingling as she must do with 
such a large number of the other 
sex, would find her situation 
either agreeable or advantageous. 
Indeed I should be unwilling to 
advise anyone to make such an 
experiment .. . it is unfortunate 
that enlightened public opinion 
has not led to the establishment 
of colleges of the higher order for 
females . .. The time may come 
when their claims will be more 
justly valued .. .” 

About 50 years later a group of 
25 girls got together and formed 
the Society for the Collegiate In- 
struction of Women—known as the 
Harvard Annex, That was the be- 
ginning of Radcliffe College, which 
got its name from Lady Ann Rad- 
cliffe, wife of the Lord Mayor of 
London, who in 1644, had donated 
100 pounds to Harvard. 

Members of the Annex secured 
members of the Harvard faculty to 
give “the more liberal spirit” that 
the oldest institutions of learning 
in the country could not do. 

This year Radcliffe is celebrating 
its Diamond Jubilee, having ad- 
mitted and graduated 5,000 girls 
since Kate Morris (a girl from 
Smith College) finished at the head 
of her class in 1879. 

Now Radcliffe, the largest gradu- 
ate school for women in the world 
(awarding more PH.D.s than any 
other institution, except Chicago 


‘and Columbia) and backed by a 


$2 million campaign headed by Dr. 
Bernice Cronkite, dean of the grad- 
uate school, is preparing to build 
@ graduate quadrangle —the first 
graduate center for women in the 
country. The Radcliffe project is a 
pioneer step in the direction of 
improved education for women. 
* * * 


Manpower Wasted 


[/peEune World War II, General 
Eisenhower was deeply im- 
pressed by the wastage of manpow- 
er through illiteracy. During the 
war, 716,000 men were rejected by 
the armed services on the ground 
that they were “mentally deficient. 
When Ike became president of Co- 
lumbia, he established a large-scale 
research project, under the title 
“Conservation of Human 
urces.” 


The result was the book, The 
Uneducated, by Eli Ginzberg and 


Palm Beach Area 
Slates Winter 
Speed Carnival 
WEST PALM BEACH, Fla.—The 
first annual Winter Carnival of 
Speed will be held here and at Boca 
Raton airfield Jan. 31-Feb. 7. 
Automobiles, airplanes and mo- 


torcycles will participate in various 
events. 


Feb. 5 has been designated West 
Palm Beach-Auto Dealers Day. All 
Classifications of autos will take a 
Crack at the international mile 
_— record at Boca Raton that 

ay. 

Palm Beach County Day, Feb. 7, 
will see a 100-mile NASCAR stock- 
car race at Palm Beach Speedway. 

On opening day, Jan, 31, an at- 
tempt will be made to break the 
os record for piston-engine air- 
cre 


Motorcycles will have their in- 
niag Feb. 1, Delray Beach Day, 
with international speed marks as 
the target. 
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Douglas Bray. Briefly the thesis 
holds that “a pig, a hen or a 

squash” has a better chance to be 

“improved” than millions of 
Americans living in the poorer 

states. 

On Jan. 4, Columbia began the 
celebration of the 200th anniversary 
of its founding. In an able essay, 
Grayson Kirk, who succeeded Ike 


as its president, tells why “Knowl- |; 


edge Is The Most Potent of Wea- 


pons” and tells us that “free minds | ~ 


in a free society ... alone can 
pierce today’s dark barriers.” 


8 Students to Start 


N 1754 the Rev. Samuel Johnson 
launched Kings College with 


31 


of 25,000 students in 25 colleges. 
The library consists of 2,900,000 
volumes. The current endowment 
is $113 million. Nicholas Murray 
Butler was installed as president 
in 1902, In his 45-year regime the 
student body and the endowments 
increased tenfold. 

In 1770 Kings College con- 
ferred its first M.D. degree. Now 
Columbia’s “P&S” graduates 
about 100 MD.s annually. Barnard 
College (for women) joined Co- 
lumbia in 1901, Now the girls 
make up one-third of the 25,000 
students. The Teachers College, 
founded in 1889, has a yearly en- 
rollment of 10,000 and holds a 





place of leadership in American 
inea pedagogy. 
“ In 1934 a Harkness endowment of 
Parking Building for San Francisco— $8.5 million launched the erect 
Nine years later he raised This privately financed parking building in San Francisco will accommodate 6,400 | of the new Butler library. Between 
money by a lottery to build a cars every 24 hours in its 417,000-square-foot area. The unit is expected to be /1900 and 1953 registration for the 
college on Park Place (twenty- | ‘cody by December. Entry to ramps is shown at right—United Press photo. == ss | summer courses at the Summer 
odd students), Columbia College School totaled 482,000. 
(with the Revolution it had P.S. In that story of Columbia 
ceased to be the Kings), now with —a story of progres s— maybe 
180 students, moved to the old ¢ bright minds can visualize some- 
Deaf and Dumb Institution on | fight to admit women to Columbia. P thing of the future of America. Ill 
Madison and Forty-ninth, In 1890, aided by a bequest of $1 Columbia Today wetehe Dr. Grayson Kirk said it— 
By 1887 some 1500 students were} million from its president, Seth OW Columbia maintains a fac- | “Knowledge is our most potent of 
enrolled. In 1864 it supplied engi- 'Low (which built that fine library) ulty of 3,291 for the education | weapons.” 


eight students under charter of |= 
King George II, in the English 
Charity School, set among the 
gravestones of Trinity Church. 





Si 


neers for the nation’s westward ex-| the college moved north to its pres- 
pansion. In 1896, its president, F.| ent location and was now rated as 
A. P. Barnard, began the stormy | University. . 





| 
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~“AmeRnicANWEEKLY 
creates ENTHUSIASM 


The bare facts are these: The AMERICAN WEEKLY is now more 
than ever the magazine of the middle millions . . . editorially keyed to 
every basic family enthusiasm, and reaching each Sunday over 
9 million 600 thousand families coast-to-coast. 


¥ 
ENTHUSIASM is interest raised to the buying pitch! 


THE AMERICAN WEEKLY, 63 VESEY STREET, NEW YORK 7, WN. Y. 
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Kline Opens Cadillac Dealership— 


Fred H. Murray (left), general manager of Cadillac's Los Angeles branch, welcomes 
Irving Kline as the new Cadillac dealer in Ventura, Calif. Joining in the ceremonies 
are $. L. Quisenberry, branch wholesale parts and service manager, and Irving West- 
weod, wholesale manager. 


Sandelin Appointed 
Dr. R. W. Sandelin has been ap- , according to L. L. Garber, general 
pointed technical director of Alloy|manager. Dr. Sandelin has been 


Metal Wire Co., division of H. K.| with Porter’s Connors steel division 
Porter Co., Inc., Prospect Park, Pa., | as chief metallurgist. 


FNCE LO 
Tart 


a 


The new Weaver Car Washer is fast and eco- 
nomical to operate . . . boosts car washing vol- 
ume and profits. And, the additional customer 
contacts obtained lead to increased sales of 
gas, oil, tires, batteries, accessories, and serv- 
ice jobs. 

This Washer is suspended from beams or 
ceiling, and floor is clear of any obstructions. 
Automatic operation features make this equip- 
ment easily adaptable to varied manpower 
requirements. There is no excessive misting 
or splashing. No boots or aprons are needed. 
Operator can wash cars in regular work 
clothes . . . stop washer at any stage of cycle 





Appointment of David B. Hinch- 
man as assistant comptroller of the 
automotive body division of Chrys- 
ler Corp. has been announced by 
John E. Brennan, general manager 
of the division. Hinchman was 
secretary of Briggs Mfg. Co. prior 
to its purchase by Chrysler Corp. 

Also appointed to executive posts 
in the new division were Ernest W. 
Rothaar, former master mechanic 
at Briggs, as master mechanic; R. 
A. Melton, former Briggs plant en- 
gineer, as plant engineer; and John 
d. Pathe, formerly quality control 
manager of the Plymouth division, 
as quality control manager. 

* aa *” 


United Platers Promotes 


Friedt to Vice-President 


Glenn H. Friedt jr., has been pro- 
moted to vice-president and assist- 
ant general manager of United 
Platers, Inc., it was announced re- 
cently. Formerly assistant to the 
president, Friedt, at 29, becomes 
one of the youngest industrial ex- 
ecutives in the Detroit area. 

He is president of the Plating 


Auto Personne! 


Institute of Michigan, regional 
chairman of the National Associa- 
tion of Metal Finishers, and a 
member of the board of managers 
for the Detroit Branch of the 
American Electroplaters Society. 


GM Promotes Kaegi 


E. A. Kaegi, general manager of 
the Detroit transmission division 
of General Motors, Ypsilanti, an- 
nounced that James Riley has been 
appointed director of material and 
production control. He succeeds A. 
E. Blakney, who has been granted 
a leave of absence. Riley joined 
General Motors in 1927. In 1953 he 
was appointed general administra- 
tor of the material handling and 
control section of the Fisher body 


division. 
* + * 


Vaught, Riddle Promoted 


By Central National 


Jay R. Vaught, former assistant 
secretary, has been appointed as- 
sistant- vice-president in charge of 
the new agency service department 
of Central National Insurance Co. 


EN 


...Puts car washing service on profitable basis 





... be immediately available for other duties. 
Clog-resistant, non-corrosive, aluminum 
“Spray Arch” dispenses tempering spray, 
detergent application, and 4 clear-water 
rinses. Automatically stops for sponging inter- 
val and at completion of entire cycle. Unit 
requires no special drains, large inlet pipes, 
storage tanks, splash walls, or curtains. 
Moderately priced at only $825.00 complete. 


* ‘Get your order in now before the start 


of the year’s busiest car washing period. 
See your Weaver jobber or write us for 
Bulletin AN-710. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 








. Unit Lifts . . 


« Wheel Dollys . . 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . . 
Wheel Alignment Equipment . . . Headlight Testers . . . Brake Testers . . 
Balancing Equipment . . . Jacks . . 


. Car Washers... . 
. Wheel 
. and Air Compressors. 





He has been with the firm since 
1947. 


The company also announced the 
promotion of Gerald J. Riddle to 
the position of underwriting man- 
ager. Riddle has been with the com- 
pany since 1949, 

+ 


+ * 


Griffen Wheel Elects 


Sylvester as President 


Edmund Q. Sylvester, formerly 
executive vice-president, had been 
elected president of Griffen Wheel 
Co., St. Paul. 


Other officers named are Herbert 
J. Rosen, president since 1948, 
chairman of the executive commit- 
tee; John W. Brittingham, first 
vice-president, and Cedric P. Voll, 
treasurer and controller. 

. . + 


Management Assn. Picks 


Thorn as Program Head 

A. K. Thorn has been appointed 
marketing division manager of the 
American Management Assn. He 
will be repsonsibile for program 
planning of conferences and sem- 
inars in the marketing field. 

Thorn came to AMA from Cities 
Service Oil Co., where he spent five 
years in various marketing capac- 
ities, most recently as assistant to 


the sales manager. 
* - - 


GM Diesel Division Shifts 


Four to New Positions 


Several changes in the field sales 
and service organization of the De- 
troit diesel engine division of Gen- 
eral Motors have been announced 
by E. F. Bentley, general sales man- 
ager. 

Bart W. Patrick, formerly sales 
representative in the northwest 
zone, has been moved to the New 
England zone in the same capacity. 

Leslie Southgate, formerly sales 
representative in New England, will 
assume a new assignment in the 
industrial sales department in De- 
troit. 

J. T. Hanna, former service rep- 
resentative in Oregon and Wash- 
ington, becomes sales representa- 
tive in the same zone, and Harold 
Jd. Vaughn is moved from the serv- 
ice training department in Detroit 
to the post vacated by Hanna, 

* *~ * 


GM Acceptance Names 


2 Branch Managers 


Appointment of P. C, Van Valk- 
enburg as manager of the Denver 
branch has been announced by 
General Motors Acceptance Corp. 
Van Valkenburg, former manager 
in Omaha, succeeds A, P. Hann, 
who retired. 

R. C. Williams has been named 
manager of the Carbondale (IIl.) 
branch. He formerly was manager 
in Springfield, Ill. 

General Motors Acceptance Corp. 
of Canada, Ltd., has opened a pur- 
chase branch in Lethbridge, Alberta, 
which will be headed by D. L. 
Brown, former credit supervisor in 
the Calgary branch, 

* * * 


Morse Is Named Manager 
Of Pontiac District in Calif. 
Don R. Stuart, San Francisco 
zone manager for Pontiac, has an- 
nounced the appointment of Robert 
Morse as District No. 2 manager. 
Morse replaces Harry Williams, 
who is entering the Pontiac retail 
field. Morse will make his head- 
quarters in Santa Rosa, Calif. 
* * * 
Willard Promotes Somers 


To President’s Assistant 


The appointment of Frank R. 
Somers as vice-president and as- 
sistant to the president of Willard 
Storage Battery Co. has been an- 
nounced by C, E. Murray, presi- 
dent. 

A Willard employe for 30 years, 
Somers began in the credit depart- 
ment and later was a district sales 
manager, manager of replacemert 
sales and for the last four years, 
sales vice-president. 

+e * a 


Wholesalers’ Junior Group 
Headed by Phillips 


The young executive group of the 
Motor & Equipment’ Wholesalers 
Assn. has elected new officers. 

Chairman is Don F. Phillips, of 
Paul Automotive, Inc., Lansing, r« 
placing Francis Lee, of Norther 
Auto Supply, Marshfield, Wis. Sec- 
retary is Joseph Nathan, of Abeles- 
Lewit Co., New York. 


a 


a 
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’ PACKARD—’49 Touring sedan, $230, 
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Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars declined $2 last 
week, according to Automotive News’ index, reaching a figure of $664. 

The decline was the least severe since Dec. 14, when the overall 
average rose $4, The maximum model-year loss last week was $12 on 
1951 models. 

Gains were shown last week by ’48s, which climbed $4, and ’52s, 
which increased $1, That was the first gain for ’52s in three weeks 
and the first for ’48s since Nov. 9. 

Prices on 49s and ’47s were unchanged. 

The biggest loss was taken by ’51s, which fell $12, while ’53s were 
down $6, 46s declined $3 and ’50s were off $1. 

Sales activity, while down a bit from the previous week, remained 
relatively high at 67 percent. At nine representative auctions, 1,001 
cars were sold and 1,496 were offered. A week earlier, at the same 
numbr of auctions, 1,240 cars of 1,649 offerings were sold. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 





coupe, $2,800; (60) $2,500. °51 (62) 
OMAHA coupe deVille, $2,250*, $2,100. '49 (60) 

(Cliff Soderberg Auto —. = ai Special, $1,425*, 
Monday. Prices are for sale of Jan. CHEVROLET — '54 Bel Air conv., $2,010; 
(Market holding its own. Sold 47 cars sedan, $1,900, $1,875, $1,800; (210) $1,- 
out of 104 offerings.) 740, $1, 690. °53 Bel Air sport coupe, 


BUICK—’53 Riviera 2-dr., $1,740*. '51 RM $1,600; sedan, $1,550; (210) sedan, $1,- 
4-dr., $1,015; Special 2-dr., $750. '50 500%, *52 Bel Air, $1,160*; sedan, "$900, 
Special 4-dr., $555; sedanet, $525; RM $850, $780. '51 SL Deluxe sedan, $850, 
4-dr., $500. $700, $800*; Bel Air, $800*; %-ton 


pickup, $610. 


be : 5 
CHEVROLET—'54 (210) 2-dr., $1.700°. '52 2 at $575. 49 FL Deluxe sedan, $550. 


SL Deluxe 4-dr., $1,075. "51 SL Deluxe 
2-dr., $870; 4-dr, $700. ’°49 SL Special 
4-dr., $460. °48 Aerosedan 2- dr., $405. 

FORD—’54 Main (6) 2-dr., $1, 800°. 53 
Victoria, $1,745*; Custom (8) 2-dr., $1,- 
360*, $1,200. *51 Custom (8) 2-dr., "$845. 
"50 ‘Custom (8) 4-dr., $625 $435. "49 
Custom (6) 4-dr., $335. 48 4-ton pick- 
up, $330. 47 4-dr., $255. 

FRAZER—'49 4-dr., $215. 

MERCURY—’53 sport coupe, $2,030*. '52 
sport coupe, $1,395. °51 2-dr., $900; 
coupe, $885, $785. '50 club coupe, $670; 
sport sedan, $600. '49 2-dr., $600; 4-dr., 
$455. 

OLDSMOBILE — ’51 (98) Holiday, 4-dr., 
$1,045. 





PLYMOUTH—’54 Savoy 4-dr., $1,740*. '49 
Special Deluxe 4-dr., $485. °47 Deluxe 
4-dr., $175. 

PONTIAC — '54 Custcm Star Chief 4-dr., 
$2,500*; Chieftain Deluxe Catalina, 2 at 
$2,420*. °49 (8) 4-dr., $480. 

STUDEBAKER—’51 Champion 4-dr., 
"48 4-dr., $315. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Friday. Prices are for sale of Jan. 22.) 

(Demand good. Prices up an average 
of $75 per clean unit, Sold 68 cars out 
of 95 offerings.) 


$605. 


BUICK—’53 Super 4-dr., $1,785*. ‘51 Super 
4-dr., $860. °50 Special Deluxe 4-dr., 
$620. 





CADILLAC—’52 (62) 4-dr., $2,590*. 

CHEVROLET—’51 Bel Air 2-dr., $1,775; 
(210) 2-dr., $1,735*; %-ton pickup, $1,- 
210. ’°53 Bel Air conv., $1,465; (210) 4- 
dr., $1,310. '51 SL Deluxe 2-dr., $805. 
"50 SL Deluxe sedan, $700; %-ton pick- 
up, $530. °49 SL Deluxe conv., $460; 
4-dr., $505; 2-dr., $535; club coupe, 
$505. '48 FL Deluxe 4-dr., $390, $235; 
FL Aerosedan, $345. ’47 FL 2- dr., $235. 

CHRYSLER—'50 Windsor club coupe. $690. 
’48 Windsor 4-dr., 40. 

DeSOTO—’47 Custom 4- dr., $310. 

DODGE — '52 Wayfarer 2-dr., $700. °51 
Meadowbrook 4-dr., $715*; Coronet 4-dr., 
$700*. °49 Roadster $330; 1-ton pickup, 
$270. 

FORD—’54 (8) Victoria, $2,125; Crest (8) 
4-dr., $2,085; Custom (8) 4-dr., $1,865. 
"562 Main (6) 2-dr., $915*. '51 Custom 
(8) 2-dr., $800*. ’50 Deluxe (6) 4-dr., 
2 od Custom (8) 4-dr., $500, $415; 

dr. 

KAISER 43 49 4-dr., $210. 

MEROCURY—’53 4-dr., $1,410*. '51 4-dr., 
$900°; aor. $795. °50 4-dr., $525. °49 

4. 


2-dr., $4 

NASH—’50 Rambler conv., $520; States- 
man Super 4-dr., $405*. 

OLDSMOBILE—’51 Super Deluxe (88) 4- 
dr., $1,015*, $900*. '50 Deluxe (88) 4- 
4 $690*; 2-dr., $705*. ’49 (76) 2-dr., 
475. 

PLYMOUTH — '53 Cambridge club coupe, 


$1,110. "52 Cambridge 4-dr., $775; club 
coupe, $810, '51 Cranbrook 4-dr., $660. 
’50 Special Deluxe 4-dr., $560. '47 Deluxe 
2-dr., $290. 


PONTIAC—’51 Chieftain Deluxe (8) 2-dr., 
#960*. '50 SL Deluxe (8) 4-dr., $515. ’48 
(6) 2-dr., $315*. 

STUDEBAKER — °53 Land Cruiser 4-dr., 
$1,325*. "52 Commander (8) Star coupe, 
$780. ’°50 Champion 4-dr., $275*; 2-dr., 
$375. '49 Champion 2-dr., $270. 

YS — '50 Jeep (4) station wagon, 
$635*. 

MISCELLANEOUS—’51 Henry J (6), $425. 

ARK. 


N. LITTLE ROCK, 
Sale every 


(Arkansas Auto Auction. 
Tuesday. Prices are for sale of Jan, 19.) 
(Sold 32 cars out of 110 offerings.) 
CHEVROLET — ’51 SL 4-dr., $780, $705. 
*50 SL 4-dr., $625, =e "49 FL 4-dr., 
$385. °48 FL 4-dr., , $175, $110. °46 

FL club coupe, sire si 

FORD—’52 Custom (8) ra $800, ’'51 
Custom (8) 4-dr., $680, $600, $450. '50 
Custom (8) 4- dr. $750, $700, $660. ’49 
Custom (8) 4-dr., $405, $350, "48 Super 
Deluxe 4-dr., $160. °46 Super Deluxe 
4-dr., $150, $115, $110. 

$130. 


HUDSON—’48 Commodore 4-dr., 

NASH—’46 (400) 4-dr., $140. 

PONTIAC—’50 Chieftain 4- dr., $690. 
VALDOSTA, GA. 

(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Jan. 15.) 
(Sold 261 cars out of 342 offerings.) 
BUICK — '53 Super Riviera coupe, $2,000. 
‘52 Super Riviera sedan, $1,475*; Super, 


$1,075*, $1,050. '51 Super Riviera, $1,- 
150°, ’ Super sedan, $650*. ‘49 Super 


CADILLAO—'53 (62) conv., $3,875; club 
coupe, $3,650*; sedan, $3,400*. '52 (62) 


"50 FL club coupe, $610, . 


first 
choice 


CHRYSLER—’51 faratoga sedan, $920. 

DeSOTO—’53 (6) sedan, $1,000. '52 sedan, 
$800. '51 sedan, $650. °50 Custom sedan, 
$605. 

DODGE—’53 Coronet sedan, $1,290. '52 % 
ton pickup, $600. °51 Coronet sedan, 
$800. '50 Meadowbrook sedan, $525. 


FORD—’'54 Sunliner, $2,550; Ranch wagon, 
$2,400; Crest 4-dr., $2,120; Victoria, 
$2,110; Custom (8) sedan, $1,975, $1,- 
900; Main (6) sedan, $1,600; \%-ton 
pickup, $1,340. ‘53 Victoria, $1,650; 
Custom, $1,550; conv., $1,525*; 
(6) $1,185, °52 Ranch’ Wagon, $1,400; 
Victoria, $1,295*; Main, $990, $700. '51 
Victoria, $900; Custom sedan, $812, 
$795*, $705*, $655. °50 Custom sedan, 
$650, $600, $450. '49 Custom sedan, $480. 


HUDSON—’53 Hornet sedan, $1,505. 


MERCURY—’54 sedan, $2,490*. '53 sedan, 
$2,000, $1,550. °52 sport coupe, $ 
sedan, $1,100. ’51 sedan, $950*, ’$830. "50 
sedan, $625, $540. 


NASH—’53 Statesman, $1,475. 52 States- 
man, $950. ‘51 sedan, $550; Rambler, 
$500; conv., $475. 

OLDSMOBILE — ’53 (88) sedan, $2,305*, 
$2050*, $2,200*. '52 Holiday club coupe, 
$1,700; (98) $1,340. °51 (98) sedan, 
$900*. '50 (88) sedan, $750. ‘49 (98) 
sedan, $450. 

PACKARD—’52 (300) sedan, $1,100, $1,- 
050. 

PLYMOUTH—’54 Belvedere sedan, $1,750; 
Savoy, $1,675. '53 Belvedere sedan, $1,- 
325. ’°52 sedan, $950; club coupe, $890. 
’51 Belvedere sedan, $870; club coupe, 
$670. °50 sedan, $510. '49 suburban, 
$600. 

PONTIAC—’54 Star Chief Catalina, $2,- 
g00*. ‘53 Catalina, $2,050*; Chieftain 
sedan, $1,850; conv., $1,800. "52 Deluxe 
sedan, $1,250; (6) $800. °'51 sedan, 
$875*; Chieftain, $805. 

STUDEBAK 


ER — ’53 Commander sedan, 













Average Used-Car Prices 


(Compiled by Automotive News) 


Jan. 1954 Dec. Nov. 
To Date 1953 1953 


$1,710 $1,816 

1,080 1,122 
783 
591 
440 
288 
231 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


$1,625; Champion, $i. 300. '52 Comman- 
der sedan, $575, 
WILLYS — ’52 Se - "$700. 


wagon, 2 at $500. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Jan. 15.) 

(Sold 127 cars out of 223 offerings.) 
BUICK — ’52 Super sedan, $1,315*; RM 

sedan, $1,255*. °51 Super Riviera, $1,- 


‘51 station 


260*, °50 Special sedan, $700*, $645*, 
$360*. °49 RM sedan, $295°*. 48 Super 
sedan, $160. 


CADILLAC—’51 (62) sedan, $1,890*, $1,- 


955*, $1,890°; coupe, $2, 210. °50' (61) 
sedan, $1, 400; coupe, $1,710°. "49 (62) 


COStS LESS. Like the more than 95,000,000 Bendix * Starter Drives 
manufactured for the industry, the new Folo-Thru Drive requires 





sedan, $1,090*, '48 (62) sedan, $775*. 

CHEVROLET — '53 (210) sedan, $1,340, 
$1,325, $1,295; Bel Air sedan, $1,485. 
52 SL Deluxe sedan, $960, $985", $975*, 
$960; Bel Air, $1,320*, $1, 185. ’°50 SL 
Deluxe sedan, $520, 2 "at $625*, $595*, 
$605. °49 SL Deluxe sedan, , $425. 
’47 FM coupe, $245. 

CHRYSLER — '51 a sedan, $875*. 
’50 Royal Limousine, $510 

DeSOTO — '52 Fire Dome (8) sedan, $1,- 
170* (ps), $1,125*. ’'50 Custom sedan, 
$705*, $660*. 

DODGE—’53 Meadowbrook sedan, $1,255*. 
’52 Meadowbrook sedan, $945. '51 Mea- 
dowbrook sedan, $705*. 


FORD — ’'54 Crest (8) sedan, $1,965; 
(Continued on Page 36, Col. 3) 


for modern cars, 
trucks and tractors 


“No Kick-Out” feature combines new starting 
efficiency with proven economy 


@ Higher compression ratios, lighter flywheels 
and other advancements in modern engines have long 
pointed up the need of a starter drive that would 
follow through the weak explosions until the engine 
actually runs on its own power. 


That's why vehicle manufacturers are turning in ever 
increasing numbers to the Bendix* Folo-Thru Drive as 
the solution to quicker and more dependable starting 
even under most adverse conditions. 


This preference for the Bendix Folo-Thru Drive on 
modern vehicles is a most logical one, for Bendix 
Drives have always been the industry's choice as the 
most economical and efficient starting equipment. 


*REG. U. S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


Bendix 


AVIATION CORPORATION 
ELMIRA, NEW YORK 
Export Sales: Bendix International Division, 205 East 42nd St, New York 17, N.Y. 





no actuating linkage ond the solenoid may be placed in any 
convenient position. Result is lower installation costs and no adjust- 
ments. Complete detailed information is available on request. 


Bendix * Folo-Thru Starter Drive PW Bendix* Automotive Electric Fuel Pump ~ Stromberg * Aeroquad Carburetor Se 


Xt 





Deidara diasina 
Union Garage Expands 


Union Garage (DeSoto - Plym- 
outh), Ingram, Pa., owned by J. L. 
Nehus, has “glassed in” the front 
of its building, expanded from a 
two-car to a five-car showroom, 
and changed the side of the build- 
ing so State inspections for two 
cars can be handled separately 
from regular shop work. 


Quick Change 


Dealer License Plate Holder 


Gvuoranteed 


Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 
C. HOWARD 


1498 Overlook Drive Akron 7, Ohio 


PRICED AT 
1000 oeeeee $1 
500 eoeeeee 
250 Rou ©. . 4.50 


Enclose Check with Order. 


Shipments Prepaid. 
Free Used Cer Systems & Aids 
Catalegue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A”, Bex 1037, 2, Obie 


No Playboys 
OMX sh 


LCOME TUT Mer] Bs 
No Seasonal Slumps 


/ 


ara SLIT le 


Pea) R pa, yy] 
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ORLANDO SENTINEL-STAR 


MYRLO COMPANY 
2168 W. 25th Cleveland 


MORE AUTO DEALERS SPECIFY 


eS 
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After A 


sta Is Termed Bootl 





Dump... 


Price War Declared 
On Used-Car Dealers 


AUGUSTA, Ga.—After local Big 
3 dealers had publicly charged that 
Augusta had become the bootleg 
dump for new cars in the south- 
east, Chevrolet dealers in four cities 
within a 100-mile radius of the city 
joined last week in an unprece- 
dented price war against used-car 
dealers. ; 

In a joint statement, the four 
dealers promised that the fran- 
chise owners would undercut any 
used-car-lot prices on 1954 Chev- 

rolets. 

Henry Darling jr., Chevrolet deal- 
er here, said that Chevrolet had 
promised to back the dealers and 
would be speeding haulaway loads 
of new Chevrolets into the area 
as soon as necessary. 

This was somewhat at odds with 
the first statement from the Ford, 
Chevrolet and Dodge dealers here 
who blasted their factories for 
alleged overproduction, and, in the 
terms of one retailer, bringing the 
retail trade to the brink of eco- 
nomic bankruptcy. 

With Augusta used-car lots a 
spectacle of 1954 models, new-car 
dealers along Broad St.’s auto row 
were indignant over the General 
Motors-Ford production race—and 
made no bones about saying so. 

Darling claimed that 10 days 
after the 1954 line went on dis- 


3 Eaton Officials 
Appointed in Sales, 


Manufacturing 


CLEVELAND. — Howard J. Mc- 
Ginn, president of Eaton Mfg. Co., 
last week announced the election of 


R. E. Fisher R. H. Daisiey 


F. H. Mott as administrative vice- 
president in charge of all plant 
operations in Michigan, and R. E. 
Fisher as sales vice-president. 

R, H. Daisley, formerly manu- 
facturing vice-president, was 
named administrative vice-presi- 
dent in charge of all plants in Ohio; 
Kenosha, Wis., and London, Ont. 

Daisley joined the company in 
1922, having been associated with 
Wicox-Rich Corp., Detroit. When 
that firm became a division of 
Eaton in 1936, he was appointed 
general manager and in 1938 was 
made a vice-president of Eaton. 

Mott joined the company in 1919 
with Rich Steel Products Co., Battle 
Creek, Mich. He became general 
manager of the pump division in 
1947. 

Fisher was first employed by 
Eaton in 1936 as sales manager of 
its bumper and stamping divisions. 
In 1948, he was appointed general 
manager of the stamping division 
in Cleveland. 


play here, local lots were ped- 
dling new models at up to $285 
under delivered prices. 

Darling dolefully foresaw no im- 
mediate relief and warned that “if 
the current trend continues for a 
year, it is my belief that the his- 
toric pattern of the quality auto- 
mobile dealership will be com- 
pletely destroyed, to the detriment 
of automobile corporation stock- 
holders and dealer equities.” 

Stewart Walker, president of 
Walker-Durant Motor Co. (Ford) 
and dean of Augusta new-car 
dealers, flatly called for a slash in 
production. He said that new-car 
sales by new-car dealers had 
slumped 35 to 50 percent in the last 
four months. 

Starr Smith, Dodge - Plymouth 
dealer, noted that °54 Dodges 
were on local lots the same day 
he introduced them in his’ show- 
room, 

Smith is convinced that “De- 
troit,” as the auto industry is called 
here, favors bootlegging on the 
theory that a sale is a sale—even 
if many suffer thereby and the 
customer loses service and tradein 
protection. 


All new-vehicle dealers here 
blamed “unscrupulous” new-car 
operators in the north and east for 
feeding their surplus stocks into 
bootleg channels. 


H. B. Weathersbee, vice-president 
of McDonald-Weathersbee (Kaiser- 
Willys), assailed GM and Ford pro- 
duction policies and compared the 
situation to what might happen if 
cotton production were allowed to 
continue unchecked. 


“The price of cotton would soon 
drop to five cents a pound,” he 
said, “and there would be only a 
short market for it.” 

Darling had R. L. Polk & Co., 
survey Chevrolet sales here in the 
1950-52 period. The survey showed 
that even then, when bootlegging 
was just beginning to mushroom, 
30% percent of the 2,199 new Chev- 
rolet cars were of the “bootleg” 
variety. 

Smith, the Dodge dealer, chal- 
lenged the legal stand taken by 
factories in abolishing territorial 
protection. 

Augusta is a post war boom town 
as the result of the activation of 
the DuPont H-bomb plant and 
Camp Gordon, a large Army base, 
nearby. 

Each auto line has one franchise 
in town. 

United in the price war are 
Darling; Moore’s Inc., Green- 
wood, S. C.; Julian Pendarvis 
Chevrolet, Edgefield, S. C., and 
Anderson (S. C.) Chevrolet. 

R. H. Hammond; president of 
Moore’s, said the price war was 
designed to return the market 
hereabouts to normalcy and to give 
the public “a long deserved break.” 

Al McCoy, president of the Au- 
gusta Used Car Dealers Assn., de- 
clined comment pending further 
study of the statement by the new- 
car dealers. McCoy earlier in the 
week assailed allegations by new- 
car dealers that local used-car lots 
were conniving to wreck the new- 
car industry. 





PERSONALIZED NAME -PLATES ‘54 Ford Launching in Los Angeles— 


Twelve giant cutouts were used by Los Angeles Ford dealers to announce the 1954 


THAN ANY OTHER MAKE 


WRITE FOR 
DETAILS— 


1281 So. Cherokee 
STEMAC : Thomas and Oren 


models. Shown are 


(from left), Woody Ginn, of Pacific Outdoor Advertising; Frank 
Smith, of J. Walter Thompson Co., “Gino,” art director of 


At the Waldorf 





Some of GM's Family at Motorama— 


Among members of the General Motors organization attending the Motorama in 
New York were (from left), George Russell, treasurer; Fred Donner, vice-president; J. F. 
Wolfram, Oldsmobile general manager; Sol Spector, of Genesee Motor Sales, Syra- 
cuse, and G. R. Jones, Oldsmobile general sales manager. 





Corvair Draws Interest af Motorama— 


Dinah Shore and her husband, George Montgomery (left), look over the experi- 
mental Corvair of Chevrolet, a “fast-back"” coupe with a Corvette chassis, at the 
Motorama showing in New York. Their guides are T. H. Keating (second from right), 
Chevrolet general manager, and W. E. Fish, general sales manager. 





Northeast Capital Denies 
Mack Liquidation Rumor 


NEW YORK. — Rumors of a 
possible liquidation of Mack 
Trucks, Inc.,; are unfounded, ac- 
cording to a joint statement issued 
last week by E. D. Bransome, chair- 
man and president of Mack, and 
William R. Kaelin, chairman of the 
executive committee of Northeast 
Capital Corp. 

Northeast recently acquired ap- 


Seiberling Plans 
Colombia Venture 


AKRON.—Seiberling Rubber Co. 
announced last week that it would 
enter the tire-manufacturing field 
in Colombia in association with an 
established rubber firm in the South 
American republic. 

Seiberling will join a group of 
Colombian investors to form a cor- 
poration which will build a new 
plant, then manufacture and sell 
Seiberling tires, the announcement 
said. Colombian policy prohibits 
imports of tires in sizes made in 
the country. ° 

The new firm, Productos de Cau- 
cho Villegas, S.A., is expected to 
be operating on a pilot-plant basis 
late in 1954, and will be in full pro- 
duction next year, its incorporators 
said. 

Principal ownership of the com- 
pany will be in Colombian hands, 
in line with governmental indus- 
trial policy there. The firm is being 
incorporated with capitalization of 
about $2,800,000. 


Rapids-Standard Buys 
Keystone Conveyor 


GRAND RAPIDS, Mich. — The 
purchase of an interest in Keystone 
Conveyor Co., Detroit, has been an- 
nounced by James R. Sebastian, 
president of Rapids-Standard Co., 
Inc. 

New name of the Detroit firm 
will be Rapistan-Keystone, Inc. The 
management and sales organization 
will remain unchanged except for 
the addition of Nathan C. Snyder 
as secretary and Eugene Hummel 


Pacific Outdoor, and Walter Cooper, district sales manager of the Ford division. !as treasurer. 


proximately 300,000 shares of 
Mack’s 1,575,000 shares of common 
stock. 

The statement said that not only 
were rumors of a possible liqui- 
dation untrue, but that Northeast 
“would strongly oppose” any such 
program, 

“Northeast is primarily interested 
in the continuation and expansion 
of Mack operations under Mack’s 
present management,” the state- 
ment added. 


At the annual April meeting, 
Mack stockholders will be asked to 
approve an increase in the number 
of directors to 11 from nine. 
Management also will recommend 
election to the board of Kaelin, C. 
A. Johnson, Harold L. Fierman and 
Stuart Hedden, who are now di- 
rectors of Northeast. 


Public Reception 


Of 754 Olds Called 
“Best in History” 


LANSING. — Never in Oldsmo- 
bile’s 57-year history has the public 


shown such enthusiasm and _ in- 
terest in the new 
models introduced 
by the division as 
it has for the 1954 
cars, put on dis- 
play Jan. 20, it 
was reported last 
week by J. F. 
Wolfram, general 
manager. 

“Dealer show- 
rooms -have been 
J. F. Wolf thronged with in- 

terested persons 
who want to inspect first-hand th« 
most complete change by Oldsmo- 
bile in recent years,” Wolfram as- 
serted. “The reception accorded the 
1954 Oldsmobiles has been the most 
enthusiastic in the memory of our 
sales department. 

“Oldsmobile dealers have taken 
thousands of orders since the cars 
went on display,” Wolfram con- 
tinued. 
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AKRON.—For their ideas on im- 
provements in production, sales 
and office operations, employes of 
Firestone Tire & Rubber Co. re- 
ceived $82,872 last year — an in- 
erease of nearly 40 percent over 
the previous year. 

In addition, employes broke sev- 
eral other previous records of par- 
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Ideas Worth More at Firestone 


ticipation in the suggestion system 
and in percentage of ideas adopted. 

The system now is in its 36th 
year. Some awards are in propor- 
tion to tangible yearly savings. 
Other awards are based upon the 
intangible benefits they bring in 
safety and working conditions. 

During 1953 there were 3,749 
ideas adopted at 25 plants. 











SALESMEN 


TRY AT OUR RISK 
“HIDDEN TREASURE FOR AUTOMOBILE SALESMEN" 
This Pocket Size 64 Page Book Is a "Must" for You. 
Gives you simple, practical methods of finding prospects and selling them! It shows you— 


HOW TO: 


1. Prospect by. Telephone 
2. oe Cold Canvass 
3. Prospect with Owners 
4. Sell the Walk-ins 


* Sfapiy vor Sales Efforts 
iy Your Prospecting 
Ten-Fold 
7. increase Your Earnings 


De cn, pees ee Se SS ee a eee 


dealers care tremendously important NOW to every salesman and 


dealer. 


TO INSURE PROMPT DELIVERY — ORDER TODAY 


CHISHOLM SYSTEMS, Box 1352, Palo Alto, Calif. 
Please rush _... copies “Hidden Treasure for Automobile Salesmen" 
et $1.00 each. Cash) Check(] Money back if not completely satisfied. 


Please Print 


ee 


MI ani AR 











ALL EYES WILL BE ON 
LIQUISAN RUST REMOVER 
AT THE CHICAGO AAMA EXPOSITION. 


SEE IT AT BOOTH *168 








IT’S NEW! 


Non -abracive 
Kuet Kemover 


Teta 


A big money-maker for the 
automotive dealer. Wipes off 
rust from metal and chrome. 
Can’t harm painted finish of 
car. A few drops on a soft rag 
keeps shiny parts shinier. 

Stock it! Display it! 


It can’t miss! 


RUST REMOVER 












J. F. KERNS Co. 350 West Ontario Street, Chicago, Ill. 


Obituaries 


Kenneth A. Hoskins, 48, 


Leading Akron Dealer 


AKRON.—Services were held here 
last week for Kenneth A. Hoskins, 
48, former vice-president of the 
Ohio State Automobile Dealers 
Assn. 


Mr. Hoskins died in Cuba Jan. 
16 after a heart attack. He and 
his wife were vacationing there 
after attending NADA convention 
in Miami. 


Mr. Hoskins was president of 
Hoskins, Inc, (Oldsmobile). Last 
fall he was a member of the 24-man 
Oldsmobile dealer advisory com- 
mittee which met with factory of- 
ficials in Lansing. In 1946 he was 
president of the Akron. dealers’ 
association, and for the past two 
years he had headed the Kiwanis 
Club Little League baseball organi- 


zation. 
+ * . 


J. J. Woolbright 


COLUMBUS, Miss.—J. J. Woolbright, 81, 
retired auto dealer, died here Jan. 10. 
* * * 


Dan W. Doss 


LOUISVILLE, Miss.—Dan W. Doss, 54, 
owner of Doss Motor Co. here and in 
Winona, Miss., died Jan. 8 in a Louisville 
hospital. 

* * 


Ross Alexander Irvine 


SHERMAN, Tex.—Ross Alexander Irvine, 
68, local auto dealer, died of a heart 
ailment. 

+ * o 


J. F. Sladky 


PLYMOUTH, Mich.—J. F, Sladky, 62, 
chief design engineer of Nash, died Jan. 14 
after a long illness. Mr. Sladky joined 
Nash’s predecessor, Thomas B. Jeffrey 
Co., in 1914. He had been a key figure in 
the design of every Nash car since the 
first one was built in 1916. 

* * * 


John W. R. Brooks 


PORTSMOUTH, N. H.—(UTPS)—John 
. R. Brooks, 58, sales manager of 
Brooks Motor Sales here, died at a 
Brattleboro (Vt.) hospital Jan. 11 after a 


long illness. 
o * 


* 
P. E. West 


COLUMBUS, O.—P. E. West, 60, presi- 
dent of the Springfield Chamber of Com- 
merce and past president of the Clark 
County Assn. of Automobile Dealers, died 
Jan. 24. He was the owner of P. E. West 
Motors. Before going to Springfield in 
1940, he was with General Motors and had 
served the company in Uruguay, Argentina 
and Brazil. He was a combat pilot in 
World War I and a member of the Air 
Force in World War II, being discharged 
as a colonel after service in Great Britain. 

* * * 


W. B. Horton 
ATLANTA. — W. B. Horton, 62, who 
served with GMC Truck & Coach for 19 
years, died Jan. 21. Mr. Horton was zone 
manager prior to his retirement in 1952. 
He was an Air Force veteran of both 
world wars, holding the grade of lieu- 


tenant-colonel. 
* * * 


Harry Plotnick 
PHILADELPHIA. — Harry Plotnick, 62, 
former auto dealer, died after a long ill- 
ness, Plotnick operated a dealership at 
1109 S. Broad St., for 20 years. He retired 


in 1941. 
. * * 


E, N. Musselman 
IDAHO FALLS, Id.—E. N. Musselman, 
who opened the first Ford dealership here, 
died at the age of 83. In later years he 
was owner of an auto parts business and 
recently had been in the farm-equipment 


business. 
* * * 


Joseph T. Snee 

ATLANTA. — Joseph T. Snee, 55, who 
tad been in the used-car business in 
Atlanta for 30 years, died Jan. 16. At the 
time of his death, he was operating Gulf 
Used Car Co. 

*-s * 
Lawrence M. Huddleston 

ALGOOD, Tenn.—Lawrence M. Huddle- 
ton, 52, an auto dealer in Putnam County 
for 16 years, died at his home here Jan. 


10. 
* * > 


Joseph L. Cornelius 
ELMIRA, N. Y.—Joseph L. Cornelius, 
57, parts manager of Luckenbill Motor Co., 
Inc., for the past nine years, died Jan. 20. 
* * * 


John R. C. McBeath 
BOSTON. — John R. C. McBeath, 68, 
early auto dealer and noted New England 
yachting enthusiast, is dead. He was a 
founder in 1916 of Coombs & McBeath, 
Inc., now the oldest Ford dealership in 


Boston. 
* * * 


Roy E. Steuber 
LITTLE ROCK. — Roy E. Steuber, 62, 
president of 555, Inc., died at his home 
Jan. 23 following a heart attack. He had 
headed the statewide automotive supply 
company since formation of the firm in 
1916. 


Cleveland Car Thefts 


Rise During Year 


CLEVELAND. — Auto thefts in 
Cleveland rose to 1,136 in 1953, 
compared with 1,093 in 1952, ac- 
cording to the police department. 

Police said all but 34 of the 
cars stolen last year were re- 
covered, 
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Another 
RUBATEX 














Application 


Every day automotive engineers are finding new appli- 
cations for RUBATEX Closed Cellular Rubber to 
cushion out sound and isolate vibration and shock. 


The inert nitrogen, retained under pressure, within 
closed cells and sealed with tough, live rubber, 
team up to give RUBATEX double action “air cushion- 
ing” — quick recovery from compression — ability 
to cushion out sound and soak up 
shock, again and again. 


When you have a “sound” application 
— check the superior advantages of 
RUBATEX first! 


For air that protects 
—vuse Rubatex! 








Write for our latest catalog, Dept. AN-2A, 
Great American Industries, Inc., Rubatex 
Division, Bedford, Virginia. 


ALSO MANUFACTURERS OF VINYL SHEETS 
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WANTED! 


AGGRESSIVE TRUCK DEALERS 


TO SELL MORE TRUCK BODIES! 


Are you looking for a line of custom- 
built truck bodies: platform, cargo, grain, 
combination stock and grain that will 
stand up under the most severe conditions? 
Truck bodies that are built better... sell MQ) 'd'h 
faster because they are 


PRICED LOWER than any other truck 4'd0):44/0B) 
body of comparable quality? ere 
YOU SELL MORE TRUCKS WITH BETTER 
BUILT. ..LOWER PRICED K-R TRUCK BODIES! staat cles 
Dealers handling the famous K-R custom- WgieHi cen Sees. 
built truck bodies up their volume and ALP 
profits to new highs... OKLA. 
SELL MORE TRUCK BODIES...ENJOY 
LARGER PROFITS! Their customers like 
the on-the-job reliability they can’t find 
anywhere else at any price. 
Write today for full details, prices, descrip- 
tive literature... 
VALUABLE DEALERSHIPS... 
PROTECTED TERRITORIES... 
NOW OPEN! 


"IT'S OR! THAT'S OUR PROFIT FROM 
HEIL BODIES AND HOISTS!” 


THE fast hydraulic action of Heil Hoists means faster dumping and 
shorter cycle time. Fast-acting hoist mechanism elevates body to over 
50° dumping angle within 12 seconds after raising cycle is started. 
Precision-engineered cylinder raises and holds loads efficiently and 
dependably. These are a few of the customer-satisfying features that 
mean money in the bank for you. 

Here’s how easy it is—you make the sale, then just call your Heil 
distributor. He quickly mounts the body and hoist, provides expert 
maintenance and parts service. All you do is collect your profit on 
the sale! 

Ask your Heil distributor to explain how it will pay you to push 

' Heil Bodies and Hoists. 


HEIL NO-SAG BODIES 


Reinforced steel subframe welded inte- 
grally with the body supports the load 
uniformly and distributes the lifting 
forces of the hoist without bulging or 
distortion. Heil weight-saving design 


lets you carry bigger payloads, saves 
gas and tires. 


ALWAYS SPECIFY HEIL 


vne HEIL co. 


Dept. 5924 3059 W. MONTANA ST. + MILWAUKEE 1, WIS. 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 

Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
Les Angeles, Seattle. : 

BH-43D 





Used-Car Auction Prices 


(Continued from Page 33) 


Custom (6) sedan, $1,860*. °53 Custom 
(8) sedan, $1,440*, $1,100; Victoria 
coupe, $1,765. ‘52 Custom (6) sedan, 
$870; Ranch Wagon, $1,220. '51 (6) 
coupe, $490. °50 %-ton pickup, $265; 
Custom (8) sedan, $570, $525. ‘49 
Custom (8) sedan, $280, $390*, $430, 
$315, $325. '48 Super Deluxe (8) sedan, 
$150, $160. 

HUDSON — $1,425°; 
Super Wasp coupe, $1,430*. ‘50 Pace- 
maker sedan, $360. 

KAISER — '53 Standard sedan, $945. ’51 
Standard sedan, $450. '50 Staadard se- 
dan, $155. 

LINCOLN .— '52 Cosmopolitan coupe, $2,- 
030°. 

MERCURY — '52 station wagon, $1,550; 
coupe; $1,365*; sedan, $1,200*, $1,235*. 
’51 sedan, $755, $815*. '50 sedan, $855°, 
$550, '49 $435*, $455*. 

NASH — ’52 Statesman Super sedan, §$1,- 
100*, '51 Statesman Super sedan, $590*; 
Rambler conv., $455*. 

OLDSMOBILE — '53 (88) sedan, $2,075*. 
‘52 (98) Holiday, $1,775*. 50 (88) se- 
dan, $820*; (98) sedan, $685*. "49 (98) 
conv., $600*. 

PACKARD—’40 Hearse, $270. 

PLYMOUTH — '54 Savoy sedan, $1,555. 
’53 Cambridge sedan, $1,165. '52 Cran- 
brook sedan, $765, $820. ‘50 Deluxe 
coupe, $530. °49 Super Deluxe coupe, 
$390, $485, $490. 

PONTIAC—’52 Chieftain (8) sedan, $900. 
‘51 Chieftain Deluxe (8) sedan, $930*, 
$950*, $1,090*. ’49 Chieftain Deluxe (8) 
coupe, $575*, $435*. °47 Streamliner (8) 
sedan, $125. '46 Streamliner (8) sedan, 

35. 


‘53 Hornet sedan, 


$135. 

STUDEBAKER — '52 Champion Regal 
coupe, $785*. ‘51 Commander State 
coupe, $650°%; Champion Deluxe sedan, 
$530*, $495°, $455*. °50 Champion se- 
dan, $400*. '47 Champion coupe, $200°. 

WILLYS—’52 Aerowing sedan, $670*. 

MISCELLANEOUS—’50 Austin 4-dr. Devon 
sedan, $370. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 20.) 
(Picture looks better this week for 

used car dealer. 38 cars sold out of 87 
offerings.) 

BUICK—’49 Super 4-dr., $405; 2-dr., $355. 

CHEVROLET—’51 FL Deluxe 4-dr., $640; 
%-ton pickup, $340. °50 SL 2-dr., $500; 
Deluxe, $650. '47 FL 2-dr., $160. 
4-dr., $140. ‘41 2-dr., $105. 

FORD—’52 Crest (8) 2-dr., $1,050*, ’51 
Custom (8) 2-dr., $725, $705; Deluxe, 
$370. '50 Deluxe (8) 4-dr., $675, $390; 
Custom 2-dr., $600; Deluxe 2-dr., $425. 
"49 Custom (8) 4-dr., $375. '47 Custom 
(8) 2-dr., $250; Special Deluxe, $240. '40 
2-dr., $245, $130, $100. 

MEROURY — '53 Monterey 4-dr., $1,605*. 
"52 2-dr., $1,110*. °51 2-dr., $700. °50 
2-dr., $705. '48 2-dr., $305, 

NASH—’51 2-dr., $550; 4-dr., $525. 

PLYMOUTH — ’52 Cranbrook 2-dr., $980. 
°48 Special Deluxe 2-dr., $265. 

PONTIAC — ’51 Chieftain €8) 2-dr., $765. 
"50 (8) 2-dr., $605. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday, Prices are for sale of Jan. 18.) 
(Market steady. Very active sale. Sold 

40 cars out of 68 offerings.) 

BUICK—’52 Special 4-dr., $1,075. '51 Super 
conv., $1,000°. °'50 Special 4-dr., $560. 
"49 RM 4-dr., $565*, $500*. 

CADILLAC — ’51 (60 Special) 4-dr., $2,- 
110°. °48 (61) 2-dr., $885. 

CHEVROLET—’53 Bel Air 4-dr., $1,525*; 
%-ton pickup, $725. °51 SL Deluxe 2-dr., 
$700. °50 SL Deluxe 2-dr., $675; SL 
Special 2-dr., $480. 

DeSOTO—’51 Custom 4-dr., $720*. 

FORD—’52 Custom (8) 4-dr., $1,090*; De- 
luxe (6) 2-dr., $855. °50 Custom (8) 2- 
dr., $660, $565. °49 Custom (8) 2-dr., 
$490, $445. "47 Super Deluxe 2-dr., $255, 
$130. °46 Deluxe 4-dr., $175. 

HUDSCN—’49 Super 2-dr., $300*. 

MERCURY—’50 club coupe, $605. 

NASH—’52 Statesman 4-dr., $1,250*. 50 
Statesman 4-dr., $480. 

OLDSMOBILE—’50 (98) 2-dr., $715; (88) 
4-dr.. $640*. '48 (98) 4-dr., $305*. 

PACKARD—’48 Super 4-dr., $125. 

PLYMOUTH — '51 Cranbrook 4-dr., $675. 
’47 Deluxe 4-dr., $110. 46 Deluxe 2-dr., 
$185. 

PONTIAC—’50 Chieftain (8) 4-dr., $730*, 
$615. '49 Chieftain (8) 2-dr., $595, $570*; 
4-dr., $550*. 

STUDEBAKER — ’51 Commander 4-dr., 

15* 


$515*. . 
WILLYS—’46 2-dr., $225. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
oy. Prices are for sale of Jan. 17 and 
) 

(More cars offered for consignment 
this week. New cars slightly lower. Used 
units steady. Market brisk, Sold 218 cars 
out of 343 offerings.) 

BUICK—’54 Century 4-dr., $3,000*; Special 
4-dr., $2,800*. ‘52 Super Riviera 4-dr., 
$1,580*; RM Riviera 4-dr., $1,185*, '51 
Special 4-dr., $1,030. ’50 4-dr., $760. 

CADILLAC—’52 (62) 4-dr., $2,710* (ps). 
’50 (62) 4-dr., $1,765*; (61) 4-dr., $1,- 
570°. ‘49 (62) 4-dr., $950*. °48 (62) 
4-dr., $885*. °47 (62) 4-dr., $540*. 

CHEVROLET—'54 Bel Air 4-dr., $2,200*, 
$2,145°; 2-dr., $2,100*, $2,055*, $1,900, 
$1,835; (210) 4-dr., $1,950*, $1,930*, $1,- 
910*, $1,765; 2-dr.. $1,900, $1,780, $1,- 
755; (150) 2-dr., $1,650; %-ton pickup, 
$1,475. 

CHRYSLER—'53 NY 4-dr., $2,350* (ps). 
"52 Saratoga 4-dr., $1,345*. '51 Windsor 
Deluxe Newport, $1,045". °49 Windsor 
4-dr., $505; NY Deluxe 4-dr., $500. 

DeSOTO—’52 Fire Dome (8) 2-dr., $1,605* 
(ps). '51 4-dr., $650. ’51 conv., $615. 

DODGE—’54 Royal 4-dr., $2,469*; Coronet 
4-dr., $2,360*,. '52 Meadowbrook 4-dr., 
$650*. '50 Meadowbrook 4-dr., $410. 

FORD—’54 Sky Liner, $2,510*, $2,400*, 
$2,395, $2,300; Victoria, $2,455*, $2,450*; 
$2,380*; $2,365, $2,360*, $2,320%; Crest 
(8) 4-dr., $2,370*, $2,540*, 2 at $2,330°; 
country sedan, $2,435; conv., $2,375*. 

HUDSON—’52' Wasp 4-dr., $1,075*; Hornet 
conv,, $990*. '51 Commodore 4-dr., $715; 
club coupe, $650; Pacemaker 4-dr., 
$645*. 

LINCOLN — '53 Cosmopolitan coupe, $2,- 
675*. '52 Capri 4-dr., $1,735*. °51 4-dr., 
$895. '49 4-dr., $540*, $495*, 


MEROURY—’54 Sun Valley, $2,930* (ps); 

Custom sport coupe, $2,615, $2,510*; 4- 
, $2,400*. '53 Custom 4-dr., 

: $1,980; Monterey 
4-dr., $1,715. 

NASH—’50 Ambassador 4-dr., 
(600) club coupe, $120. 

OLDSMOBILE — ’53 (98) Holiday, $2,645* 
(ps); (88) 2-dr., $1,815*. '52 (98) Holi- 
day, $1,970*; 4-dr., $1,630*; (88) 4-dr., 
$1,575* (ps), $1,425*, $1,180*. 

PACKARD — '50 4-dr., §$505*. °49 4-dr., 
$400*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,385*. 
’52 Cambridge club coupe, $835; 4-dr., 


$380°. °48 


$825; Cranbrook 4-dr., $830. 
PONTIAC—’54 Star Chief Catalina, $2,- 
870 (ps), $2,725*; Chieftain (8) conv., 
$2,710*; 4-dr., $2,300*; Chieftain (6) 2- 
dr., $1,960; station wagon, $2,705*. ‘53 
Custom (8) Catalina, $2,010* (ps). 
STUDEBAKER—’53 Champion 2-dr., $1,- 
090*. °50 Land Cruiser 4-dr., $510*: 
Champion 4-dr., $430. 
WILLYS—’51 (6) station wagon, $655*. 
MISCELLANEOUS—’53 GMC %-ton pick- 
up, $915. '50 GMC %-ton pickup, $475. 
’51 Henry J 2-dr., $410. "49 International 
Harvester %-ton pickup, $350. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction, Sale every 
Friday. Prices are for sale of Jan. 22.) 
BUICK — ’'53 Special sedan, $1,530*. '49 

Super sedan, $€10*, $600*. 
CADILLAC—’50 (61) sedan, $560*. 
CHEVROLET — ’54 (210) sedan, $1,810*. 
(Continued on Page 37, Col. 2) 


ASK THIS IMPORTANT QUESTION 
BEFORE BUYING BAKING EQUIPMENT 


= 


— © MB Ne 


OR DOES IT USE 
OLD-FASHIONED 


BULBS THAT 
BURN OUT? 


dry Quick 


Fancy reflectors cannot 
hide the fact that infra- 
red bulbs burn out... 


and tumble life of equipment in an auto paint 
and body shop. Ask the men who discovered they 
were buying a barrel full of replacement bulbs 
each year . . . and then junked costly equipment 
to buy Dry Quick Paint Baking Panels. 

Dry Quick Infra-red Baking Equipment has no 
bulbs, but has lava-coated ceramic type infra-red 
generators that last for many years, that generate 
infra-red rays more efficiently than any other 
known type of generator. ; 

You get an even field of baking energy with Dry 
Quick ceramic type generators. No hot spots; no 


cold areas. These pan- 
els bake a little spot 
job or a complete car 
or truck quickly and 
efficiently. . 


See what a Dry Q 


Wire or 
phone collect for a 


DEMONSTRATION 


in your shop 


Ho in your shop, 

es, your personnel 

fet into the “factory finish” 
painting business and 

on the way to greater 




















@ Prevents Sticking Valves and 
Carbon 


Load-Up 
e@ insures Quick Starts 
@ Postage Paid on Prepaid Orders. 


$5.95 Per Doz. 


“PORTER PAL” CO. 


BOX NO. 174 1608 E. FOURTH ST. 
ROYAL OAK, MICH. 


LICENSE PLATE 
ee 
ON AND OFF WITH A 


QUARTER TURN 


Heavy %-inch bolt 
(with T-head and square 
shoulder) fastens license plate securely in 
place. Will not lose off. 
PLATED TO PREVENT RUST 


No. 51 Acorn Nut Type.......... 
No. 51W Wing Nut Type. 
Dealer Cost 





(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish, Order Direct. 
Write today for free catalog of over 200 
Houser service items, 


HOUSER 


Everything for 
Station Wagons 


PARTS ano useo 
cy a Kits 


Doors, am. Hardware, Etc. 





Quick Service on 
REPAIRS & REFINISHING 


616 Communipaw Ave. 


Jersey City, N. J. 
DE 3-6898 and DE 3-1275 


SHORTSTOP =; 
IGNITION SPRAY 


Takes but a few sprays 


coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 


Comes in handy spray can with easy push 


button valve. 4 Oz size for glove com- 
partments — 12 Oz. Serviee Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 
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’52 SL Deluxe sedan, $1,045*; station 
wagon, $1,330*, '51 SL Special sedan, 
$745. ‘50 SL Special sedan, $500; SL De- 
luxe sedan, $690; conv., 3605°. "49 SL 
sedan, $480, $460; SL Deluxe 
sedan, $600. 48 FL Aerosedan, $450. ’46 
FM sedan, $190; SM sedan, $185. 
CHRYSLER —’51 NY sedan, $1, 155*. 
DeSOTO—’50 Deluxe 7 passender sedan, 
$725; 4-dr., $615. '46 Custom conv., $275. 
DODGE—’48 Custom sedan, $300. 


FORD — ‘54 Custom (8) sedan, $1,810; 
Custom (6) sedan, $1,800*. "53 Main (6) 
sedan, $1,045. '51 Deluxe (8) sedan, 


$635; Custom (8) sedan, $800*. °50 
Custom (6) sedan, $425; Deluxe (8) se- 
dan, $475. ‘49 Custom (>. sedan, $405°. 
HENRY d—’52 (4) sedan, 
MERCURY—’54 Monterey Hard Top, $2,- 


710* (ps); coupe, $2,555*°. ‘51 sedan, 
$985*. °49 sedan, $505*. 
NASH—’49 (600) sedan, $210. 
OLDSMOBILE—’50 (76) sedan, $615. 
PACKARD—’51 (200) sedan, $590° 


PLYMOUTH—’52 Cambridge sedan, $770. 
‘51 Cambridge sedan, $515. '50 Special 
Deluxe sedan, $550. 

PONTIAC—’54 Chieftain (8), $2,330*. '53 
(8) sedan, $1,550*, 50 (8) sedan, $785°, 
$660*. 48 (8) sedan, $350. "46 (8) sedan, 


$265. 

STUDEBAKER — ’50 Commander club 
coupe, $670; Champion sedan, $380. °47 
Champion sedan, $225 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Jan, 21.) 
(Weather of forty below zero shut out 
sale. Sold 21 cars out of 47 offerings.) 
CHEVROLET — '53 (210) sedan, $1,275*, 
$1,200*. °52 SL Deluxe sedan, $980*, 
$890; %-ton pickup, $785. ’°51 SL Special 
business coupe, $680. ‘50 SL Special 
sedan, $370. 
FORD—’53 Main (8) ranch wagon, $1,650; 
sedan, $1,650*. °52 Custom (8) sedan, 


$850. ‘50 Deluxe (6) sedan, $435, $400; 
Custom (8) sedan, $615. '46 Super De- 
luxe sedan, $140. 


MERCURY—’'51 Custom club coupe, $1,000. 

PLYMOUTH — ’52 Cranbrook club coupe, 
$755; Cambridge club coupe, $835. 

PONTIAC — '51 Chieftain (8) club coupe, 
$930". 

— Champion sedan, $395, 
$380. 


ALBANY 

(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 18.) 

(Buyers thronged auction room snap- 
ping up clean cars. New cars were a 
dime a dozen. We sold a few just around 
dealers cost, Sold 79 cars out of 107 of- 
ferings.) 
BUICK — 

Special, $1,660*. 

dan, $1,010*. 


’53 Riviera sedan, $2,060*; 
’51 Super Riviera se- 

50 RM sedan, $780*; 
conv. $800*; Super sedan, $690*. "49 RM 
sedan, $460*; Super, $460. 

GCADILLAC—’51 (62) sedan, $2,300*. 

CHEVROLET—’54 Bel Air sedan, 
’52 SL Deluxe sedan, $1,045. '51 SL De- 
luxe sedan, $810. "50 SL Deluxe sedan, 
$610*; FL $490; SL club, $560, °49 SL 
Deluxe sedan, $500; Special, $440. ‘48 
SM coupe, $200. '47 FM sedan, $410. '46 
FM sedan, $170; SL $170. 

DODGE—’52 Coronet club coupe, $1,000 
"50 Coronet sedan, 2 at $650*. "48 
Coronet sedan, $440". 

FORD—’53 Main (6) sedan, $1,100. ‘50 
Custom (8) sedan, 2 at $610, $600, 
$560*. '49 (8) Deluxe sedan, $480; club 
coupe, $440; Custom, $425*. °47 (6) 
Super Deluxe sedan, $230. 

HUDSON — ’51 Hornet sedan, $780*. °48 
Super sedan, $120. ‘47 Commodore se- 
dan, $160. 

KAISER—’51 sedan, $560. 

MERCURY—’54 sedan, $2,090. ’51 sedan, 
$910*, $860, $825*. °50 sedan, $530; club 


coupe, $550. 
NASH—’50 (600) sedan, $340; Ambassa- 
dor, $320*. 
OLDSMOBILE—’50 (88) conv., 
(98) sedan, $350*. 
PACKARD—’50 (200) sedan, $440*, $280*. 
PLYMOUTH—’54 Savoy sedan, $1,670. ’53 
Cranbrook sedan, $1,080. 51 Cranbrook 
sedan, $640. 49 Special Deluxe sedan, 
$330. ''47 Deluxe sedan, $270. 
PONTIAC—'54 Chieftain’ (8) sedan, $2,- 
285*, $2,225°, $2,260%, $2,250*, $2,175°*, 
$2,135; Star Chief Catalina, $2,765*; 
sedan, $2,475*. ’52 Chieftain (8) sedan, 
$1,400*. °51 Super Deluxe Catalina, $1,- 
300*; Streamliner sedan, $1,010*. ‘'50 
Streamliner (6) sedan, $640, i>. "49 
Chieftain (6) sedan, $500°. 6 Stream- 
liner (8) sedan, $210. 
STUDEBAKER—'51 Champion sedan, $480. 
’50 Champion sedan, $360. ’48 Champion 


$780*. °48 


conv., $270*. 
N. PLAINFIELD, N. J. 
(Lebanon Auto Auction, Sale every 


Wednesday. Prices are for sale of Jan. 20.) 


(Continues steady with slight increase 
in very sharp cars, 67 cars sold out of 
89 offerings.) 

BUICK — '54 Super Riviera 4-dr., $3,485* 
(ps). '53 Super sedan, $2,000*. *50 Super 
sedan, $760. '49 RM sedan, $525, $505. 

CADILLAC—’53 (62) sedan, $3,725*. '52 
(62) sedan, $2,800*. °48 (62) sedan, 


$935* 
CHEVROLET ’54 (210) sedan, $1,680*, 
M ‘51 FL. Deluxe sedan, 
$790, $750, $695; Special, $760, $720, 
$700, $680.” ‘50 SL Deluxe sedan $660, 
. '49 SL Deluxe sedan, $450; Special, 
. *48 FL sedan, $305. 
— °’51 Windsor Newport, $1,- 
’47 NY sedan, $135. 
DeSOTO — '48 Custom sedan, $410. ’47 
— sedan, $250. '46 Custom sedan, 


$205. . 
DODGE—’51 Meadowbrook sedan, $860. ’50 
Coronet sedan, $635. °48 Custom sedan, 


$350. 

FORD—’'53 Custom (8) Victoria, $1,850*; 
ranch wagon, $1,560*; sedan, $1,205, 
$1,110. '51 Custom (8) sedan, $730. '50 
Custom (8) sedan, $630. °49 Custom (8) 
jen” $375; Deluxe, $320. '46 (8) sedan, 

LINCOLN—’'46 sedan, $100. 

MEROURY—’52 sedan, #. 310°. °51 peene. 
$875. '49 sedan, $500. °48 sedan, 

OLDSMOBILE—’51 (88) ae $1, 040. 50 


$1,910. | 


(98) sedan, $650; (88) $770; conv., 

$810°, 

PLYMOUTH — '53 Belvedere, $1,500*. '52 
Cambridge sedan, $855, $805. '50 Special 
Deluxe sedan, 90, $545. "48 Deluxe 
sedan, $360. 

PONTIAC — ’53 Chieftain (8) conv., 
930*. '51 Chieftain (8) sedan, $990*. '50 
Streamliner (8) sedan, $670. ‘49 Chief- 
tain Deluxe sedan, $520. '47 Chieftain 


(6) sedan, $190. 


STUDEBAKER — '52 Champion sedan, 
$770. °50 Champion sedan, $400. 


WILLYS—’52 Jeep station wagon, $620. 


$1,- 


— Auctions in Brief — 
OAKLAND 


(Pollock’s Used-Car Auction, Sale every 
Wednesday. Sold 114 cars out of 174 of- 
ferings at Jan. 20 sale.) 

* * * 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. The demand was great and the prices 
stable at the Jan. 20 sale. Sold 88 cars 
out of 121 offerings.) , 

* * * 


FT, WAYNE 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Steady market with a demand 
for cars. Sold 103 out of 142 offerings at 
Jan, 19 sale.) 


NA 


Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K,. BRAASCH 
Dean of Automotive Sales Trainers 
e A LIFETIME OF EXPERIENCE 
Fi AT A FRACTION OF ITS REAL VALUE. 
W. K. BRAASCH 
FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


Please send me the following NEW MANUALS: 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Iilinois 





A NEW CHICAGO OFFICE 


for 


BOOTH MICHIGAN NEWSPAPERS 





LOCATED AT 


We are pleased to announce the 
opening of our new Chicago office 
under the direction of 


SHELDON B. NEWMAN 


435 N. Michigan Ave., Chicago 11, Illinois 
phone, Superior 7-4680 
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Johnstown Show 


JOHNSTOWN, Pa. — The third 
annual auto show will be conducted 
Feb. 17-20 by the Johnstown Auto- 
mobile Dealers Assn, in the Cam- 
bria County War Memorial Arena. 

Heading show arrangements are 
A. L. Luther, association president, 
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Slated Feb. 17-20 


A. Walter Sell and George Leiten- 
berger. 

More than 50 models will be dis- 
played by 14 dealers. Attendance 
at past shows has been approxi- 
mately 29,000. 





GET RID OF 


GAS FUMES 


this simple 


} inexpensive way! 


Complete Systems Priced from $206.25 


TESTED-APPROVED 
VENTILATION SYSTEMS 
OVERHEAD-UNDERFLOOR 

INSTALL IT YOURSELF 


Write for FREE literature « No Obligation 
The National System of Garage Ventilation, Inc. 


147 West William St. 


©¢ Decatur, Illinois 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


EASY INSTALLATION 


The Perfection Hydra-Power End Gate 
is designed for easy installation on any 
truck or trailer—and to save mounting 
time and costs. It has a large and ready 
market because its use reduces labor 


costs, 


employee accidents and cargo 


damage. Ramp-type platform - gate 


STOPS automatically at truck 
floor level. Gate may be 

of — fay = “oo 
ground and truck floor. Gate 
rides level —even under un- 
balanced loads. 


available in three sizes to meet all re- 
quirements. 


Superior Features of the 


Perfection Hydra-Power 


End Gate 


@ ONE hydraulic cylinder (operating 
from truck motor) performs all oper- 
ations of lowering, raising, and 
closing the platform-gate. 


@ Operating controls are conveniently 


LIFTS and holds a real load 
of 3,000 ibs. max. Sturdy lift 
frame ed to prevent dis- 
tortion a sway of 
Platform is well brac 
maximum rigidity. 


latform. 
to give 


located at the rear of truck platform; 
also can be operated from the gate 
itself—either by foot or hand. 


@ The 6” hydraulic cylinder with 11” 


stroke permits ample hydraulic power 
to lift maximum loads easily. 


@ Precision-honed cylinder walls, and 
the use of patented hydraulic seals, 
eliminate eens of oil and “creep- 
ing” of platform. 


@ Safety devices prevent accidental 


HYDRAULIC power quickly 
closes the rugged end gate. 
Self-locking devices hold plat- 
form-gate in raised and closed 
positions without use of posts 
or chains. 


dropping of gate, and assure a safe, 
uniform lowering speed—always 
under control. 


For literature—write Dept. A-24. 


~~ 
Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY CO. 


GALION, OHIO 


PERFECTION | 


TRUCK BODIES yore 4 
Whale elas HOISTS 


Dealers Are Improving Sales Methods .. . 


Nance Sees Stability After °54 


(Continued from Page 6) 

or information about what he is 
selling, or when he undersells a 
customer,” Nance said. “But in the 
aggregate,” he continued, “these 
failures can combine to make the 
difference between poor or highly 
prosperous business conditions gen- 
erally. 

“In the last analysis the only 
sale that counts is the one made 
to the ultimate consumer,” he 
said. “This is the retail sale, and 
it is almost invariably made by 
one person selling another 
through personal contact, 

“Manufacturers have an impor- 
tant responsibility for providing 
training assistance, product infor- 
mation and promotional assistance. 
But the actual accomplishment of 
the job of improving retail selling 
rests with retail management.” 
Nance said he classifies himself 

“among those who believe that de- 
mand can be and is created for all 
types of goods above those needed 
for subsistance.” Citing the pro- 
gress of the American living stan- 
dard during the past 50 years, he 
emphasized that “progress has to 
be sold. 

“This applies equally to selling 
replacements for established 
products,” he said, “Shall a man 
drive his automobile one year, 
three years or five? For most car 
owners, the answer depends on 
an auto salesman. If he can cre- 
ate dissatisfaction with the old, 
he can make a sale. 

“In our industry this process, 


Dealer Council 
Sessions Opened 
By Nash in N. Y. 


NEW YORK.—In the first of a 
series of Nash factory-dealer con- 
ferences, 14 dealers selected from 

the 10 zones mak- 
ing up the eastern 
division met here 
last week with 
factory represent- 
atives. 

On hand were 
H. C. Doss, sales 
vice - president; 
George Romney, 
executive vice- 
president; Meade 
Moore, research 

H, ©. Doss vice - president; 
Floyd Sease, assistant general sales 
manager; James Watson, eastern 
sales manager; William Cook, tech- 
nical service manager, and Jack 
Huntress, advertising manager. 

Subsequent meetings will be held 
with the central and western divi- 
sions, respectively, Feb. 8 in De- 
troit and March 18 in Los Angeles. 

Dealers attending the first con- 
ference were: 

Sydney Ginsberg, Miami; Nishan 
Atamian, Boston; Paul T. McNa- 
mara, West Lebanon, N.H.; Max- 
well Brown, Kenmore, N. Y.; R. E. 
Orr, Asheville, N.C.; Ralph E. 
Rockenfield, Norwood, O.; P. A. 
Snyder, East Cleveland, O.; Henry 
L. Murphy, Newark, N.J.; Ray- 
mond. J. Menendez, Hempstead, N. 
Y.; William M. Pilmer, Yonkers, 
N. Y.; John Kerbeck, Philadelphia; 
Desmond Fries, Bethlehem, Pa.; D. 
L. Mierley, Altoona, Pa., and L. P. 
Safford, Silver Spring, Md. 


Brockway Elects 
King as President 


CORTLAND, N.Y. — Brockway 
Motor Co., maker of heavy-duty 
trucks, last week announced the 
election of H. O. King as president. 
He will continue as chairman of 
the executive committee, a position 
he has filled since 1942, 

As President, King replaces 
George S. Piroumoff, who retired 
for reasons of health after long 
service with Brockway. Pirqumoff, 
a substantial stockholder, remains 
with the company as a consultant. 

King also is president of Munson 
Line, Inc., which owns a controlling 
interest in .Brockway, and is a di- 
rector of Texas Gulf Producing 
Co., Glass Fibers, Inc. Federal 
Water & Gas Corp., Apex Smelting 
Co. and Southern Arizona Bank & 
Trust Co. He is consultant to the 
Air Force chief of staff. 


when successfully carried out,;can consumer is very strong. We 


works its way down through the 
used-car market, and in the end 
every auto has been upgraded. 
Each enjoys the use of a better car 
than he otherwise would have.” 
Supporting his contention that 
the nation’s economic adjustment 
should be completed this year, 
Nance said “we are surrounded by 
all kinds of evidence showing that 
the economic position of the Ameri- 


have not had speculative excesses 
in real estate and securities as we 
had in the 1920s. We have not had 
a reckless overextension of credit 
either to business or consumers. 
“The overall economic picture is 
being butressed by the tax reduc- 
tion for individuals and by a 
marked easing of the credit strin- 
gency which made itself felt at the 
peak of the boom last spring.” 


Quantity 
PRODUCTION 
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GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTtON FOUNDRIES 


Tad Te Pda hf 


FOUNDRY DIVISION 


MAIN OFFICE 


A bee 9S, 


UFACTURING PLANTS 


CHATTANOOGA 2. TENNESSEE 


6 reasons why Howard Zink seat covers mean 


MORE SALES 
AND HIGHER 


PROFITS “94 | 


Put the buyer's market to work for you. Sell 
the only nationally advertised, quality seat 
cover. Get on the Howard Zink bandwagon 


with these selling advantages: 


1 PRE-SOLD MARKET—Millions of 
prospective customers regularly 
read Howard Zink national 
advertising in THE SATURDAY 
EVENING POST, HOLIDAY and 
SUNSET magazines. 

2 TOP QUALITY, POPULAR PRICES 
—Howard Zink makes the finest 
seat cover in every price range. 

3 FASTER TURNOVER—Howard Zink 

” covers move faster than unadver- 
tised brands. 


4 LOCALIZED FACTORY SERVICE— 
Four strategically located factories 
give the best nation-wide service 
and delivery in the industry. 


PERSONALIZED SALES COUNSEL 
—Your local Howard Zink repre- 
sentative is trained to work with 
you on your sales, merchandising 
and advertising problems. 


6 LOCAL ADVERTISING—You get 
the most complete, voluntary local 
advertising plan in the industry. 


For more sales and profit—Sell the 
best known, most asked for seat 
covers in the world . . . Howard 
Zink. Write for details today. 


THE HOWARD ZINK 


CORPORATION 
Fremont, Ohio 


_ Other plants in Passaic, N.J., Long Beach, California, Charleston, Mississippi 
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What's New: 


Supercharger on Manhattan modeis, 
boosting cae teams to 140 . . . Rede- 
signed grille, instrument panel . Tail 
lights extending along top of rear “tenders 

r rear window ... Lon 
bodies on Manhattans 
as optional equipment . 
dropped, 











* * * 


va a supercharger to boost 
the six-cylinder Manhattan 
models to 140 horsepower, the 1954 
Kaisers will be introduced by dealers 
in mid-February. 

The supercharger-equipped Kaiser 
is described by its designers as hav- 
ing “two engines under one hood.” 
Kaiser says the Manhattan engine 
“provides greatly increased horse- 
power while retaining mileage econ- 
omy.’ 


The supercharger delivers a 
fuel-air mixture to the carburetor 
and combustion chambers under 
pressure, “providing a highly 
volatile charge which is trans- 
lated into increased horsepower,” 
it is said. 























The 1954 Kaiser line consists of a 
club sedan and four-door sedan in 
the Special series and a club sedan 

= s * 






Supercharger Marks 
‘34 Kaiser Series 


and four-door in the Manhattan 
series. 
* * * 

ROPPED were the Kaiser 

Dragon—a super deluxe Man- 
hattan — and the Carolina series, 
consisting of a four-door and a 
two-door which for 1953 were the 
lowest-priced models in the Kaiser 
line. 

While the Manhattan line now 
has a 140-horsepower engine, 
against 118 last year, the Special 
models, which do not have the 
supercharger, continue with 118. 


“The exterior and interior major 
changes in styling and design of 
the 1954 Kaisers continue in the 
Kaiser theory of autodynamics 
which in the past six years has won 
us 12 style awards in international 
competition,” said Roy Abernethy, 
sales vice-president. 

* * * 
HE 1954 Kaiser Manhattan is 
the longest ever built, with an 
overall length of 216 inches, com- 
pared with 213 in 1953. 

Major styling changes begin at 
the front, with a new jet air-scoop 
grille. A matching air-intake hood 











ornament, which is both decorative 
and functional, supplements engine 
cooling and provides a substantially 
new front-end design. 

New front chrome trim and 
metal, including the hood, fenders, 
headlamps and bumper guards, 
contribute to the exterior styling. 

An innovation are the tail lights, 
which extend forward on the crown 
of the rear fenders to provide 
“safety-glow” illumination visible 
from both sides as well as the rear 
of the car. Included in these ex- 
tended fender lamps are the stop 
and turn signals. 

* 












*” * 

NCLUSION in the 1954 Kaisers of 

wraparound rear windows in- 
creases the Manhattan’s glass area 
to 3,964 square inches, offering more 
visibility than found in any stand- 
ard 1954 American standard sedan, 
Kaiser claims. In three sections, the 
new wraparound rear window 
sweeps forward in the “slimnastic” 
contours of the overall design to 
the rear door openings. 

The 1954 Kaiser instrument 
panel features a new “steering 
turret” which extends directly 
from the dash and encloses steer- 
post and the shift linkage in both 
manual and Hydra-Matic drive 
models, Dials and controls are 
grouped directly before the 
driver, and the radio panel, glove 
compartment and clock are re- 
cessed into the panel below a 
newly styled safety-padded dash. 

A horn bar, mounted on the 
single-spoke steering wheel, re- 
places the conventional horn ring. 

Added for 1954 is a safety-padded 
bolster mounted on the front back 
rest for protection of children and 





With Supercharger— 


This Manhattan engine is equipped 
with supercharger and power steering 
unit. 
























More Glass Area— 


The larger wraparound rear window of 
the 1954 Kaiser Manhattan increases the 
car's glass area to 3,964 square inches. 
On the top edge of the rear fenders are 
tail lights which provide illumination 
visible from both sides as well as the 
rear. 







































Kaiser's Redesigned Instrument Panel— 


Sofety padded, the new dash features a “steering turret" which encases the 
steering post and gearshift shaft. Dials and controls are grouped together. 
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rear-seat passengers in sudden 


_| stops. 


* * * 


nr engine features of all Kaiser 
models include positive valve 
rotators for exhaust valves to in- 
crease valve life and efficiency; sili- 
con-chromium intake valves which 
are said to provide greater heat and 
corrosion resistance, and a new 
piston ring combination with the 
top ring or heavy chrome plate. 

A wide range of exterior body 
colors are offered in Manhattan 
models, with a selection of two 
shades, Persian gray and honey 
beige, in the Deluxe series. Man- 
hattan colors are blue comet, 
island green, copperdust, and sig- 
nal green, in addition to Persian 
gray and black. 

All interiors continue the Kaiser 
design leadership of “bringing liv- 
ing room colors and fabrics into the 
car,” and are color-styled through- 
out to harmonize with body colors. 
In Manhattan, seat cushions of 
Luxura loop fabrics are blended 
with boucle and satin finish vinyls 
on the seat trim, headlining, padded 
dash and door panels. 

New Largo loop fabrics are com- 
bined with color-matched embossed 
vinyls in Deluxe models. 

Power brakes have been added to 
Kaiser’s line of optional equipment. 


Colbert Would Sell 
U.S. on Living 
Up to Its Means 


CHICAGO. — “The health of the 
nation’s business, this year and in 
the years to come, will depend to 
@ great extent on 
the success with 
which salesmen 
persuade the peo- 
ple of America to 
live as well as 
they can afford to 
live,” L. L, (Tex) 
Colbert, president 
of Chrysler Corp., 
declared here last 
week. 

Speaking at-the 
three-day national 





L, L, Colbert 


credit conference of the American 
Bankers Assn., Colbert said the big 


question was: “Will the American 
people want as much and buy as 
much as they can afford to buy? 


“It is my position that the answer 
to this question can be an emphatic 
yes,” Colbert said. “It can be yes if 
businessmen will keep their eyes on 
the underlying growth trends in the 
economy; if they will work to cre- 
ate increasingly attractive goods 
and services and sell them aggres- 
sively and confidently, and if their 
Government maintains a sound and 
realistic attitude toward the needs 
of our growing economy.” 

People have the means to buy 
what they need, Colbert declared, 
and American business can produce 
what they need and want. 

“The main force, the prime mover 
of the American market, is the 
appetite of the people for a high 
and rising standard of living,” he 
said. “As we go about the business 
of producing, selling and serving, 
some points for all of us to remem- 
ber are these: (1) That people have 
over 200 billion dollars in savings; 
(2) that the last thing an American 
family will do is cut back its stand- 
ard of living, and (3) that while 
people here live better than people 
anywhere else in the world, few 
people in this country are living as 
well as they would like to live; 
nearly all of them have a desire to 
live better.” 


Colbert said that product adver- 
tising and product display were im- 
portant, but that it was the actual 
demonstration of the product that 
closed the most sales. 


“Everyone in the automobile busi- 
ness,” he said, “knows that the all- 
important thing is to get the cus- 
tomer into the showroom and then 
put him behind a wheel. And, dur- 
ing the months to come, you can 
expect the efforts to bring people 
close to the product to become more 
and more intense, not only in the 
automobile business, but in many 
other lines.” 


Fire Damages Woodring 

A fire, starting in the paint de- 
partment and quickly spreading, 
swept the Woodring Motor Co. 
garage in Morganfield, Ky. No 
estimate of the damage was availa- 
ble. 





Dodge Hospitality— 


Barbara McCrirrick, 1954 Orange Bowl 
queen and hostess of the Dodge hospital- 
ity room during the NADA convention in 


39 


Lightburn Heads 
Purolator Sales 
In Aftermarket 


RAHWAY, N. J.—Appointment of 
James B. Lightburn as aftermarket 
sales division manager for Purola- 


tor Products, 
Inc., has been an- 
nounced by Car- 
los D. Kelly, sales 
vice-president, 
Lightburn will 
supervise Purola- 
tor’s aftermarket 
sales with oil 
companies, whole- 
salers and job- 
bers, Previously 
he was assistant 
to the sales vice- 
president. 
Joining Purolator in September, 
1946, as special assistant to the fac- 
tory manager, Lightburn later 





J. B. Lightburn 


Miami, is greeted by R. C. Somerville, served as purchasing agent. 


sales vice-president. Dodge also was host 
at a breakfast session for its dealers. 


Geoffrey Buys Land 
Guy Geoffrey (DeSoto - Plymouth 
dealer in Erie, Kans. has 
purchased a tract of land 400 by 
150 feet. In the spring he will con- 


struct a large dealership ae 


Lightburn served with the Army 
Quartermaster Corps for five years. 
During World War II he served in 
Washington, Persia and China, 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


DAN BECK’S 
SALES 
== TRAINING 


NEW SALESMEN get SELLING FUNDAMENTALS— 
simply, clearly, that can be used immediately. 
EXPERIENCED SALESMEN get NEW TECHNIQUES to 
increase their effectiveness. 

SALES MANAGERS get SALES TRAINING IDEAS, 
METHODS, to help better direct their salesmen. 

The benefits of Dan's 30 years of RETAIL and WHOLE- 
SALE SELLING, SALES MANAGEMENT and SALES 
TRAINING will be given in this dramatic, near magical, 
audio-visual feye and ear), conference type Sales 
Training Program. 

One week, Monday, March Ist, through Friday, March 
5th, 9:00 A.M.—5:00 P.M. plus two evenings. 


EXECUTIVES SELECTION & TRAINING INSTITUTE 


958 Maccabees Bidg. Phone TEmple 11-55-1 Detroit 2, Mich. 


TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 











Set up your own NEW CAR SHOW! 


$495 ® Costs about 1 cent per-hour to operate 


F.0.B. Port Chester 
Write for catalog No. 10 


© Collector rings for interior lighting 
® Drive on runway ® 4500 Ib. Capacity 


® Unconditionally Guaranteed for | year 


INC. 
CONN 


MACTON MACHINERY CO., 


STAMFORD, 


DYKE LANE ° 
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New Passenger Car Registrations, 26 States for December, 1953-1952 


Car registrations b states are 
released here weekly, as com- 
piled by R. L. Polk representa- 
tives int state capitals. 
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New Commercial Car Registrations, 24 States for December, 1953-1952 
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Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in s‘ate 
capitals. 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals, 
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$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
288. (Hy-Drive optional at $145.80 on 
all models.) 
PONTIAC — Chieftain 6 Special — 4-dr. 


Current Prices on New Cars 


ee $2,026.64; 2-dr. sed., $1,968.36; 


2-seat 


standard on all models. ) 

CHEVROLET — One-Fifty — 4-dr. sed., 

$1,680; 2-dr. sed., $1,623; utility sed., ed... $1,~ 
539; 6-pass. stat. wag., $2,020. 
—4-dr. sed., $1,771; 2-ar. sed., Tutt: 
el, cpe., $1,782; we 9 stat. wag., = 
133. Bel Air—4-ar. , $1,884; 2-dr. sed., 
$1,830; hardtop, $2,061" conv., $2,185; 
ane stat. wag., $2,283. Vv. 
$3,523. (Powerglide standard of Corvette, 
optional at $178.35 on all other models.) 

CHRYSLER—Windsor Deluxe 4-dr. sed., 
oe we (8-pass., it 9890.18; cl, cpe., 9 
045.75; ome $3,321. New Yorker— 
tar fed. $8308 fo Rcod; stat wag, 
qeicnatas. New Yorker Weteee oa. sed., 
Sotss; cl, cpe., $3,406.25; Newport, $3,- 


707.25; conv., $3,938.25. Custom 

4-dr. sed., $4,259.50; lim., $4,797; New- 
% 560.25. Crown Imperial — 8-pass. 

sed., $6,921.50; lim., $7,043.75. (Power- 

Flite standard on all eight-cylinder models, 

optional at $189 on Windsor Deluxe.) 


DeSOTO — Powcrmaster oo sed., 

$2,385.75 (8-pass., ee cl. 
364; stat. wag:, $3,107 Fire Some 8 
—4-dr. sed., $2,673 ees $3,558.75) ; 
cl, cpe., $2,65 50; Sportsman, $2,922.50; 
conv., si isa 38 ; stat. wag., $3,381. 
(PowerFlite optional at $189 on all models. ) 
Six — 4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8—4-dr. sed., — 176. 75; > cpe., “ 
154.25. Coronet Six . sed., $2,136; cl. 
cpe., $2,109; 2-dr. = wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr, 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv. $2,513.75; 2-dr. stat. 
wag.. $2,517; 4-dr, 2-seat stat. wag. $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on 
Meadowbrook Six and Coronet Six sedans 
and club coupes. PowerFlite optional at 
$189 on all models except Cororet Six 
station wagons.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; a ee sed., e. ot bus. cpe., $i, 548; 
2-dr. A 9 Customline Six— 
4-dr. sed., “sribst oa sed., $1,743.50; 
cl. cpe., $1,733, 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202 Crestline Six— 
4-dr. $1,898; hardtop, $2,054.50; Sky- 
liner, *So.1e: conv., $2,164; 4-dr. stat. 


wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Oorsair Deluxe Six — 2-dr. sed., 
$1,561.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2- a. 
utility, $1,836.75. Super Jet — 4- ar. sed., 
$1,954; 2-dr. sed., $1,932.75. Jet-Liner— 

4-dr. ‘sed., $2,056.60; 2-dr. sedan, §$2,- 
045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. 
sed., $2,209.43; cl. cpe., $2,256.11. Super 
Wasp — 4-dr. sed., $2,465.84; 2-dr. sed., 
$2,413.28; cl. cpe., 465.84; Hollywood, 
$2,704; conv., $3,004 Hornet — 4-dr. 
sed., $2,768.86; cl. — ” $2,741.99; Holly- 
wood, $2,987.75; conv., ’$3, 287.70. (Hydra- 
Matic optional at $178.03 on all models in 
Je: category. Borg - Warner automatic 
transmission optional at $178.03 on all 
other models. ) 


KAISER — Carolina — 4-dr. sed., &. - 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr 5 
sed., $2,512. 79; ‘club sed., $2,459; 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club a. $2,596.76. 
4-dr. sed., $3,923.91. Darrin 161—conv., 
$3,668. (Overdrive standard on Darrin. 
Hydra-Matic standard on Dragon, optional 
at $178.55 on other models.) 

LINCOLN—Lincoln — 4-dr. sed., $3,522; 
hardtop cpe., $3,625. Lincoln Capri—t- dr. 
sed., freak hardtop cpe., $3,869; conv., 
$4,030. (Hydra - Matic standard on all 
an 

MERCURY — Custom — 4-dr. sed., §$2,- 
2&0.50; 2-dr. sed., $2,193.50; sport cpe., 
$2,315. M 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; Sun Valley, $2,581.50; 


conv., $2,609.50; stat. wag., $2,776. (Mere- 
0-Matic optional at $189.77 on all models.) 


NASH—Rambler -dr. sed., $1,- 
995; hardtop, $1,945; Suburban, $1,945. 
Rambler -dr. sed., $2,175; hard- 
top, $2, 095; conv., $2,125; << ‘stat. wag., 


$2,- 
-dr. sed., ro5 S03 
$2,468. ee Super—4- on 
sed., $2,412; 2- mA , $2,360. Ambassador 
Custom— 4-dr. a gah506: hardtop, $2,- 
730. (iiyara-Batie™ optional at $178.85 on 
all models. ) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. >, S. Bie Holiday, 
=. Super 88—4 -dr, $2,476.71; =; 

sed., $2,410.25; Hollday’ $2,688. 
Sees $2,867.59. Series 98—4-dr. sed., 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041. 75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178. 35 on all models.) 


PA 


( 
convertible and Caribbean; optional at $199 
on other models. ) 

PLYMOUTH — Plaza 4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., 

50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., §$2.220; * stat, wag., 


. Wag., $2,364; 3-seat stat. wag., $2,- 

419. ” Chieftain’ 6 Deluxe—4-dr. sed., $2,- 
130.53; 2-dr. -_, $2,072.28; 2-seat’ stat. 
wag., $2,504. Chieftain 8 Special—4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 


» $2, Hydra-Matic optional at 
$178.35. on all “models. ) 

STUDEBAKER — Champion Custom 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., $1,918.15, 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wae 187.23. 

Regal — 4-dr. $2,026.29; 2-dr. sed., 
$1,983.29; Saint cpe., ‘$2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 

Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. 


on Champion, 2 on Commander.) 
WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero Faicon- 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.35. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Eagie— 
, $1, 862. 70 


(four-wheel drive, $2,304.55); 6-cyl., $1,- 
949.23, 









2S Reece 


www eae S ae * 


wuss ¢ 


ino’ «o@’' 2@r'-—-@w' u@ei@aae'’' oH’ oq 


@! eI eo} Vl oT >t “Tt 


or 


oe > Be Dee - Fee. 


“oe 











Willys Boosts Horsepower from 90 to 115— 


Willys Offerings for '54 


One-Piece Wraparound Rear Window Added— 


The new rear window is standard on all 1954 Willys models. Twelve solid and 
12 two-tone colors are available this year. Windshield wipers move in the same 
direction in unison, clearing an uninterrupted area across the windshield. Shown is 
the Ace four-door sedan. 





Continental Rear Tire on Eagle Customs— 


Willys’ top-priced model features a continental touch as standard equipment. 
Interiors of the hardtops have vinyl trim with seat areas of foam rubber. 





Instrument Panel Redesigned— 


Willy's new dashboard features levers for all major controls—lights, heat and 
ventilation. The interior shown is that of the Eagle Custom, 
upholstery. 





AUTOMOTIVE NEWS, FEBRUARY 1, 1954 
Hydra-Matic Now Available . . . 





Power Boosted in ’54 Willys 


What's New: 


Horsepower boosted from 90 to 115 on 
Eagle and Ace models, from 75 to 90 on 
Larks . . . Eagle Custom hardtop added 
. « » Falcon series dropped .. . Hydra- 
Matic, power steering offered as optional 
equipment . . . Remodeled instrument 
panel . . . Mechanical changes. 

* + * 

7 new Willys models, due for 

mid-month introduction, have 
“more horsepower per pound” in 
the Eagle and Ace lines than any 
other 1954 American car in the 
same price class, according to Roy 
Abernethy, sales vice-president. 

The engine used on Eagle and 
Ace models basically is the engine 
which powered the Kaiser cars of 
last year. The six-cylinder power- 
plant develops 115 horsepower, 
against Willys’ 90 horsepower of 
last year. 

A 90-horsepower engine is used 
on the lowest-priced Lark series, 
which last year had 75 horse- 
power. 

Hydra-Matic and power steering 
have been made available for 1954 
models, 

Willys will offer six models, in- 
cluding a two-door and four-door 
Ace, two-door and four-door Lark 
and Custom and Deluxe hardtops in 
the Eagle series. Dropped this year 
were the middle-priced Falcon 
models, 

oe + a 
. model in the line is the newly 
added Eagle Custom, which has 
a continental rear tire. The interior 
has vinyl trim with seat areas of 
foam rubber. 

The Eagle Deluxe contains the 
same features, less the continental 
rear tire, but with a wider choice 
of exterior and interior color com- 
binations. Both Eagles have rear 
window side panels of stainless 
steel on which a “W” medallion 
is mounted. 

Willys engineers have built into 
all models prolonged and more effi- 
cient valve performance with new 
silchrome alloy intake valves and 
nickel chromium alloy exhaust 
valves with positive rotation, it is 
said. 

a aa oe 
7s Eagle and Ace have been 
styled with a new ornamental 
molding on the front grille assem- 
bly, extending to the right and left 
front fender extension panels, All 


. 
Erwin Is Elected 
- e . 
In N. Virginia 

ARLINGTON, Va.— Members of 
the Northern Virginia Automotive 
Trade Assn. have elected 1954 offi- 
cers as follows: 

President, Harold Erwin, of Er- 
win Ford Co., Fairfax; Vice-pres- 
ident, Martin J. Logan, Logan 
Chevrolet, Fairfax; Treasurer, L. 
Grayson Douglas, Douglas Ford, 
Herndon; Secretary, Burton Kep- 
hart, Arlington Motor Co., Arling- 
ton. 

Jerry Slagle, of Old Dominion 
Motors, Alexandria, and Robert D. 
Stewart, of Stewart Buick, Arling- 





which has vinyl-trim | ton were elected directors. 
© ssiliianiiites 





Its 1954 Eagle and Ace models have “more horsepower per pound” than any other U. S. car in the low-priced field, Willys 


Scys. The engine for those two series is rated at 115 horsepower. The Lark engine develops 90 horsepower, against 75 last 
year. Shown is the Eagle Deluxe hardtop. 


models have new bumper guards, 
steering wheels, aluminum scuff 
plates, tail light assemblies, chrome 
wheel discs and other trim. 


A safety feature is a new wind- 
shield wiper action in which the 
center sweep patterns of the 
blades overlap clearing an unin- 
terrupted area across the one- 
piece windshield, The blades move 
in each direction in unison, the 
center portion of their arcs inter- 
secting. 

The new instrument panel in all 
models, designed in conformity with 
the so-called “vertical” accessibility 
to instruments principle of airplane 
engineering, minimizes the multi- 
plicity of protruding knobs of con- 
ventional instrument panels. 

All major controls — light, heat 
and ventilation — are operated on 
the new panel through a single 
lever per unit moving vertically in 


a slot. 
os * * 


TX addition to black, Willys is in- 
troducing 11 new colors this year. 
They are Artic white, signal green 
metallic, island green metallic, jade 
tint, beryl green, copper dust metal- 
lic, Persian gray metallic, blue 
comet metallic, powder blue, bristol 
red and Palm Beach ivory. 

Twelve two-tone combinations are 
available. 


Foam rubber and newly de- 
signed vinyl and fabric patterns 
have improved the interiors of 
the 1954 Willys cars. Optional 
combinations in the Eagle Deluxe 
provide contrasts of red, green 


* * * 





115 Horsepower— 


Willys’ new engine for Eagle and Ace 
models is an adaptation of the 1953 
Kaiser engine. The Lark engine is rated 
at 90 horsepower. 











and blue vinyl with a gray “light- 
ning” stripe fabric. 

Optional interiors in the Ace are 
contrasts of red, blue and green 
Bedford cord with gray, nylon-faced 
Bedford cord. Seat areas are cov- 
ered with two-inch “pipes” of foam 
rubber, 

- * * 
f Dpics Lark’s interior this year is a 
contrast of charcoal gray facings 
against a two-tone gray striped 
cloth in the seating area. 

Structural changes in all 1954 
Willys models include new, coun- 
terbalanced concealed deck lid 
hinges and new quarter panel 
wheel opening reinforcements, 

In addition to the horsepower in- 
creases, chassis changes include: 
Inverted-type shock absorber 
mounting, one-inch shielded shock 
absorbers, new steering column as- 
sembly with new shift lever and 
turn-signal control, and improved 
steering gear geometry. 

Willys’ station wagons, Jeeps and 
trucks will be introduced later. 


Bear Mfg. Elects 
Pereue to Head 


Sales Department 


ROCK ISLAND, Ill.—Joseph H. 
Pereue last week was elected to 
the new position of sales vice- 
president of Bear 
manufacturingCo. 

Mrs, Will Dam- 
mann was re- 
elected chairman 
of the board, and 
Victor B. Day 
was reelected 
president; Lewis 
B. Arp, vice- 
president and 
general manager, 
and Clarence 
Nelson, secretary. 

Mrs. Victor B. Day was elected 
to the board of directors. Reelected 
as directors were William M. 
Walker, Christian Koch, Mrs. Dam- 
mann, W. C. Goldschmidt, L. B. 
Arp and V. B. Day. 

Pereue formerly was vice-pres- 
ident of Manbee Equipment Co. 
when Bear bought out that firm in 
1949, he continued as sales man- 
ager of Bear’s Manbee equipment 
division. 








J. H. Pereue 


| NEW! Protects expensive equip- 





WINTHROP 
tng 


and 
SERVICING EQUIPMENT 


@ COVERS TO FIT MOST TYPES AND 
MODELS 


@ ON AND OFF IN A JIFFY 


@ CLEAN IN SECONDS BY WIPING WITH 
ANY COMMON SOLVENT — USE 


REPEATEDLY 


@ PREVENTS USE OF EQUIPMENT AS 


“CATCH-ALL” WORK BENCH 


Please send the following 
TESTING EQUIPMENT COVERS: 


Quantity Order No. 








COMPANY NAME 
ADDRESS 


estes ; 
( Check or Money Order Enclosed 


-—— ee ee SHIPPING CHARGES — 


WINTHROP MFG. CO., Winthrop, Mass. 


Model for use on 


[TES | Allen Motor Analyzer, €-300, €-1200____] 

| “Tes | Sun Master Model Motor Tester __—| 

[—Te-9 | Sun MO-1 Distributor Tester] 
TE-11 


King 0-7 Distributor Tester 


ZONE a 
0 Please bill. Bank Reference 
Covers made to order for any purpose—send sketch and dimensions for prices. 


ment from damage by Dirt, Dust, 
Grime, Grease and other harmful 
matter when not in use! 


aquuipmart COVERS 





Price 





STATE 


add 15¢ for each cover—- — — — — — — — 4 
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Labor Dept. Calls Detroit Unemployment Moderate .. . 


U. S., UAW Clash on Job Survey | 


By Gerhardt Neumann 
Staff Writer 

= Labor Department last week 

classified Detroit as a “¢ritical 
area” with moderate unemployment 
and at the same time termed as 
“incorrect” the assertion of Walter 
P. Reuther, CIO and UAW pres- 
ident, that the department bases 
its determination of labor surplus 
areas on surveys that are two 
months old. 

Reuther had wired Secretary 
of Labor James P, Mitchell that 
he understood the report of the 
Bureau of Employment Security 
about to be released will be based 
on reports of employment condi- 
tions as of Nov. 15. 

Reuther declared that as of Jan. 
10 there were 107,000 unemployed 
in Detroit, or 7 percent of the labor 
force, and 167,000 unemployed in 
Michigan. 

The department conceded that 
as of Jan. 15 “slight or moderate” 
unemployment increases existed in 
90 percent of 149 major market 
areas, but added that 96 percent of 
the 33 million nonagricultural 
workers in these areas were em- 
ployed in regions with no more 
than a moderate labor surplus. 

Reports from local agencies, the 


Teamsters’ Cash 


Backs Fruehauf 
In Stock Battle 


DETROIT.—The AFL Teamsters 
Union has poured about $1 million 
into Fruehauf Trailer Co. and its 
stock fight, the Wall Street Journal 
reported last week. 

After buying the stock on the 
open market, the Journal said, the 
union aligned itself with the 
company president, Roy Fruehauf, 
who is fighting an attempt by 
George J. Kolowich, head of De- 
troit & Cleveland Navigation Co., 
to obtain control. 

The Teamsters, the paper said, 
expect to wind up putting a total 
of $1.1 million into the deal—a com- 
plicated one which Teamsters’ 
President Dave Beck calls a loan 
rather than a labor venture into 
corporate ownership. 

Beck said, according to the 
Journal, that the arrangement to 
purchase the stock was made when 
Roy Fruehauf came to him for 
financial help in his battle to retain 
control of the trailer firm. 

This fight began last July when 
D & C, headed by Kolowich, bought 
130,900 common shares from Roy 
Fruehauf’s brother, Harvey, who 
was then company chairman. 

The paper said that New York 
Stock Exchange records show Roy 
Fruehauf owns only 65,740 shares 
of stock in his firm, although he is 
in position to influence the votes of 
many other stockholders. 

Fruehauf has opened 4 skirmish 
with Kolowich in another quarter, 
too. After Kolowich bought the 
Fruehauf stock, Fruehauf and some 
associates last fall bought a 15 per- 
cent interest in Kolowich’s firm. 
Last week, a Fruehauf director, 
Alfons Landa, filed a minority 
stockholder’s suit in Federal Court 
seeking removal of Kolowich as 
president of D & C. 


sn 


department said, are “cautiously 
optimistic” over prospects that the 
downward trend of employment 
would be halted by mid-March. 


* * * 


ISCUSSION of the President’s 

proposals for certain changes in 
the Taft-Hartley law was in full 
swing last week, as the Senate 
Labor Committee began two weeks 
of hearings on the subject. 

An apparent lack of synchroniz- 
ation of ideas between the White 
House and Congress was revealed 
when Mitchell told the committee 
he favored a strike vote “before 
rather than after the strike has 
commenced.” 

The statement put the secre- 
tary at variance with Senator 
H. Alexander Smith, New Jersey 
Republican, whose bill calls for 
a government - supervised ballot 
after a strike has begun. 

Mitchell conceded that the Ad- 
ministration’s plan for supervised 
strike votes should have a trial, 
although “it might be impractical.” 

Another Republican committee 
member, Senator Irving M. Ives, of 
New York, said flatly: “It won't 
work.” 

The views of the U.S. Chamber 
of Commerce were presented by 
William B. Barton, general counsel, 
who said that the Chamber sup- 
ported “many of the President’s 
recommendations,” but questions 
such proposals as to amend the 
secondary boycott provisions to 
grant the National Labor Relations 
Board discretionary rather than 
mandatory authority to secure in- 
junctions; the setting up of fact- 
finding boards under national 
emergency provisions to recommend 
terms of settlement; authorization 
of dues checkoff for the period of 
the contract, and to make common 
law rules applicable to union 
liability. 

7 * * 


HE National Assn. of Manufac- 
turers stated that the present 
law comes close to meeting the 
country’s needs and that “industry, 
business and an overwhelming ma- 
jority of the public want the law 
either strengthened or left un- 
changed.” 
Among its recommendations for 
improvements are clauses prohibit- 


L-M Puts Walker 
In Labor Post 


DETROIT.—Appointment of Gor- 
don L. Walker as industrial rela- 
tions manager of Lincoln-Mercury 

was announced 
last week by Ben- 
son Ford, general 
manager. 

Walker suc- 
ceeds D. E. Ir- 
win, whose ap- 
pointment to an- 
other position in 
Ford Motor Co. 
will be announced 
later, 

Since 1948, 

G, L. Walker Walker had been 
manager of security and communi- 
cations for Ford Motor. 





Admiral Corp. Ties In Packard Promotion— 


The 1954 Packard Clipper Special club sedan is the sales goal for more than 
30,000 appliance distributors and dealers. Admiral Corp. has arranged a sales- 
incentive program through which it offers a Clipper to each of its dealerships 
ordering two carloads of appliances. Executives said they expect to give away 
hundreds of cars before the offer ends March 31. Shown is the Chicago convention 
where the Clipper was unveiled and the plan outlined. 


ing recognition strikes, clarifying 
procedures to fix union responsi- 
bility for union actions, adopting 
provisions against featherbedding, 
redefining secondary boycotts, and 
abolishing all forms of compulsory 
unionism. 


The CIO, on the other hand, 
stated that the amendments pro- 
posed by Senator Smith “would 
make Taft-Hartley worse than it 
it.” 

The union claimed that an elec- 
tion before a strike “is an attempt 
to drive a wedge between the 
union’s leadership and member- 
ship.” 

A post-strike vote, in the union’s 
opinion, seeks to break a strike. 
“Such votes,” it is stated, “inten- 
sify industrial disputes rather than 
solve them.” 

* * * 

HERE is no immediate threat 

of a midwestern truck strike in 

the Ohio axle-mile tax dispute. The 
AFL Teamsters’ Union last week 
called off its threatened 12-state 
walkout after trucking companies 
agreed to pay the tax for owner- 
drivers whose trucks they lease. 

The companies agreed to repay 
any sums collected from drivers. 


The truck operators assented 
on the grounds that the tax is 
now under review by the courts 
and that a congressional commit- 
tee will investigate the Ohio tax 
and related matters, including 
he cancellation of reciprocity be- 
tween states. 


Hearings in Federal Court are to 
begin Feb. 11. 


Both the interstate truck firms 
and the union argue that any new 
taxes on trucks should be national, 
since the truckers’ charges are con- 
trolled by the Interstate Commerce 
Commission. Truckers also say that 
profits are now so low that any 
widespread imposition of new taxes 
would put them out of business. 

Proponents of the axle-mile tax 
say it is the fairest way to tax use 
of roads by commercial carriers. 
They argue that a 36,000-pound 
trailer truck is more wearing on a 
highway than a 3,000-pound car. 

« + * 

N MILWAUKEE, the AFL Inter- 

ternational Assn. of Machinists 
expressed “astonishment” at an 
NLRB decision that car salesmen 
and clerical workers should vote 
along with shop mechanics to de- 
termine whether a local dealership 
should be organized. 


Last year, the Mechanics’ Lodge 
510 and Local 257 of the Team- 
sters had applied jointly for an 
election among shop employes. 
The company did not oppose the 
union’s basis for the election, 

But the NLRB ruled that all em- 
ployes should vote. 

The union said that experience 
showed the salesmen would not 
want to be in the same union as 
the garage employes and that their 
inclusion in the vote might deprive 
shop men of their right to organize. 


54 Lincoln Sales 


To Jump 50%, 
Official Forecasts 


ATLANTA—A 50 percent in- 
crease in the sale of Lincolns was 
forecast here last week by Henry 
B. Daniels, assistant general sales 
manager of Lincoln-Mercury, at a 
conference of southern regional 
sales officials. 

Approximately 40,000 Lincolns 
were sold in 1953. If the predicted 
figure of 60,000 is attained, it would 
be an alltime record. 

Daniels also predicted that busi- 
ness in 1954 would be good, but 
warned that those who expected 
to maintain a sound position must 
recognize that the market was in 
its first really competitive year 
since the end of World War II. 

Complimenting the officials, Dan- 
iels pointed out that the southern 
region won first place among L-M 
sales regions during 1953. 

Among those at the meeting were 
W. A, Toms, regional manager; J. 
C. Gates, regional sales promotion 
manager, and W. A. Hanke, re- 
gional administrative assistant. 





he 


Post Plays Host to NADA Officials— 


Preceding the recent NADA convention in Miami, the Saturday Evening Post gave 
a chuck wagon breakfast for the 1953 NADA officials. There were 178 guests. Shown 
(from left), are Charles C. Freed, first vice-president; Robert S. Armacost, president, 
and Hamilton Cochran, manager of the automotive division of the magazine. 


U.C. Picture Brightens 


NUCDA Finds Inventories Geared to Market; 
Midwest Sales Up for Month 


DETROIT. — Inventories geared 
to meet current market needs were 
reflected in the monthly survey of 
sales and stocks 
conducted by the 
National Used Car 
Dealers Assn. in 
its cross - country 
poll. 

NUCDA Pres- 
ident R. W. Work- 
man said the sur- 
vey showed that 
going into this 
year, member 
dealers held 
stocks 7.7 percent 
under inventories reported on Jan. 
1, 1953. 

Workman also disclosed one 
marked upbeat in the national 
picture. The 12-state midwest 
area reported that November 
sales were up 11.1 percent as com- 
pared with November, 1952, and 
that December sales were the 
same as a year ago, 

All other regions reported a drop 
in sales for both months. These 
regions, along with the midwest, 
also indicated a sizable drop in in- 
ventories. Nationally, November 
sales were down 11.2 percent; De- 
cember sales, 3.3 percent. 

Mild weather, continued strong 
employment, promotional activities 
and dealer offerings of top-value 
cars all contributed heavily to the 
midwest’s spurt in November sales, 
said Workman. 

The entire used-car picture, he 


R. W. Workman 


New Nash Dealer— 


Preston Persky (right); general sales 
manager of Pacific Nash Sales, San Fran- 
cisco, signs his new franchise. With him 
is W. E. Boyer, Nash‘s San Francisco zone 
manager. 


added, is showing a stabilizing 
trend with dealers “prepared to 
meet the competitive market with 
the best possible cars at the low- 
est price.” 

“Good, clean, late-model cars are 
still best buys and provide the 
greatest market value,” Workman 
said. “As a result, inventories are 
geared to meet those demands.” 
This, he stated, accounts to a great 
extent for the favorable inventory 
report. 

Regional averages are as follows: 

New England: (Connecticut, Dela- 
ware, Maine, Massachusetts, New 
Hampshire, New Jersey, New York, 

Pennsylvania, Rhode Island and 
Vermont.) November sales down 
14.8 percent as against a year ago; 
December sales down 6.9 percent. 
Inventory as of Dec. 1 down 11.5 
compared with a year earlier; 
January, 1954, inventory down 9 
percent compared with January, 
1953. 

Midwest: (Mlinois, Indiana, 
Iowa, Kansas, Michigan, Minne- 
sota, Missouri, Nebraska, North 
Dakota, Ohio, South Dakota and 
Wisconsin.) Sales for November 
up 11.1 percent compared with 
November, 1952; December sales 
unchanged as against December, 
1952. December, 1953, inventory 
down 3 percent compared with 
December, 1952; January, 1954 in- 
ventory down 2.6 percent. 

South: (District of Columbia, 
Alabama, Arkansas, Florida, 
Georgia, Kentucky, Louisiana, 
Maryland, Mississippi, North Caro- 
lina, Oklahoma, South Carolina, 
Tennessee, Texas, Virginia and 
West Virginia.) November, 1953, 
sales down 17.7 percent; December 
down 2.7 percent. December inven- 
tory down 6.3 percent; January, 
1954, inventory down 10.5 percent 
compared with January, 1953. 

West: (Arizona, California, Colo- 

rado, Idaho, Montana, Nevada, New 
Mexico, Oregon, Utah, Washington 
and Wyoming.) November sales 
down 6.1 percent; December sales 
down 2.7 percent. Inventory in 
December down 16.5 percent and 
January, 1954, inventory down 4.3 
percent. 


Philadelphia Embezzler 
Sentenced to 2 Years 


PHILADELPHIA, — William !. 
Meaney, 33, was sentenced to tw? 
to four years after he pleaded guilty 
to embezzling more than $12,009 
from a Philadelphia dealership. 

Meaney’s former employer, Ray- 
mond Thomas, testified that he wes 
forced out of business because of 
the embezzlement. Meaney was em 
ployed as a bookkeeper and cashier 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S, PRODUCTION ONLY) 


Week Week, dan. 1 Jan. 1 
Ended Same Ended Total to to 
Jan. 30, Week Jan. 23, dan., dan. 31, Jan. 30. 
1954 1953* 1954* 1954 1953* 1964* 
CHRYSLER. ..................... 14,225 25,729 15,899 66,880 107,583 66,880 
OID civaccivnissennisnecerss 2,750 3,857 2,751 10,450 16,684 10,459 
lh ENT 2,100 2,782 2,056 8,363 9,792 8,363 
STII. <itpienmtncovtocksursoeiboes 2,475 7,572 3,094 11,028 31,263 11,028 
Plymouth 0.0.0.0... 6,900 11,518 7,998 37,080 49,844 37,030 
SEN” coscduiatuscopmninonierstonis 36,880 24,191 36,863 154,051 103,434 154,051 
IEE Nadavivensisiniiicoeiaainocenrs 27,800 18,587 27,677 118,371 79,049 §=118,371 
SIL «sansa ccassdsenssnsscecent 1,200 715 1,206 4,693 3,883 4,693 
on ee 7,880 4,939 7,980 30,987 20,502 30,987 
GENERAL MOTORS .. 56,245 53,570 55,774 214,260 206,812 214,260 
Se 10,400 9,008 10,511 37,617 38,191 37,617 
Ic ivicensekdvickyuigndiicten 2,000 2,260 1,343 4,498 9,311 4,498 
Chevrolet. ...................... 28,000 28,132 30,508 119,379 101,339 119,379 
Oldsmobile _.................. 9,245 6,572 6,202 21,229 27,292 21,229 
IUD: - ncesenvusscscsunenseswisen 6,600 7,598 7,210 31,537 30,679 31,537 
AMERICAN MOTORS 2,425 6,229 2,240 9,131 22,604 9,131 
en 625 1,881 630 7160 6,303 760 
RL crs Dhcvdcuaseiivencoobsocsisa 1,800 4,348 1,610 8,371 16,301 8,371 
KAISER MOTORS . 24 2,814 21 79 9,050 79 
SI hotles badasiicendes seclialbinh SED. sdeiethdies ~usiedabaia 3,225 
I Sct bisastsdeceveneteiest§ 24 1,501 21 719 
GD vc ccscescsssacessssses 1,400 ME Sibjdte ance 3,711 
STUDEBAKER. ............ 2,785 2,475 2,735 10,648 
Total Cars, U.S......... 118,984 117,659 113,532 458,760 





*Revised 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 








Week Week \e 
Ended Same Ended Total to to 
Jan. 30, Week, dan. 23, Jan., Jan. 31, Jan. 30, 
1954 1953* 1954* 1954 1953* 1954* 
CHEVROLET ................ 7,700 8,701 8,232 31,966 35,354 31,966 
DIAMOND T .................. 85 189 85 289 695 289 
NEY, ciiseactidcdracessiotcteainie 80 60 80 320 251 320 
CD  cvsiiicadsestsssveisoossaedd 2,000 2,771 1,973 7,802 10,985 7,802 
IIIS. ccisaciateocsatnaivil aesvuutecls 18 66 202 90 202 
SE heh csccaes ssindosdcvboeasbarcs 7,250 1,059 7,166 31,292 18,796 31,292 
IND citi ei ersbinciantoineccecdains 2,100 2,914 2,051 8,470 12,253 8,470 
INTERNATIONAL. ...... 2,280 2,847 2,240 9,072 10,963 9,072 
I tise Didatplahiphenaosinibionn 220 359 177 527 1,064 527 
I ei dicin ca ntcusuasisnisesséeskeere 230 359 228 931 1,517 931 
STUDEBAKER .............. 136 1,474 36 172 6,278 172 
IE! Ao vhceSssaseicoduancduove 250 292 251 998 1,165 998 
IEE. Sc sccihasgscsan dcnssnosse 1,384 2,529 1,467 5,567 11,138 5,567 
MISCELLANEOUS ....... 215 331 217 878 1,400 873 
Total Trucks, U.S..... 23,930 23,903 24,269 98,481 111,949 98,481 
Total Cars, Trucks 
MEG deshadecekaesansceksascibind 137,914 141,562 137,801 557,241 577,753 557,241 
Total Cars, Trucks 
Canada ................ cee 9,040 9,144 8,823 36,129 36,525 36,129 
Grand Total 


Cars and Trucks 
U. S. and Canada... 


146,954 150,706 146,624 593,370 


* 614,278 593,370 


*Revised.. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Finance Survey Points 
To Easier U. C. Credit 


(Continued from Page 6) 


of debts undertaken during the 
Christmas season. 


When asked whether interest 
rates should be changed, 78 per- 
cent of the concerns replied in the 
hegative. About 2.5 percent thought 
the rates should be lowered and 19 
percent favored a rate increase. 

There is a growing tendency 
among banks to offer appliance 
and furniture loans only when a 
retailer underwrites the credit 
through a recourse plan. Many say 
that these plans are worthless, for, 
if a rash of repossessions should 
develop, the dealer _ probably 
wouldn’t be able to live up to his 
recourse agreement anyway. 

Although 1953 was a year of 


tight money, especially in the 
second and third quarters, 80 per- 





Ripley Garage Burns 

SPRINGFIELD; O.—Ripley Ga- 
rage (Dodge-Plymouth) has been 
badly damaged by a fire which de- 
Stroyed 12 new Dodges and Plym- 
ouths and several other cars. The 
loss was estimated at several hun- 
dred thousand dollars. 


cent of the lenders in the survey 
reported that loan funds are now 
adequate to meet their needs. 


In a bid for more business, ad- 
vertising expenditures are being 
increased by many granters this 
year. Of 370 firms reporting on 
their advertising, 199 expect to 
maintain their current advertising 
budget, 143 plan to increase it and 
28 firms predicted a reduction. 

The survey revealed that most 
industrial bank loans for new autos 
are at 6 percent for new cars and 
from 6 to 12 percent on used cars. 








Auto Stocks 

Jan. 1953-54 
on 20 High Low 
Chrysler 59 60 964% 58% 
GM 64 68% 680% 53% 
Hudson 10% i121 17 9% 
Kaiser 2% 2% 5% 2% 

Nash 16% 17% 25% £16 
Packard 4 3% 6% 3% 

Stude. 20% 21% 48% #==20 


Average 25.21 25.64 


Compiled from reports of trading on the 
American and N, Y, Stock Exchanges. 








Postwar V-8 Trend Leads to Milestone .. . 


43 





Eights Pass Sixes First Time 


(Continued from Page 1) 


cent. But the lead held by sixes was 
inexorably whittled down. 
* + a 


1947 the margin was cut to 72.6 
percent; in °48 to 65.2 percent; 
49, to 46.3 percent; '50, to 32.7 per- 
cent; 51, to 19.2 percent, and ’52, 
to 8.6 percent. 

In line with this trend, 1954 should 
show the eights enjoying a lead 
right from the start. However, as 
long as Chevrolet and Plymouth 
continue with a six, there should be 
no drastic change. 

In the 1953 model year there 
were 21 eight-cylinder models in 
the field and 18 six-cylinder 





Tacoma Dealers 
Install Gordon 
As President 


TACOMA, Wash.—The new presi- 
dent of the Tacoma Automobile 
Dealers Assn. is Norman Gordon, 
vice-president of 
Allen Motor Co. 
(Studebaker),. 

Nearly 200 
members and 
guests attended 
the _ installation, 
which _§tradition- 
ally is the party 
given by the out- 
going president. 
The retiring 
president was P. 
N. Irwin, of Ir- 
win-Jones Motor Co. (Dodge-Plym- 
outh.) 

Serving with Gordon. will be 8S. 
E. Munson, Munson-Smith Motor 
Co. (Dodge-Plymouth), vice-presi- 
dent; Henry Geissler, Temple Mo- 
tors (Studebaker), treasurer, and 
George Turk, of City Motor Co. 
(DeSoto-Plymouth), secretary. 

Trustees installed included Irwin; 
Ed Williams, Temple Motors; “Doc” 
Sanford, Sanford-Nash Inc. (Nash), 
A. R. Walker, Walker Chevrolet. 


Higher Feb. 


Norman Gordon 








models, Of the eights, 15 had V- 
type engines. Six had straight- 
eight engines. 

Total registrations, as compiled 
through last week, showed the V-8s 
ranked as follows: 

Ford 


’ 
ER sicevdetinvnecctnivnnesetetineeics 273,865 
ae 206, 
PEE: HEIL wi ccesiccstervriseccuscntooms 173,240 
ihe ciaiietnsnciiindtiendannittodl 159,472 
Oldsmobile 98 .............cccusees 89,391 
ID iedeicciavitiencedhiivesnerervoeininiot 77,805 
RIDE wietccisdeyuneviciestessditeminiews 76,072 
RD GOD | ccvivssessedosevientesecebertes 73,273 
IIS civirstnstiinienns dudiwcsebiil 71,753 
Buick Roadmaster ................ 71,445 
II | crtrtsrsvsccowrmvenevenctcsenvrepeetin 
Cadillac 60 
Cadillac 75 





Cadillac 86 


* * + 

gee ore gp aes of straight- 

eights through 1953, as of last 
week, were: 
INTE. olsditiciaictersesteXécdesbuacommcs 
Buick Special 
Packard Clipper ...................... 
Packard Clipper Deluxe ...... 
Packard Cavalier ............ je 
Packard Patrician 


Ls week’ s * 1953 registration 
totals showed sixes ranking as 
follows: 








RUPEES... Sieccattovecestib sodusovorsansads 1,300,039 
Plymouth 

MUU sickisvias ossapcaghanviesucieaspccenete 
ee 121,249 
OIE sxc Sectsisesncsncceessiestiit 84,131 
ND ~ivcbnicactisssconcssncsiontaie 72,728 
Nash Statesman ...............0... 58,494 
Hudson Hornet & Wasp...... 48,276 
ODD ascidistivignnstccscnsynsvesesesqsancts ,486 
POUL MUNI io ccivecccscciseresinyss 38,829 
Nash Ambassador ................... 36,752 
TOMEI acts sslagdovdiraviyesustsentsensdateovkos 34,208 
EENEIIEE * Susloiuds ciolisactvaxdlltolinvncteentieg 29,935 
NIE sivahtscdinaubicteeuinsteaeetnthaeaton 22,515 
MIE TIPINE ciatednasconkserccaretcsoureccs 16,932 
EE Wis Sas sstisedesiascotncscmmenien 5,238 
MII. Siisiedisecactcscieunsscolanstoieceead 314 
ee 152 


MONG eulnen vie built both 
eights and sixes, registrations 
were divided as follows: 


Output Due 


458,760 Cars Built in January Is Fourth 
Highest for that Month 


(Continued from Page 1) 


against 113,532 cars and 24,269 
trucks in the preceding week. 


The car-ouptut picture was 
spotty last week, with some firms 
increasing production and others 
reducing. 

Chevrolet, for example, dropped 
some 2,500 cars from the week 
earlier, because of a body shortage. 

ca * * 


LYMOUTH volume declined 
again following the layoff of 
1,200 of its 9,000 workers last Mon- 
day. Only two weeks before, Plym- 
outh had canceled its second shift. 
Plymouth’s latest cut allowed 

Buick to slip into third place, the 
latter having built 37,617 cars so 
far this year, against 37,030 for 

Plymouth, 

Another Chrysler Corp. division, 
Dodge, also declined last week be- 
cause of a scheduled day off on 
Monday and a wildcat strike on 
Wednesday. Workers returned 
Thursday morning. 

Hudson worked only three days 
last week, as in the week earlier. 

* - x 


ADVANCES were posted by 
Cadillac, which tentatively 
planned to work Saturday for the 
first time since mid-1953, and by 
Oldsmobile, which scheduled 3,000 
more units than in the preceding 
week. 

Packard returned to the out- 
put picture last Monday, after a 
week’s shutdown. 

Overtime operations continue to 


be cut back. No Lincoln-Mercury | © 


plant worked Saturday, for the 
second week in a row, and Ford 
division worked only two plants 
Saturday, against three in the pre- 
ceding week. Three weeks ago 
Ford operated 15 plants on Satur- 
day, 

At Kenosha, Wis., local UAW- 
CIO officials said that the 4,300 
production workers at Nash voted 
two to one for a four-day work 
week rather than face a layoff of 


1,700 employes. Union leaders said 
the company put the alternatives 
up to the workers. 

= . * 


ON the truck scene, operations 
were stable, except for Chevro- 
let, which reduced its schedule by 
500 units to 7,700, and Federal, 
which closed last Monday for a 
two-week shutdown because of 
“lack of materials.” 


Studebaker’s truck production 
is moving ahead, however, with 
136 trucks slated for last week, 
against 36 in the previous week. 
The Big Three continued to take 

the lion’s share of output last week, 
making 94.2 percent of the total, 
against 95.6 percent in the week 
earlier. 


General Motors built 49.3 percent, 
against 49.1 in the preceding week; 
Ford Motor turned out 32.4, against 
32.5, and Chrysler Corp. slipped to 
12.5 from 14 percent. 


Johnson Elected 


Pennzoil Head 


LOS ANGELES.—Succeeding the 
late John B. Beman, Leland F. 
Johnson has been elected president 
of Pennzoil Co. of 
California. John- 
son had been ex- 
ecutive vice-pres- 
ident since May, 
1953. 

He joined 
Pennzoil in 1932. 
Except for the 
period during 
World War II 
when he _ served 

- with the Air 
L. F. Johnson Force, his entire 
business career has been with the 
firm. Retiring from the service with 
the rank of lieutenant-colonel, he 
rejoined Pennzoil as assistant to 
the president. 











Pontiac, 92 percent eights and 8 
percent sixes; Ford, 75.73 percent 
eights and 24.27 percent sixes; De- 
Soto, 65.77 percent eights and 34.23 
percent sixes; Dodge, 56.8 percent 
eights and 43.2 percent sixes; Chrys- 
ler, 51.12 percent eights and 48.88 
percent sixes, and Studebaker, 46.02 


8} percent eights and 53.98 percent 


sixes, 

Studebaker was the only maker 
offering both eights and sixes to 
sell more sixes than eights, 

Buick, the only maker to offer 
both a V-8 and a straight-eight, 
sold 55.35 percent Vs and 44.65 per- 
cent straights. In 1954, Buick offers 
only the V engine. 

The straight-eight’s doom appears 
sealed. Pontiac reportedly will have 
a V-8 in its 1955 models, and pos- 
sibly will introduce it before the 
end of its 1954 model run. Industry 
sources say Packard is working on 
a V-8 for 1955 introduction. 

The sixes also face tough going. 
Chevrolet and Plymouth are re- 
ported ready to switch to V-8s in 
1955. 


* * * 

ENIORITY in V-8 production 

goes to Cadillac, which has been 
building that type engine since 1914, 
although Chevrolet sold a V-8 in 
1917-19 and Pontiac offered a V-8 
in 1932, 

In volume of production, Ford is 
the unchallenged leader in V-8s. It 
introduced the V-8 in 1932 as a 
companion to the 4-cylinder Model 
B, and starting in 1933, offered V-8s 
exclusively until 1941, when a six 
was introduced. Ford claims it has 
turned out more than twice as 
many V-8 engines as all other 
makers combined. 

The V-8 parade was joined by 
Mercury in 1939, Oldsmobile and 
Lincoln in 1949, Studebaker and 
Chrysler in 1951, DeSoto in 1952 
and Buick and Dodge in 1953. 

The swing to V-8s, its backers 
say, is justified on two points: 
Styling and engineering. 

The engineers like the V-8 be- 
cause its shorter crankshaft enables 
it to withstand the greater stresses 
of higher compressions which go 
hand in hand with higher horse- 
power. 

The shorter crankshaft, in turn, 
reduces overall dimensions of the 
engine. That, too, gives the V-8 
more desirable stress characteristics 
and enables engineers to move the 
passenger compartment further for- 
ward to give a better ride. 

Stylingwise, the more compact 
dimensions of the V-8 make pos- 
sible shorter, lower and more 
sharply sloping he hoods. 


Buyer-to-Shopper 
Ratio Up Sharply, 
Packard Reports 


DETROIT.—The highest ratio of 
buyers to shoppers in recent years 
was a by Packard dealers 
following the in- 
troduction of the 
1954 Packards 
and Clippers, ac- 
cording to C. E. 
Briggs, vice-pres- 
ident of sales. 

Briggs said a 
check made at the 
door of dealer- 
ships during the 
introduction ‘pe- 

— riod indicated 
Q. E. Brigss that 12 percent 
more shoppers placed orders than 
during the same period two years 
ago. The number of prospective 
buyers entering showrooms was 
higher than at new-car introduction 
in either 1952 or 1953. 

“This activity clearly contradicts 
many predictions that people would 
not buy automobiles in 1954 at a 
rate comparable with new-car pur- 
chases during the past several 
years,” he said. “All indications are 
that this will be another excellent 
business year for Packard and its © 
dealers.” 


Hal f-Million in Arkansas 


LITTLE ROCK, Ark.—For the 
first time, Arkansas has issued 
more than 500,000 license tags for 
ears and trucks at standard fees. 
The 1953 total of 520,047 tags was 
about 5 percent over the previous 
year’s total of 495,200. 


44 ree 
Used-Car Pace Brisk... 


Dealers Report Pickup 
In New-Car Sales 


(Continued from Page 1) 
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and eager bidding were reported | was reflected favorably in average 


at all points, except Fargo, N.D., 
where sales were chilled by 40-be- 
low temperatures. 

One operator said prices gained 
an average of $75 on clean pieces. 
Demand for very late models was 
reported slight. 

The wholesale market activity 


Officials Shifted 


By American 
Metal Products 


DETROIT. — Frederick C. Mat- 
thaei, founder and president of 
American Metal Products Co. since 
its organization in 1917, has been 
elevated to chairman of the board. 

Succeeding Matthaei as president 
and chief executive officer is Doug- 
las F. Roby, formerly executive 








F, C. Matthaei D. F. Roby 


vice-president and an official of the 
company for more than 20 years. 

In electing Matthaei as chair- 
man, the board adopted a program 
presented by him to strengthen 
and broaden the company’s man- 
agment team. Matthaei will con- 
tinue to devote his efforts to in- 
creasing and diversifying AMP 
sales, it was said. 

Roby becomes executive head of 
the automotive parts supplier and 
its two wholly owned subsidiaries, 
Tube Reducing Corp., Wallington, 
N.J.,. and Borroughs Mfg. Co., 
Kalamazoo, Mich. AMP also has a 
plant in Union City, Tenn. 

The board of directors also nom- 
inated E. Wright Yount, sales vice- 
president, for election to the board 
at the next annual stockholders’ 
meeting. 

The change in top officers of the 
company followed a special meet- 
ing of stockholders which voted in 
favor of a merger of Tube Reduc- 
ing with and into American Metal! 
Products. 


prices last week. Two models gained 
and two held unchanged. Four 
dropped a bit in price. 

The overall average, according to 
Automotive News’ index, declined 
only $2, the lowest dip in six weeks. 
That left the index at $664. 

ad * a” 


_ strongest showing was made 
by °48s, which increased $4 to 
$288, and ’52s, which rose $1 to 
$1,080. The price was unchanged 
on ’49s, at $440, and on ’47s, at $231. 

Gains on ’52s were the first 
recorded in three weeks, while 
the 48 uptrend was the first since 

Nov. 9. 

Declines on last week’s index 
were: ’51s, down $12 to $783; ’53s, 
down $6 to $1,710; '46s, down $3 to 
$190, and '50s, down $1 to $591. 

The loss of $12 on ’51s made last 
week’s maximum loss on any model 
the lowest such decline in three 
months. 


* oa 
f tyew price spread _ between 
models, after last week’s ad- 


justments, was (previous week’s 
spread in parenthesis): '53 to ’52, 
$630 ($637); '52 to ’51, $297 ($284); 
51 to '50, $192 ($203); ’50 to ’49, 
$151 ($152); ’49 to ’48, $152 ($156); 
'48 to ’47, $57 ($53), and '47 to °46, 
$41 ($38). 

Market samplings of last week 
showed: 

In Cleveland, new-car sales 
were 1,087 for a seven-day period, 
up from 1,049 the previous week. 
Used-car sales totaled 1,265, up 
from 1,115. 

New-car sales in Akron totaled 
296, compared with 321 a week 
earlier, Used-car turnover slipped 
from 520 to 512. 

In Amarillo, Tex., sales in the 
week ended Jan, 23 totaled 109, a 
45 percent increase over the previ- 
ous week’s total of 75. 


Radford (Va.) Dealers 


Organize Association 
RADFORD, Va. — The Radford 


New Car Dealers Assn. has been 


organized with John W. Morgan jr. 
(Chevrolet-Oldsmobile-Cadillac) as 
president. 

Others elected were John E. Mar- 
tin (Dodge - Plymouth), vice-pres- 
ident, and C. C. Cunningham jr. 
(Buick), secretary-treasurer. 

Morgan said the new organization 
would support the Automotive 
Trade Assn. of Virginia. 





- - Classified Want Ads - - 





Kindly Acknowledge 





AUTOMOTIVE NEWS 


HELP WANTED 

USED CAR SALES MANAGER for mid- 
western Chevrolet dealer in city of 200,- 
000, retailing approximately fifteen 
hundred new passenger cars and trucks 
in 1954, Must have exténsive experience 
and proven ability backed by references. 
Ability to supervise, advertise, recon- 
dition, price, appraise, selling and di- 
rection of large sales force. Salary plus 
eommission to earn in excess of $10,000 
per year for the right man. Box 3422, 
c/o Automotive News, Detroit 26. 


AUTOMOTIVE 
ENGINEERS 


Foreign service. Graduate mechanical en- 
gineers with minimum 5 years’ work 
experience in design, operation and main- 
tenance of automotive equipment. 

Write, giving full particulars regarding 
personal history and work experience. 
Please include telephone number. 





Recruiting Supervisor, Box AN-3 


Arabian American 
Oil Company 


505 Park Ave. 








HELP WANTED 


SALES MANAGER FOR Chrysler product 
dealer. 750 car contract in Buffalo, New 
York. Must have proven ability to train 
and organize a new and used car sales 
force that can sell. Must be aggressive, 
energetic, reliable, excellent closer and 
pleasant to get along with. The man 
selected has an excellent opportunity to 
earn some real money in this modern 
dealership, as earning plan is open. 
Please do not reply unless you are abso- 
lutely qualified and have a proven 
record as a top grade sales manager. 
Replies confidential. Write full particu- 
lars, references. Send photo if possible 
to Box 3404, c/o Automotive News, De- 
troit 26. 

PARTS MANAGER, thoroughly famétier 
civilian and mary truck parts, inter- 
change, pricing. Good detail man. Must 
reside New York area. Send ail details 
also salary required to Box 33888, c/o 
Automotive News, Detroit 26. 








WANTED — SALES MANAGER who can 
train and direct a sales force. Must know 
used car and truck values. General 
Motors dealership, located in a southern 
Michigan city of 20,000 population. Ex- 
cellent proposition» for the right man. 
+ aad 3431, c/o Automotive News, Detroit 
6. 

SALESMEN — SOUTHERN manufacturer 
making complete line auto seat covers. 
Excellent opportunity. rite, giving full 
information — strictly confidential. Box 
3420, c/o Automotive News, Detroit 26. 





DISTRIBUTOR WANTED 
National expansion program creates im- 
mediate openings over entire United States. 
Well known Petroleum products. Automotive 
field. Sold nationally. Desires experienced 
salesman capable of establishi distributor- 
ship and training salesmen. Uniimited po- 
tential. Protected territory franchise agree- 
ment. Minimum investment $4,000. Sales Mgr., 


New York 22, N. Y. | Bell Lab., inc., Box 2507, Orlando, Fla. 


CLASSIFIED WANT AD DEPARTMENT. 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 


OF PUBLICATION DATE. 
WANT AD DEPT., 


HELP WANTED 


Add One Dollar 
of Automotive News. Replies to Box Number ads 
day received. Display ads: $11.20 per column inch, per insertion 


($1) insertion 


| has 


POSITION WANTED 





STATE 
AGENTS 
NEEDED 


We are expanding our busi- 
ness and plans for 1954 wil 
make available several territo- 
ries in the United States. 


We want ex-factory representa- 
tives — regional or zone man- 
agers — auto dealers or sales- 
men — men formerly engaged 
in the finance or insurance busi- 
ness, or men presently em- 
ployed in these capacities. 


Our State Agents earn between 
$10,000 to $50,000 annually. 


Must have a car, and acquaint- 
ance with auto dealers or 
finance companies helpful but 
not essential. 


Give sales experience, age and 
marital status in first letter to 
Home Office. 


Resolute Insurance 
Company 


83 Chapel Street 
Hartford, Connecticut 
Attention: J. E. Baldwin, Vice-president 


GENERAL SALES MANAGER. Large 
Bakimore Ford dealer offers a lifetime 
opportunity for a volume minded man 
capable of training and stimulating large 
sales force. Must be willing and able to 


replies held in stsictest confidence, 
3389, c/o Automotive News, Detroit 26. 


SERVICE MANAGER—Chicago area—400 
car potential. Ford experience preferred. 
Salary and commission, Excellent op- 
portunity for top-notch man to take 
complete charge of service and body de- 
partment, Give complete particulars, 
picture and salary desired. Box 3403, 
c/o Automotive News, Detroit 26. 








POSITICN WANTED 


YOUNG MAN, 35, married, college degree 


equivalent. 13 years ‘‘Big Three’’ ex- 
perience embracing manufacturing as- 
sembly, production planning, export and 
sales — including three years as direct 
factory dealer. Interested in worth-while 
position with automotive or automotive 
accessory manufacturer or advertising 
agency where past experience plus 
ability, initiative. and hard work can 
be stepping stones to top. Box 3446, c/o 
Automotive News, Detroit 26. 





BUSINESS MANAGER — Accountant with 
diversified large dealer and GM business 
manager experience. Qualified to assume 
responsibility of all finance, accounting 
and office activities, prepare daily oper- 
ating control, monthly forecast and as- 
sist general manager in analysis of fi- 
nancial statement and management. Col- 
lege degree. Box 3441, c/o Automotive 
News, Detroit 26. 

FINANCE MAN, 36, presently on executive 
staff of large finance company, is in- 
terested in full responsibility of bank, 
finance company or dealer discount and 
loan dept. or backing in starting a 
company (prefer midwest). Have follow- 
ing of dealers ard branch personnel. 
Seventeen years’ experience in home of- 
fices and branches of the largest 
Nationals in the business. Box 3443, c/o 
Automotive News, Detroit 26. 


























COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classthed Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 




































NATIONAL USED CAR MANAGERS! 
Position desired with Automobile Factory. 
I am presently President and General 
Manager of a large Dealership in the 
Midwest (one of the big three) and am 
familiar with all phases of operating a 
Dealership. Have an outstanding record 
as a Dealer. Feel with this background 
that I could be an asset to a Factory in 
helping other Dealers. I am 41 years of 
age, married and can furnish the best of 
references as to my character, honesty, 
integrity, such as Bankers, Automobile 
Dealers, Finance Company Executives, 
Factory Executives, etc. Have statements 
to prove the kind of operation that I am 
operating. A salary, bonus and expense 
arrangement is desired, however, this is 
secordary since financially I am _ well 
situeted. I would like this challenge be- 
cause it is my belief that we are now 
separating the men from the boys in our 
industry, both in Factory, personnel and 
dealers. Experience is again going to be 
worth its weight in gold, Seriously, let’s 
face it, one needs the other. Together 
Dealers and Factories can be successful 
and there is room for a lot of improve- 
ment in their relationship. If you would 
like a Dealer who knows he can really 
get a job done nationally with a Factory, 
write Box 3444, c/» Automotive News, 
Detroit 26. 

MECHANIC DESIRES POSITION, in 
southeastern U. S., in service manage- 
ment. 17 years’ experience in fiield of 
mechanics, automotive and aircraft. Past 
4 years to date in GM dealership. Box 
3427, c/o Automotive News, Detroit 26. 








GENERAL MANAGER or general sales 
manager position desired in medium or 
large Ford or Lincoln-Mercury dealership 
in southeastern United States preferably 
Virginia or Carolinas. Am presently em- 
ployed as general manager of multiple 
city Lincoln-Mercury dealership. Age: 36 
years, college education, excellent health; 
ean furnish best of references, both 
business and personal. Would like to as- 
sociate with highly reputable concern of- 
fering life long employment. Box 3437, 
c/o Automotive News, Detroit 26. 





TOP MAN WITH one of largest New York 
‘*‘Big Three’’ dealerships for past four 
years, seeks opportunity to display ag- 
gressiveness, crackerjeck salesmanship 
and responsibility in managerial capacity. 
Well educated, twenty-eight years of age, 
family man. Sober, conscientious and 
trustworthy. Interested only in ‘Big 
Three’’ volume proposition. Will re-locate 
if deal satisfactory. Box 3438, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER — New or used cars. 
Good closer with proven results. Ener- 
getic worker with years as commissioned 
salesman. 37, family man. Give me the 
opportunity: I'll show you profits. Refer- 
ences of former employer. Box 3439, c/o 
Automotive News, Detroit 26. 


DISTRICT MANAGER — Twenty years’ 
wholesale automobile experience. Desires 
position with established industrial firm. 
Free to travel, preferably in middle west 
or west. Excellent references. Box 3440, 
c/o Automotive News, Detroit 26. 


AUTO SALES MANAGER 
or GENERAL MANAGER 


Presently employed with one of largest 
Ford dealers. 17 years experience in 
automobile business. Have trained as 
high as 50 salesmen. Am interested in 
position with Ford or Chevrolet dealer 
as manager or general manager or 
would consider any outstanding op- 
portunity. Would assist Ford dealer- 
ship in Ford development plan. Not 
looking for big starting salary. Was 
general sales manager before the war 
for a large Buick company. 


Box 3453, </o Automotive News, 
Detroit 26 





bala 
ore forwarded to the advertiser, 


CLOSING 


use of a box number, in care 


unopened, the same 
SIX DAYS IN ADVANCE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





POSITION WANTED 


YOUNG, AGGRESSIVE SALES manager, 
age 32, good education, married with 
family. Formerly associated with a GM 
dealer as sales manager until latters 
death. At present sales manager for Ford 
product dealer. Can train and direct 
salesmen and help close deals. No fear 
of hard work or hours. Familiar all 
phases merchandising new and used cars. 
Up to date with present business con- 
ditions, Chicago and vicinity only. Ex- 
cellent references. Box 3432, c/o Automo- 
tive News, Detroit 26. 


INSTALL YOUR BUSINESS telephone. 
Secretarial service in my home. Vermont 
6-8034, Detroit. 

INTERNATIONAL TRUCK PARTS and 
service manager—15 years’ experience in 
efficiently managing both parts and 
service departments of large International 
truck dealer. Thorough knowledge of 
setting up and operating all phases of 
both departments such as shop equip- 
ment, parts inventory systems, service 
record systems and direct mail advertis- 
ing, etc. Box 3433, c/o Automotive News, 
Detroit 26. 

MR. DEALER—Are you looking for an 
energetic, honest, capable, dependable 
right hand man to assume some of your 
responsibilities? Fourteen years’ automo- 
tive experience including management of 
parts, office and sales departments, Also 
assistant and general management. 
Prefer 100 to 300 car contract. Will ac- 
cept position as office, sales, assistant or 
general manager or any combination 
thereof. Age 43, happily married, church 
member. Excellent references. Want 
permanent location. Available immedi- 
ately. Box 3434, c/o Automotive News, 
Detroit 26. 


SALES MANAGER. Qualified to assume 
full responsibility in all phases. Presently 
employed, complete charge GM dealer- 
ship—Philadelphia vicinity for the past 
four years as sales manager. Handling 
three hundred new cars yearly. Wants 
relocate although not forced to. Ex- 
ceptional background of prewar ex- 
perience to meet today’s market con- 
ditions. Age 46, single. ‘‘Big Three’’ 
dealership preferred. Go anywhere. Write 
Box 3435, c/o Automotive News, Detroit 
26. 


MANAGER OR OWNERS ASSISTANT, 
capable of taking complete charge. 22 
years’ experience. Present volume dealer- 
ship sold. Available immediately. Refer- 
ences. Box 3436, c/o Automotive News, 
Detroit 26. 

POSITION WANTED! Body and fender— 
experienced. Will give good references. 
Prefer GM line. Box 3442, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


TEXAS DEALERSHIP HANDLING Buick, 
for quick sale at inventory. Will keep 
used cars and accounts. receivable. 
Located in the Rio Grande Valley, the 
richest agriculture and industrial section 
of Texas. Ideal year round climate, only 
thirty mile drive from Old Mexico. Over 
75,000 population in trade area. 100 to 
150 car contract. Sales in 1953 over half 
million dollars, Also, large four bedroom 
home on large lot in most desirable part 
of town. Only half block from _ school, 
every luxury and convenience for a nice 
home. Owner wishes to sell to take ad- 
vantege of another opportunity. Box 
3448, c/o Automotive News, Detroit 26. 


400 CAR ‘‘BIG THREE’’ dealership in 
suburban Philadelphia. Minimum invest- 
ment necessary for this size dealership. 
Approximately $40,000 handles entire 
deal. Low rent, on main highway, Owner 
sacrificing for immediate sale—has larger 
franchise elsewhere. Box 3450, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Chevrolet in the center of north Ga. 
broiler belt. Sold 450 units last year. 
Box 3451, c/o Automotive News, Detroit 
26. 

DEALERSHIP HANDLING DeSoto-Plym- 
cuth, Located in Alabama town—popu- 
lation approximately 14,000; county popu- 
lation around 45,000, Will take $27,000 
to handle plus operating capital. Box 
3452, c/o Automotive News, Detroit 26. 




















HELP WANTED 


requirements are necessary. 


a million dollars in sales. Be 


Do not waste my time and yours unless 
only want the man who is interested in 


first year, 
personnel 


ours can be too, if 
‘or shop and other 


YOUR OPPORTUNITY FOR '54 


To become self supporting and in business for yourself. One of Central Ohio's Chrysler 
Plymouth dealers is expanding by opening another dealership with complete facilities 
in an all new modern building. Must have complete knowledge of operating a three 
million dollar a year business in sales, service, parts and used cars. Must have a success- 
ful past history of full dealership management. We have openings for General Manager, 
Sales Manager and Salesmen who want to see their investment grow. The following 


General Manager: Be able to furnish bona-fide records of successfyl operation for at 
least five years. Must have been with a compan 
one half million dollars. Be able to invest a minimum of $12,000.00 for stock purchase. 
Sales Manager: Be able to furnish bona-fide letters of successful operation for at least 
three years in a sales managers capacity. Your companies volume must have exceeded 
able to invest a minimum of $8,000.09 for stock purchase. 
Salesmen: Must have had successful selling records in the automobile business. Must 
furnish substantial references as to character, responsibility and willingness to work and 
be successful. Must be able to invest a minimum of $3,000.00 in stock. 


PLEASE 


jou can qualify under these specifications. We 
5 is welfare, his co-workers and the company's. 
All investments of the stockholders in the parent company has been returned in the 
ou are interested in success. All franchises, finances and 
anches have been handied. YOU MUST BE ABLE TO 
START WORK NO LATER THAN MARCH I, 1954. 


Box 3455, </o Automotive News, Detroit 26 

























whose volume sales exceeded one and 
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___TRUCKS FOR SALE 
21951 WILLYS STATION WAGONS 4 


W. D. 4 Je-ps, good condition. Collins 
Sales. Phone 1967, Adrian, Mich. 


SHOP EQUIPMENT FOR SALE _ 
DYNAMOMETER, CLAYTON ANALYZER, 


DEALERSHIPS AVAILABLE BUSINESS OPPORTUNITIES 
RETIRING AFTER 46 Years—Will sell 
or lease our automobile establishment | 
located on the most popular street in 
business section of a wealthy thriving 
city in western Massachusetts. Buick 


dealership for 18 years (factory approval 


CARS FOR SALE PARTS FOR SALE 


‘ATTENTION DEALERS! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


vor FREE 


GM ILLUSTRATED 













Distributor Wanted 
and 

























necessary). 150- ad car potential. Trad- | i Excelent Bodies - Good Motors - Heaters model C-41-FFA, flush-floor type, com- 
Ing Fea app tely 100,000. Interest- | Franchise Available | Upholstery New Pr A or T S pletely equipped with inertia flywheel, 
ed only in applicants who will continue iW eabinet and standard instruments. Cost 
this business as an aggressive and popu- World renowned garbage collector BUY NOW — LOWEST PRICES EVER new $2,578.59. Sacrifice price $1,375, 
he us Een te oaeae ge deny body that operates at 30% economy 1950-1951 C A T A L O G 1 os _ =e = ee _—_ 
. “ i i * Cambridge, Mass. erma - fuse 
parts, accessories and equipment must desires manufacturer, but especially oan idee, fy aaa eenatTe A 
be purchased by the purchaser or lessee. || sales organization to distribute na- Plymouths — Fords — Chevrolets Largest Wholesale Stocks bargain at $95 plus ight, Both units 
If you can qualify, get in touch with || tionally or regionally. Experienced || 500 of GM Parts For guaranteed to be in first class operating 
a eo | sellers to municipalities and individual || 1 te condition, subject to rigti inspection. 
motive News, Detroit 26. __ . satin ont oa i. Gielen eater | MORRIS EEDMAN ® Buick Hughes Motor Mart, Inc., 2067 Mass. 
DEALERSHIP HANDLING Chrysler-Piym- || OPCroers On ¥ Sova slay for license || FR * Cadillac Ave., Cambridge 40, Mass. = 
outh, established 28 years, same owner. ance of specific cash outlay for nc 54th & LINDBERGH BOULEVARD © Oldsmobile DaviLaess enuGn ea —— rn 
Ideal climate year around. Golfing, swim- plus annual soles efforts costs. License : SVILBISS passeng. 
ming, fishing, hunting, Fine schools in- neider ia New York now 2 or 9 weeks PHILADELPHIA 43, PA. ® Pontiac paint booth — fully equipped — blowers, 
cluding Junior College. 20 miles from || "°°" '" “© * || SARATOGA 7-2300 SHERWOOD 7-1700 © Chevrolet doors, explosion lights and_ sprinkler 


system. E. B. Hudson Sales, Inc., 
16800 Plymouth Rd., Detroit 27, Mich. 


SHOP EQUIPMENT WANTED 


ocean, 50 west of Monterey, 50 south of 
San Jose. Population 15,000, county seat, 
industrial and agricultural center, central 
Calif. Parts, service, lubrication, body 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 





See Alberto Viller 
Barbizon Plaza Hotel, N. Y. 





and paint departments. Building 17,000 or WANTED — USED PAINT spray booth. 
square feet; lot 100’x200’ adjoining, long | SOMETHING NEW Shoemaker’s Garage, Hoffman Blvd., 
lease, reasonable rent. No used cars, no Bryan Hendershott and Son GORDON BUICK Ashland, Pa, 


accounts. $15,000 cash, balance terms. 
Owner interested in other business. Must 
move fast. P. O. Box 422, Hollister, | 
Calif. | 

DEALBRSHIP AVAILABLE HANDLING 
BUICK—Alabama. Located on two main | 
highways. Good lease and building, com- 
plete shop, parts stock and office equip- 
ment. Mxtra nice display room and used 
car lot. Trade area included thirty 
towns. Box 3386, c/o Automotive News, 


USED CARS DELIVERED 


|We have for sale a nice selection of 
| fleet leased 1952 Chevrolets, Fords and 
| Plymouths in all body styles. These cars 
|can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Public Relations Counsellors 


Washington, D. C. 
EX 3-0946 


MISCELLANEOUS 
FLORIDA HOLIDAY. Available now. 
Beautiful, furnished apartments in 
tropical setting of palms, hibisous and 
poinsettas. Choice of one or two bedroom 
apartments with living room, tiled 
electric kitchen and bathroom, Every- 
thing supplied, linen, china, silverware, 
ready to move in. Available for week, 
month or year. Phone or write €has. R. 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


Chicago 5, Illinois WAbash 2-1030 
Seen we 


GM PARTS 


1025 Conn. 
Tel. 





OCEAN FRONT MOTEL P 
DAYTONA BEACH—Two full season's business 
in ideal year around climate. Valuable cor- 





Detroit 26. |ner location, clove in. Delene throughout, 2 eg ee on oe E. 
= HALMRSHIP—GM. Live in | With an established clientel. Owner's home ve., Fort Lauderdale, a. one 
a = yo ee | "fit for a King’ with six large rooms—3 bed- Robinson Auto Rental, Inc. Shipped Anywhere | 4-2469. 


| rooms and two baths. Price $187,500. Write 


the sun. Located in great central valley. 229 5. Hanson St 


Philadelphia, Pa. 











| 








Fast growing, rich agricultural area LIVE LONGER, FEEL BETTER, eating 

Weite Jack L. Davis, 530 E. Main 8t., p7 oe G. Elmore, Jr., Realtor 1. E Spatig, Used Cor Manager Same Day | Riolem juiceful, uncolored oranges, 

Visalia, Calif. Motel and Hotel ‘broker | Sherwood 8-1500 grapefruits — $2.50 bushel. Riolemaut, 

942 Edgewood Ave. Jacksonville, Fla. | M PARTS ee en 

ENGINE REBUILDING — Crankshaft 

WHEN BUY ING or SELLING | ee aT John P, Hughes 

ar | = - nant | otor Co., c., 800 Commerce S&t., 
AUTOMOBILE DEALERSHIP ens | DEALERS SAY Phone—Wire—Write Lynchburg,’ Virgiata, 

Eaten ee ae 





Our greatest dollar values are at 


CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday GENUINE 
| 12:30 P. M. STUDEBAKER 


'| ARE Your sales lagging? | OPEN ALL NIGHT MONDAY 
iS Phone E 1254 Phone E 5209 P A R T s 
® Large Complete Stock 


324 West Main Street, Fort Wayne, Indiana 
® Ship Anywhere—Same Day 


We Guarantee Checks 
Dealers Only 
NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 


FRANKLIN-WEBER PONTIAC 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. | 





6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





FORD 
LINCOLN MERCURY 
DEALERS 


ARE You making money? 


: 


B 
DEALERSHIP AVAILABLE handling 
| 


PROVEN BEST 


By Actual Test 
Our New Model 


TOW BARS 


Meet 1.C.C. Requirements 











Buick-GMC. Well established business, 
south central Missouri, county seat town. 
Inventory of parts, accessories, fixtures 
and shop equipment or $12,000. Contact 
Ralph Archer, Mountain Grove, Mo. 


DEALERSHIP, HANDLING LINCOLN- 
Mercury—midwest area, for sale. Fran- 
chise covers six county trading area | 
over 50,000. Delivered 110 Mercurys and 
17 Lincolns last year. Reasonable lease | 
on building and adjacent used car lot. 
Will sell stock inventory and equipment. | 
Seller will retain used cars and account 
receivables. Factory approval necessary. 

: Box 3447, c/o Automotive News, Detroit 

' 26. 

} DISSOLVING PARTNERSHIP — Best lo- 

cated Dodge-Plymouth dealership — Los 

Angeles county—Approximately 500 cars 

per year. Profitable operation, low ex- 

pense, good service coverage, excellent 
facilities, good used car operation next 
to new car bldg. Completely equipped | 
shop. Parts inventory in excellent con- 


Your service department, parts 
department, body shop oper- 
ated profitably? 





iF Your answer is NO, do you 


know WHY? 





Cannot Be Matched 





“AKRON AUTO AUCTION 
‘Sale Every Thursday 1 P.M. 


| 
Successful combination of sales || 


At Any Price 


Write Today For 
Illustrated Catalog 


IF 


You know WHY, 
need US. 


you don't 





Plenty Buyers — Plenty Sellers 
Always 100 cars or more 





FACTORY SALES DIVISION 


PILOT DISTRIBUTING 


and business management || 


| Col. Carl Marker, Jimmy Leichty and Genuine Oldsmobile Parts 





qualify US to solve your 





. Shien. Be Sak ones oF sentrentes te Senay Rape -—- Aenean Largest Olds parts wholesalers in the middle | 
: buy—will sell at reduced inventory price roblems. | 
approximately $50,000. Box 3445, c/o P We guarantee checks | west. Shipments made promptly. COMPANY 
Automotive News, Detroit 26. | | 
DEALERSHIP HANDLING one of the Excellent References (2376 East Ave.—Route 5 GREBE OLDS BATTLE CREEK 9, MICH. 
“Big Three’’. Large trade area in pros- | | ® 3400 S. Kingshighway 
: perous Oklahoma community. Other busi- All Replies Strictly Confidential Akron, Ohio : : Phone WO 2-5257 All Dept's. 
ness interest—reason for selling. Box | | Flanders 0800 St. Louis 9, Mo. P 


ww 


For reservations call SH 5-3171 


Purley Gill Homer Swisher 
Owners 





3449, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chrysier prod- | 
ucts in most stable community in western 
Michigan of 13,500 people. 125 car con- 
tract with or without real estate. $16,500 
will buy everything except building, ac- 
counts receivable, used cars, The above 
figure is below depreciated book value. 
Am willing to sacrifice for quick sale as I 
am interested in larger deal which is 
available March 15th. Box 3416, c/o 

. f Automotive News, Detroit 26. 


IOWA HANDLING Chevrolet-Buick dual, 


Box 3454, c/o Automotive News, 


Detroit 26 





“Leaders In The Industry” 
Since 1939 





Pe TIRES FOR SALE 

|1,000 MATCHED SETS of used, perfect 

| at oe an cats ee U. 8. | 
oyal— x at > each. Deep orig- | 

AUTO AUCTION inal tread design regrooved. Clean. Free | 

| TIM ANSPACH of any repairs. Other sizes at low prices. DISCOURAGED? 


” n Allied Tire Sales, Broadway and Atlantic 
pr ° iti tee a Ave., Camden, N. J. 

- Den't give up yet. A small ad in the 
Want Ad columns of Automotive News 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP ? 


@ Buy Right @ Sell Right 


a a SS Vea eo a ee” 


TRUCKS FOR SALE 
USED TRACTORS, air and vacuum, com- 


ALBANY, N. Y. 
(For Dealers Only) 








- | over three hundred units yearly; selling | Parts — Accessories — Equipment || every MONDAY ...12 NOON || fesuy’ for the road 19:7 "KLS ‘Imae:| can help you locate that hard-to-get 
reason—retirement. Box 3417, c/o Auto- A disinterested ¢ 7 e a! Member of N.U.C.D.A. and N.A.A.P.A. national, auxiliary transmission; 1947 rt—or that experienced rvi 
. motive News, Detroit 26. inventory will save you money | 30 tubecnations: 1685 1 aoe” sahee- | pa Perie service 


; DON'T GUESS — BE SURE 
DEALERSHIP WANTED 


WANTED — DEALERSHIP; Chevrolet or 
Olds or dual. Lover half U. S. County 


national; 1949 Dodge, 427’’ engine; 1947 manager —or those used cars. 
Reo, priced right; 1951 Diamond T model 
660; 1950 Ford F-8; 1953 International, 


R-205, like new; 1945 International K-7, 


Call or write for service details. 


CARS WANTED 
AUTOMOTIVE INVENTORY = Wane ca 


IDAHO DEALER WANTS CONNECTION 


Sead your message across the nation 


eee a > 
meee ne Te 








seat, eo — ? eee Sone SERVICE CO. with new car dealers in Chicago area excellent. Many others. Write, wire or through an 
; approval assured. Confidential. Replies | 19040 Freeland, Detroit 27 Mich., WE 3-6445 for customer driveouts on GM and Ford call R. W. Kunz, 2727 University Ave., | 
answered. P. O. Box 182, Sterling, Il. : lines. Will make personal call on favor- S. E., Minneapolis, Mirn., Phone Gia: | ASTOMOTIVE NEWS WANT AD 
able reply about February 8th. Box 3426, stone 7997. 





| TOP NOTCH, HIGH pressure executive 
t sales manager will buy into new car deal 

—Ford or GM. P. Freeman, 5244 N. Sth 
St., Philadelphia, Pa. 


WANTED AUTO AGENCIES | 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


- | DAVID JARET CO. 


- Established Over 29 Years 


INVENTORY SERVICE. Parts and acces- | <.*/0 AUmotive News, Detroit 38. en 
. ; | WANTED—1953 PLYMOUTHS — Must be | e¢——————————————————————————— — ~~ —— 
sories. Top type personnel, organized $150-$200 less than invoice. Kirkwood | ] 


procedures, up-to-date records. Model, Motors, Kirkwood, Mo. YOrktown 5-1204. | 
s * | 
ew Subscription Urder' 
| 


year breakdown for Ford, Chevrolet, 
WANTED 
Send Automotive News to Address Below 


L-M and MoPar dealers. Fast service | 
USED 1953 for One Year $8 [-] or Two Years $14 [_] 
curate, confidential. LOW COST. | 


eastern half U.S.A. Talbot’s Inventory | 
N A S H i . for which check is attached [_] or send bill [] 
INVENTORY PARTS SERVICE CO. 


Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 
| 5050 Joy Road Detroit, Michigan Phone or write what you have and 
Texas 4-7450 | 
prices to 


H. B. PELKE, MISSOURI CORP. 
2323 So. Kingshighway Bivd. 
St. Louis, Mo. Grand 5750 











ws = SS 





NEW! MODERN! FAST! 
io ees = agpenenng aes nets | 
150 Mont. t. _ Y. | Elimina possible error. Cuts time in le 
a i ter PPO aa 20. ¥ | Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- | 

| ventory setup or present system revised. Ac- 





i BUSINESS OPPORTUNITIES 











EXCELLENT FLORIDA INVESTAENT AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Very valuable property on Dixie Highway, 
Route No. 1, West Palm Beach, Fla. Modern | 
store building with large corner lot now un- 
der six year lease also a two apartment, | 
furnished bungalow—one side vacant provides 
@ Florida residence. $20,000 cash with rent | 
from existing lease and reasonable monthly | 
Payments acquires the $85,000 property. | 





‘CARS FOR SALE | 





ATTENTION DEALERS!!! 

















eR eee eee ee 


| 
| 
Bo le ° Ne ae ! 
x No. 9 ling, West wre | 200 Fine Cars and Trucks Whole- PARTS FOR SALE | OE: WINE a on so SeseoseSuadspacdsadntegnseasacis Zone No 
iti | FOR SALE. STUDEBAKER parts and shop ; 
sale, reconditioned and ready for or eas ye ner A gh Mey OG 6G cicsabcrsis bona peat acemenandencunes alk coccacteee 
NATIONAL COMPANY sale—Tow Bar Service — Storage kau’ and . Laue county retiring from 
usiness, All stock to sold at great | i 
. , Phone us for motel reservations sacrifice. Must be seen to be appreciated. | | TRADE CONNECTION: 
Will purchase your leasing com- Osage Sales Co., 3905, S. Grand Blvd., Car Dealer [J Truck Dealer [] Manufacturer [_] 
pany or assets for cash. N. Northwest Chevrolet Co. ®t bouls, Mo. ——_——_— | Jobber [) Insurance [] Financial [_] Supplier [] 
Woodward at |3 Mile Royal Oak, Mich.| STUDEBAKER PARTS FOR SALE, Will 
Inquiries handled in confidence Lincoin 5-1100 sacrifice $25,000 stock of post war parts. || Moke of Cor........... an 
Box 3394, c/o Automotive News, Detroit 26.| “Home of Michigan's Finest Automobiles" Saute hais deren wae bane oe t 2-1-54 


Vineland, N. J. 











~~ BIC PUNGH 


The INTERNATIONAL Truck Dealer's big punch is 
the world’s most complete truck line. He can 
knock over more sales because every truck 
‘owner is his prospect. He offers exactly the 
right truck, from 44-ton pickups to 90,000 lbs. 
GVW off-highway models. He offers the right 
power, with a wide choice of gasoline, LPG 
or diesel engines. 


And he has the reach on other dealers, with the 
long-respected INTERNATIONAL reputation for 
quality. Because he sells quality, he has more 
satisfied customers. Their loyalty safeguards 
his profits for years to come. 


Franchises are available in a few choice loca- 
tions. If you want to be a winner, and you can 
qualify, phone your nearest INTERNATIONAL Dis- 
trict office. Or write in strict confidence to: 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue ° Chicago 1, Illinois 


international Harvester Builds McCormick® Farm Equipmentand FARMALL® 
Tractors ...Motor Trucks... Industrial Power. ..Refrigerators and Freezers. 


— jp» Get the News! Alex Dreier “Man on the Go,” 
daily NBC Radio, sponsored by INTERNATIONAL ‘ruck Dealers. 


INTERNATIONAL TRUCKS 


"Standard of the Highway ™ 








